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“Stick It” and Make Sales Stay “Put” 


\ 7 HAT is the greatest duty in the retail shoe 

store in “‘getting more shoes sold right?” 

Just this—correct fitting and the making of 

sales so that returns and alterations are reduced to a 
minimum. 

With merchandise—per pair—so high in price the 
public is more critical in the service rendered by the 
retail shoe store, complaints are more apparent, altera- 
tions more dangerous because of the color of the 
leathers and the losses greater than ever before. 

Fitting, therefore, is the greatest field for develop- 
ment—with the war pressure on the help problem re- 
moved, there is every reason to expect better fitting 


through better shoe store training. The store with a - 


class-room feature once a week where shoes and lasts 
are tested out in a sort of laboratory fitting is the store 
that is going to win out. The fitting stick is the em- 
blem of shoe store service. 

Shortly the “Recorder” will publish a new edition 
of its Fitting School Book—now in its fourth edition. 
It is used in many industrial and continuation schools 
of the country and in shoe stores in every state. Per- 
haps it will be of utility in your store. 

Fitting expertness comes one-fourth by intuition 
(perhaps) and fully three-fourths by intelligent prac- 
tice and study. You can learn to fit feet only by 
fitting feet—but you can use many a hint and piece 
of advice from those who have been over the road 
successfully. 

For twenty years, perhaps more, America has been 
“the best-shod nation in the world.” Best shod 
means, among other things, best fitted, because cer- 
tainly the most important single qualification of a 
shoe is its relation to the size of the foot of its intended 


wearer. 


No other article of wear is so closely connected with 
our physical efficiency. A coat or a dress may be 
too tight or too loose and still not interfere much with 
free movement; but a shoe that is too tight or too 
loose is a handicap to a serious degree, a most crip- 
pling impediment. 

It is not necessary for a man to be an old-timer to 
be able to recall a period when the shoes that went 
out of a store were very much inferior in fit to those 
of the present day—when “rights and lefts’ had to 
be specially called for in children’s shoes, and when 
widths were scarce and the general fitting quality 
was such that the unfortunate wearer practically 
(and painfully) had to relast the shoes with his own 
feet. Those were days when the peg cutter was on 
every ledge, up in front of the store; and many shoes 
came into stock knotted together at the heels with 
string. Today, the public has been educated up to 
better footwear. Even the farmers want shoes that 
fit; so do the miners, and all sorts of diggers and 
workers who used to be satisfied with the crudest of 
shoes and roughest of fitting. 


The change has spelled profit. There was only 


small profit in cheap service that handed out slovenly 
near-fits, or allowed customers to fit themselves 
without assistance. 

Today, the sales force of a modern shoe store must 
qualify as shoé experts. They must be able to supply 
high grade service, no matter what grades of shoes 
they sell. There is much to learn, and it is worth 


learning. 
A great deal of memorizing is needed in any busi- 


ness. The first and simplest requirement of a sales 


person is that he shall not forget what he has to sell 
—that he shall ‘“Know the Stock.” And to know it, 
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he must learn a good many things every day, for the 
stock is always changing. It is safe to say that every 
newcomer in a shoe store has a period of despair, as 
he first realizes what an overwhelming lot of detail 
there is to remember. But the details will become 
clearer, and will fall into classifications with intelli- 
gent effort. Only, no one should ever stop in his 
tracks with the delusion that he has it all learned; 
there is something new every day for the oldest and 
most experienced man in the store to learn. . 

It is up to the man who would progress to see to it 
that his stock of shoe knowledge does not run low, 
nor get mixed up, nor out of date, through neglect or 


inattention. 





Export Trade Improving 

HERE are some foreign countries which would be 

very glad to have American shoes right now at even 
the present price, plus. As a matter of fact, they are 
placing import restrictions so that they can sell off 
what they have on hand at the amazing prices which 
they are obliged to charge, rather than have our 
shoes enter while they have on hand stocks of high 
price goods. International trade, however, will be 
the world’s greatest reconstructor, and while em- 
bargoes have been imposed in some European coun- 
tries for the protection of important industries, our 
shoe and leather goods are certainly needed and it 
can’t be many months before foreign markets will 
be more open for our shoes than at the present time. 
Even at that, the shoe exports are steadily increasing 
over 1918. The value of exports of boots and shoes 
for February, 1919, was $4,621,843 as against 
$1,928,558 for February, 1918. At the rate of present 
exports, 1919 will surpass 1918, but the home retail 
market has been the gainer in any recent slight 
decline. 





The Increased Meat Supply 
NOTHER distinguished piece of achievement by 
our people is the increasing of the meat products 
in 1918 by 24 per cent, the total being some- 
thirig above 23,000,000,000 pounds, or nearly twelve 
million tons. But the leather supply has by no means 
been proportionately in- 
creased, fora large percent- 
age of the gain was in hog = 
products; and the outer ; 
casing of the hog has always 
been of only limited use- 
fulness as leather. The 
hog is a creature of quick 
growth, and high birth rate; 
he is the fastest operating 
chemical transmuter we 
have,except poultry, for the 
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turning of grass into flesh. And chicken skin also is 
of no avail to the leather maker. At least, not much 
has been heard of it since it was soberly barred from 
the operation of a so-called “‘pure shoe law’’ in Ohio, 
along with “frog hide and formaldehyde,” by the 
sponsor of the bill, a representative of the labor vote 
of Akron. 

The producer of food is the man to whom the whole 
world is yielding earnest attention just now. Prices 
of all meat products, and by-products, will no doubt 
serve to stimulate the bringing into use of all possible 
waste places of the earth, and the better utilization 
of the portions already under care and cultivation. 
There is room for much improvement; as soon as 
economic draft has its effect, the improvement will 
begin. Only the unintelligent races of men need be 
long in actual want; old Mother Earth can accommo- 
date a vastly greater family of children, if they will 
devote themselves to peaceful pursuits and the right 
use of her gifts. 





Rentals and Renewals 


T would be well for all rent-paying merchants to 
look to the renewal of their leases, or the securing 
of options on leases, before “‘the uplift’ strikes the 
local real estate market. In many places, events ap- 
pear to be so combining as to favor the pinching of 
tenants by an increase of from 10 to 40 per cent in 
rentals. In New England, with not more than one- 
half the normal and needed amount of new building 
contracted for, the building trades, always rapacious, 
are making demands for still higher pay. This curi- 
ous reversal of the usual necessity of lowering a price 
when business is dull will of course operate still further 
to check new building, and increase the demand for 
tenancies. From Tacoma, we have a similar report: 
“Building is uncertain, because of the high cost of 
material, and the high wages and absolute uncer- 
tainty of labor keeping its contracts. Men are afraid 
to start building, for fear of sudden demands when a 
job is half finished.” 

Evidence of collusion would be hard to get; but it 
is quite plain that this attitude on the part of car- 
penters and brick layers will work to the advantage 
of the landlords, if both 
parties “stand pat’ and 
double team on the 
tenant. 

In some localities, the 
closing of saloons will re- 
lieve the situation slightly, 
in regard to store property. 
But this is easy to overesti- 
mate, because while saloons 
occupy many good corners, 
they do not run much 


successful ” 
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into space except where restaurant features are added. 
And something will come into existence anyway, to 
take their place, as popular points of rendezvous. 





Be Ready to Explain 

EOPLE unfamiliar with details of shoe and leath- 

er manufacture and causes and effects in market 
conditions are apt to conclude too easily that they are 
being overcharged in the prices of retail commodities. 
It is the duty of the shoe merchant today to first 
familiarize himself with actual conditions and then 
see to the education of his clerks, so far as he can, so 
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that the inquiries of the customers can be satis- 
factorily answered. There are sound business reasons 
for the advanced prices of footwear. The “Recorder” 
has printed exhaustive discussions of this subject 
and has had a thorough analysis made of basic con- 
ditions. The retail shoe merchant also knows, from 
his own experience, the increased costs of selling. 

With the information obtainable it should be 
possible to satisfy the curiosity of customers and 
take them sufficiently into your confidence so that 
they may feel that they are not being victimized, but 
are merely meeting their part of the conditions which 
surround us as a result of the world’s war. 





Where the Dollar Received Over the Fitting Stool Goes 





Every dollar that is 
rung up on ‘© 
register by the shoe 
merchant _ 


Is split about forty ways 
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The trade is rapidly approaching the status of a billion dollar industry at retail. In its service it employs 
shoemakers by the hundred thousand, leather makers by the tens of thousands, regiments of salesmen, but mark 
you, every dollar that comes into the trade, every dollar that is handled by the shoe manufacturer, leather manu- 
facturer, salesman, operative. clerk, hide merchant, machinery maker comes in through the cash register of the 


store 


If the merchant’s service to the public is increased, the financial base of the whole trade is broadened. His 


is a worth-while contribution to the progress of American industry. 
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Convention Hall as Memorial 


Chicago Starts a Worth-while Project of Utility to 
Civic Development 


Chicago—At the last meeting of the Chicago Shoe Re- 
tailers’ Association held at the Palmer House, J. A. Hall, 
now editor of the Black Diamond, the leading coal journal 
of America, and a contributing editor of ““The Boot and Shoe 
Recorder” was the principal speaker. Mr. Hall described the 
plans for the Victory Memorial Building proposed for the 
Chicago lake front. His remarks in part were as follows: 

Chicago is planning for a $10,000,000 Victory Memorial 
Building. Instead of a decorative shaft or monument that 
would simply add a touch of color to the landscape and ab- 
solutely useless otherwise, it is planned to make a memorial 
to the American lads who died overseas not only a work of 
art and beauty, but of service to the community and the peo- 
ple for whom these boys died. | Further combined with this 
memorial, the building will portray the victory of humanity 
over barbarism, for which our boys fought in the great war. 

For some time past it has been realized that there was not 
sufficient accommodation in Chicago for large gatherings, 
exhibitions, etc. 

It is likewise universally known that large conventions, 
those of our national political gatherings, for illustration, 
were sadly embarrassed in consequence of the amphitheater 
of adequate capacity to accommodate the crowds and provide 
whatever display and exhibition space as might be desired. 

It will afford a tremendous opportunity for the largest 
shoe and leather fair and style show held anywhere in the 
world. 

Just now the plans are in charge of a small committee 
made up of some of the leading citizens of Chicago, but it is 
proposed to organize a committee of 100, representing all of 
the varied interests of the city and this section of the country, 
and it is hoped to have President Wilson act as honorary 
chairman of the committee with Governor Frank O. Lowden 
as vice-chairman. 

After Mr. Hall had finished the members voted unani- 
mously to endorse the proposed plans. 


James Edwin Meade Heads Retail Shoe Merchants’ 
Division in Forthcoming Victory Loan Drive 


In the appointment of James Edwin Meade of Brooklyn 
as chairman of the Retail Shoe Dealers’ Division of the forth- 
coming Victory Loan, it was disclosed that the retail shoe 
merchants of that city had raised more than two million 
dollars in the third and fourth Liberty Loans. 

The appointment of Mr. Meade was decided upon because 

he acted as chairman of committees that raised a total of 
$2,422,865 in the Liberty Loan, Red Cross and United War 
Workers Campaigns in Brooklyn. 

It has been decided to divide the retail shoe merchants 

and the manufacturers and have a divisional chairman for 


each. The Meade Committee will look after the retail trade 
exclusively. 


Sincere Expressions of Sympathy to Frank P. Meyer 


Frank P. Meyer of Danville, Ill., secretary-treasurer of the 
National Shoe Retailers’ Association and president of the 
Illinois Shoe Retailers’ Association, is receiving the sincere 
expressions of sympathy of the trade in the death of his little 
ten-month old daughter. This sad event occurred on April 2. 
Pneumonia was the disease which caused her death. 


Settling Informal Contracts Necessity of Filing 
Claims Now 


Washington, D. C.—In a letter and memorandum ad- 
dressed ta Secretary Glass, Benedict Crowell, Assistant Secre- 
tary of War and Director of Munitions, has outlined the 
method which the War Department is following in settling 
informal contracts validated by the bill passed by Congress 
last month. 

The thirty-six local boards established throughout the 
country for the purpose of handling contract adjustments 
will probably be abolished in the near future, for Mr. Crowell 
says that “all contractors who desire to avail themselves of 
the existing organization in the department for the settle- 
ment of their claims must present them prior to May 15, 
1919, as after that date the method of handling these claims 
will necessarily be changed through the impossibility of con- 
tinuing the present personnel. 

“It is nearly five months since these organizations were set 
up, and since their machinery was available for the process 
of adjustment; nevertheless, claims aggregating nearly one- 
half in the amount of money involved of the total to be ad- 
justed have not yet been formally presented. This failure 
on the part of the contractors to present their claims promptly 
is occasioning the department great embarrassment.’ 


Shoe and Leather to be Represented in National 
Chamber of Commerce Directorship 


Boston—A movement is started to elect a representative 
of the shoe manufacturing industry to the Board of Directors 
of the National Chamber of Commerce, which meets in St. 
Louis, April 29, 30 and May 1. Frank W. Whitcher of 
F. W. Whitcher & Co., who is president of the Massachu- 
setts Board of Trade; Harry I. Thayer of Thayer, Foss 
Company, who is president of the New England Shoe & 
Leather Association, are among the men mentioned for the 


position. 
Big Gathering of Business Men at National Chamber 
of Commerce, April 28—-May 1, St. Louis 


Fr Washington,’D/ 'C., April 8—Arrangements are being com- 
pletedjhere at the” “headquarters of the Chamber of Com- 
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merce of the United States for the Seventh Annual Meeting 
which is to be held at St. Louis, April 28—-May 1. 

The assembling of the business men of the country at that 
time is of particular interest in view of the fact that it is just 
prior to what will probably be the opening of the extra session 
of Congress. Such matters as trust legislation, industrial pro- 
duction, merchant marine and like important questions will 
be discussed. Among the speakers who have accepted invi- 
tations to address the convention are: Secretary of the 
Treasury, Carter Glass; Secretary of Commerce, William C. 
Redfield; Daniel Willard, President of the Baltimore & Ohio 
Railroad; Harry A. Wheeler, President of the National Cham- 
ber; Edward N. Hurley, Chairman of the Shipping Board; 
Samuel Gompers; Senator Albert B. Cummins, Chairman of 
the Senate Committee on Interstate Commerce, and many 
others. 


Co-operative Organization of St. Louis Shoe and 
Leather Trade 


The saoe manufacturers of St. Louis, on Wednesday of this 
week, this being the regular monthly date of the Shoe Re- 
tailers’ Association of St. Louis, tendered to the merchants 
a complimentary dinner at the Hotel Jefferson in recognition 
of the work done by the retail shoe organization in bringing 
the recent national convention of shoe retailers to St. Louis 
and handling it so successfully that it proved to be the largest 
body of shoe retail merchants ever gathered together in the 
United States. The dinner arrangements were in the hands 
of Harry Vinsonhaler of the Vinsonhaler Shoe Company, who 
was at the head of the manufacturers’ organization at the 
time of the convention. The speakers of the evening included 
Jackson Johnson, chairman of the Board of the International 
Shoe Company, who is also president of the St. Louis Cham- 
ber of Commerce. ; 

During the evening tentative steps were taken for the 
formation of an organization which shall bring about the co- 
operation of all the elements of the shoe and leather trade in 
St. Louis for the purpose of boosting the market as a whole. 
In addition to manufacturers and retailers, many leather men 
and findings concerns were represented at the dinner. 


Reorganizing Personnel of Tanners’ Council 
Headquarters 


Washington, D. C., April 10—Arrangements are being 
completed at the Tanners’ Council for the reorganization of 
the personnel of the headquarters of the Council which is to 
move to New York the latter part of this month. The re- 
organization is being made with the approval of the Board of 
Directors. 

Under the new plan it is expected that Fred A. Vogel, the 
president, will not be active but will merely go to New York, 
the new headquarters, when he is needed. E. A. Brand will 
be the secretary of the Council, and he will be assisted in 
New York by R. M. Neu, who will be assistant treasurer and 
statistician; J. A. Arnold, the foreign trade advisor; Roland 
H. Zinn, cost accounting; and J. L. Nelson, who will be 
general. assistant to the secretary. Someone will also be 
selected for the Industrial Bureau. 


Massachusetts Retail Shoe Merchants Hold Annual 
, Meeting, April 9 


The Annual Meeting of the Massachusetts Retail Shoe 
Merchants’ Association was held at the Shoe Trades’ Club, 
Boston, on Wednesday evening last, April 9. Dinner was 
served at 6.30 o’clock, followed by a business meeting. 

There was a talk during the evening on “Optimism” by 
Frank S. Farnum, president of the Churchill & Alden Co., 
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Campello, Mass. Sergeant Carl O. Harding of the 26th 


‘Yankee Division gave an interesting account of his recent 


war experiences overseas and Lieutenant Harry Milsen of 
Canada, who is one of the eight survivors of the original 
“Princess Pats,” stirred his audience with a recital of his 
observations and service. 





Death of Charles S. Grover 


A Business Man of High Ideals 


Charles S. Grover, president of J. J. Grover’s Sons, shoe 
manufacturers, Lynn, died at his home in Lynn, Friday, 
April4. He had been ill for several years and spent the recent 
Winter in the South. 

Mr. Grover was born in Guysboro, N. S., in 1853, came to 
Lynn when a boy, went to the public schools and helped his 
father to make shoes. His father established the business 
now known as that of J. J. Grover’s Sons. 

When a young man, Mr. Grover served in the city council. 
He was a leader in getting a new high school building con- 
structed. That was his chief object in going into politics, 
so the story goes, and he retired from the city council when 





THE LATE CHARLES 8S. GROVER 
President of J. J. Geover’s Sons, Lynn, Mass. 


the school was completed. But he maintained his interest in 
the public service to the time of his death. He served as a 
member of ,the school board, and as director or trustee of 
various institutions for the public welfare. He was a 32d 
degree Mason, and held high rank in several Masonic bodies. 

He was vice-president of the Security Trust Company 
of Lynn, and gave much time in recent years to its affairs. 
He continued to serve as president of J. J. Grover’s Sons, 
although the active management of this business was con- 
ducted by James_H,. Grover and Lyndon V. Grover. 

He was a man of high ideals. Honesty and integrity in 
matters of business were as real to him as the earth on which 
he walked. He never faltered when a task came before him. 
With brightness and good cheer he labored all the while, not 
alone for the building up of his business, but for building up 
of his city, for the aiding of the young man starting out in 
life, and for the comfort of those in declining years. He was 
a fine type of the Christian gentleman in business. 
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F iting by the Repair Man 


Making Better Oxford and Pump Fits---How to Pull in Gaping Sides and to 
Give the Shoe a Better Heel Grip 


DMITTING that a shoe has been fitted on the foot 
correctly and intelligently, what do you do when the 


customer comes in a few days later and wants to know 
why the heels slip and the sides gape and the shoe looks and 
feels more like a slipper or mule than anything else? 


The Repair Department Can Help 


Pump and oxford troubles cannot always be attributed to 
the retail salesman, or to the method of construction, for in 
many cases it can be shown that the specific foot could never 
be satisfactorily fitted in anything short of a five or seven- 
inch topped boot. These are cases where the oxford or pump 
vamps, instead of being as they are, would really need a full 
upper attached to make them fit satisfactorily that particular 
foot. 

Perfect Fits Not Common 

‘Perfect fit in an oxford or pump is hit only once in three 
times,” is the saying attributed to a New York shoe man. 
Perfect fit means that heel, shank and ball of the foot should 
perfectly match the heel, shank and ball of the last, and that 
every point on the vamp conforms with the structure and 
muscle outline of the foot. 


Corrections in First Fitting 


In fitting a foot with an ““A-width”’ heel seat and “‘C-width” 
ball from the regular stock, one is up against a proposition 
needing correction from the start. There is always a danger 


that uninformed clerks will fit this type of a foot short, be- 
cause the customer says: ““Why, I have plenty of room; see 
how my heel slips in and out!” 

To prevent this riding of the heel up and down on the 
counter, don’t resort to a short fit, but try a furred heel slip 
lining. (See No. 1 in cut.) This heel lining is a piece of 
leather cut out in the shape of a counter, the inside being 
furred up by an emery wheel, so as to give a rough and re- 
taining surface to cling to the heel. The outer side is covered 
with an adhesive glue and sticks readily to the counter. This 
heel slip lining is skived down so as to prevent the edges play- 
ing loose. The use of this simple correction is quite general. 


Corrections When Customer Returns Shoes 

Another simple home-made remedy is the stitching of a 
piece of an elastic tape on the three points as shown in dia- 
gram. (See No. 2.) 

This is used mostly in low pumps to pull in both sides of the 
shoe and to hold them snug with the end of the heel. The 
reason for the stitching of the tape on the three points as 
shown is that the heel when it slips into the pump causes a 
tightening up of the elastic cord, resulting in a closing up of 
the space between the foot and the vamps. This remedy has 
been used mostly in the case of pumps that have been worn 
for some time and where the sides gape widely. 

Any girl in the store can stitch this elastic band into the 
shoe providing she folds the ends and loop stitches into the 


lining. 
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The pneumatic shoe retainer is a patented device (see No. 
3) that is particularly well suited to the narrow heel in’a wide 
heel pocket. Where the clerk finds a customer with a wide 
ball and a slim, narrow heel the trouble does not seem to be 
so much with the fit over all, but there seems to be a slipping 
at the heel with every motion of the person’s foot. The pneu- 
matic shoe retainer with its air cushion acts as a finger on 
each side of the shoe to prevent slipping up and down. 


For the Broad-Rimmed Heel 


This is also a good device in case the heel seat is narrow 
and the customer has a broad-rimmed heel. The expansion 
at the base of the heel causes & gaping at the top, but the 
pneumatic rubber cushion with its horizontal pull tends to 
give a snug fit, ever tightening on the heel. 

The corrugated heel slip (see No. 4) is virtually No. 1 with 
the slip lining -made of rubber with horizontal lines corrugated 
upon it with just enough depression to cause it to retain the 
foot. This is on the policy of putting an obstruction to the 
heel in its habit of riding up and down in the counter. 

No. 5 is practically the same thing only the corrugations 
are made on the original lining of the shoe by machinery. 
The tool used has indentations of 1-16 of an inch and these 
make the necessary gripping channels in the heel pocket. 


The Foot with Thin Sides 


The regulation oxford that bulges at the side and has a 
long blucher stay can be aided in its fitting qualities by in- 
serting an extra eyelet. (See No. 6.) This will draw the sides 
tightly over the waist and instep, pulling in from all points up 
and over the arch. This is usually done when the foot is thin 
at the waist or where the instep has fallen slightly. In case 
the ankle bone projects and is irritated by the tightening 
side of a new fit a good shoemaker can cut the top slightly 
at the quarters to allow the ankle bone sufficient play room. 


In Some Cases—The Ankle Strap 


Pumps with the bulging and slipping heel pockets can be 
corrected by the attachment of an ankle strap, if the customer 
will stand for the change in style. (See No. 7.) There seems 
to be no logical reason why in some communities this change 
from pump to an ankle strap pump could not be made to 
the advantage of the fitting qualities of the shoe and to no 
disadvantage to the shoe. The attachment of an ankle strap 






WATCH THE “BITE AT THE THROAT” 


The Most Important Point in Fitting the Popular High-Throat 
Pumps of the Season 
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is one of the simplest pieces of work that could be given to a 
careful shoe repairer. 
Shrinking and Cutting Wrinkled Linings 


Wrinkled linings come in for their share of the abuse given 
to the wear of pumps and oxfords, particularly turns. To 








HELPS TO PUMP AND 
OXFORD FITTING 


Story Told in Accompanying Article 











find a shoe} presented after three or four days’ wear with"a 
perceptible wrinkle at the quarters is not uncommon. In 
one or two cases the lining can be shrunk down tightly by the 
use of water anda hotiron. In others it is necessary to make 
an elliptical cutting in the side linings, then to bring 
the two edges down to a meeting point. Cement . 
the edges, and run the brush up under the lining 
and apply more cement, and then iron down the 
material and you are in position to show a neat 
repair that will remedy the error. This also will 
have the tendency of pulling in the tops, and if 
cemented down tightly will prevent in some 
measure gaping sides. 
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After years of study the X-Ray 
is now made of commercial utility 
in the fitting of feet. A prominent 
doctor, an expert on the use of 
X-Rays, has perfected a practical 
machine for use in shoe stores. 

We illustrate its features here- 
with and merchants desiring more 
information on the Ped-X-Ray can 
receive same through the Editor of 
the “‘Boot and Shoe Recorder.” 

In this picture the adult cus- 
tomer is seeing for himself the bony 
structure of his foot and can be 
convinced that short shoes and ill- 
fitting shoes are a menace to his 
health and comfort. 

















The Long Counter 


Where the cuniform bone projects prominently on the 
foot a more advanced improvement can be made in the sub- 
stitution of a long and swelled counter for the old counter. 
(See Nos. 8 and 9.) This can be done by an expert repair 
man. The long counter in some makes of pumps is a step 
in advance in pump fitting. The foot seems to slip into the 
swelled side, allowing the top to cling close to the foot. This 
bone, commonly called the ‘“‘cue bone,’’ gives much trouble in 
oxford fitting where the quarters come down over it—the 
ridge of leather forming a sharp edge that binds and con- 
stricts. 

A good example of the use of the long counter is shown in 
the tight fitting top and swelled sides of diagram No. 12. 

A correction that has been tried with some success is that 
of cutting out a V at the back of the shoe. (See No. 10.) In 
this lining, vamp and leather are cut and the counter is left 
as before. Pulling in the sides, cementing them fast, and 
putting on a new back stay makes this oxford or pump as 
good as new. It can be easily seen that the top, if pulled in 
a full half inch or more and the cutout running down to a 
point, makes just the improvement desired. 


Stitching Down the Blucher Stays 


In No. 11 is shown a new method of detaching the blucher 
stays and stitching them down a quarter or three-eighths of 
an inch nearer the tip. This is a careful job for the repair 
man, but it makes a pulling in of the top when other methods 
fail. It makes a slightly longer blucher effect but gives the 
transverse pull that snugs up the fit over the waist of a slim 
muscular foot. Where an arch plate is used in a shoe this 





often takes in the slack produced by the forward thrust of 
the prop, and its extra weight at the throat of the vamp. 


The Close Tops in Pumps 


Some of the newer models in pumps have tops that pull 
together so tightly as to Jeave practically no aperture. This 
insures a top that will not gape. Only a wide insole tread 
will take this top successfully. The long counter is found in 
this shape and gives that measure of support that makes the 
pump a good fitter for months. 


For Overlapping Lace 


In the straight lace shoe you are up against a proposition 
where the lace stays overlap. This overlapping can be cor- 
rected satisfactorily only by putting in a new lace stay. 
(See No. 13.) The repairer should cut both lace stays 
through the eyelet holes after he has severed the stitches 
around the throat of the vamp. This will give him an aper- 
ture of a full half inch. Then by cutting and folding a new 
over-lace stay, he can stitch on the new, taking care to save 
the edge nearest the throat thin and smooth and the stitches 
up the sides of the lace stay neat and close. The effect after 
the invisible eyelets are inserted is pleasing if the customer 
does not mind the appearance of an outside lace stay. 


In Leather Shoes Only 


With these methods of correcting oxford and pump fits 
the shoe merchant is competent to take care of all complaints 
of the fit of Summer footwear. The changes are only pos- 
sible in leather footwear. The cutting of fabrics would not 
permit the same neatness in reconstruction. 
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What you see through the Footoscope—will this not give 


us better feet for American men, women and children? 


These structural changes should only be made when slip 
linings, elastics, pneumatic retainers, etc., that are applied to 
‘the inner sides of the shoe, fail. Structural changes should 
never be made on first fittings—they are too expensive, ex- 
cept on returns and refittings. Practically every recognized 
emergency is herein treated on the correction of pump and 
oxford fittings. 

One of them can give the proper remedy to any com- 
plaint—always choose the easiest and most satisfactory. 





_ Death of John Q. A. Whittemore 


Pioneer Shoe Polish Manufacturer 


John Q. A. Whittemore, treasurer of the Whittemore 
Brothers Corporation of Cambridge, manufacturers of shoe 
polishes, died on Sunday night at his home at 2 Washington 
Street, Newton. 

He was born in St. Johnsbury, Vermont, seventy-one years 
ago. His parents removed to North Bridgewater and after- 
ward to Brockton, Mass. Thus Massachusetts became the 
home of one who has done much toward the state’s industrial 
and commercial development. He was but twenty-one when 
he and his brother turned their attention to the manufacture 
of shoe polishes. As the business increased, the factory on 
Albany Street, Boston, was found to be small and they moved 
to Cambridge, where the firm has since been. 


Originator of Wax Paste Polish 


To John Q. A. Whittemore is given the credit of originat- 
ing the wax paste polish which has become so generally popu- 
lar. The polishing cream was likewise the result of his 
genius. He was the first to put on the market a dressing par- 
ticularly adapted to the cleaning, brightening and preserving 
of the special leather called box calf. His business ability, 
foresight and originality in compounding polishes which kept 
pace with the progress of the leather tanning industry, has 
been responsible for the constant growth of the Whittemore 
business. 

Mr. Whittemore’s first wife, who was Mary Thayer of 
North Easton, died nineteen years ago, leaving two daughters, 
Mrs. Walter C. Pessels of Brookline and Mrs. Benson E. 
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Parent and salesman examining child’s foot—a wonderful 
cure for ill-fitting shoes 





Fager of Cleveland, Ohio. In 1904 he married Charlotte E. 
Bradford, who survives him, together with a son, Bradford 
Adams Whittemor2z. Mr. Whittemore held memberships in‘ 
the Algonquin, Brae-Burn, the Country, the Hunnewell, the 
Old Colony and Beverly Yacht Clubs, as well as the Boston 
Chamber of Commerce. 





N ptional Leather and Shoe F ar 
Association 


To Hold Fifteenth Annual Convention, June 16, 17, 
18 and 19, at Cincinnati 

The Fifteenth Annual Convention of the National Leather 
and Shoe Finders’ Association will be held at Cincinnati, 
June 16, 17, 18 and 19. Hotel Gibson has been selected as 
headquarters and the entire ball room floor with all com- 
mittee rooms on this floor have been reserved for convention 
purposes only. 

There will be no exhibits. The tanners and manufac- 
turers will not be called upon for any contribution. This is 
a Cincinnati proposition. The only contributors to the ex- 
pense of the convention wil] be Cincinnati firms and associate 
members who have offices and stores in Cincinnati. 

The committee has arranged a splended educational pro- 
gram throughout, one of the features being an attractive en- 
tertainment for the ladies. 

The Cincinnati Finders have all lined up in fine shape and 
are making strenuous efforts to make this convention in good 
old Cincinnati the best of all. 





Frank P. Meyer Re-elected Supervisor 

Mr. Meyer was re-elected supervisor of Danville County, 
Illinois, and it will be his duty to spend $1,500,000 for build- 
ing good roads in the country that boasts of the livest shoe 
man that ever was. 
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Americanism vs. Bolshevism 


A Strong Presentation of a World-Wide Subject by a Man of Great Inter- 


national Ability and Knowledge 


By J. STEVENS ULMAN 


EN’S minds are confused; conditions growing out of 
M the international war have overturned governments 
and greatly agitated peoples. The greatest agitation 
has been where there has been the greatest autocracy, the 


most arrogant government. In all ages, all climes, all 
countries, there have been periods of great unrest. This has 





J. STEVENS ULMAN 
President F. Blumenthal & Co. 


ever been so and it ever will be so until the millennium. Long 
years ago, Daniel Webster, then in the zenith of his fame as 
one of America’s foremost orators and statesmen, said: 

. 


Enduring Words of Webster 

There are persons who constantly clamor. They 
complain of oppression, speculation and pernicious 
influence or accumulated wealth. They cry out 
loudly against all banks and corporations and ail 
means by which small capitals become un‘ted in 
order to produce important and beneficial results. 
They carry on mad hostility against all established 
in‘titutions. They would choke the fountain of 
industry and dry all the streams. Ia a country. 
of unbounded liberty they clamor against oppres- 
sion. In a country of perfect equality they move 
heaven and earth against privilege and monopoly. 
In a country where property is more evenly divided 


than anywhere else, they rend the air shouting 
agrarian doctrines. In a country where the wages 
of labor are bigh beyond parallel they would teach 
the laborer that he js but an oppressed slave. 


Anti-Progress Praters 


Since 1838, when these words were uttered, the conditions 
of all citizens of the United States have improved in every 
way, and yet there are some now going about the country 
preaching the doctrine that things are wrong and are trying 
to discourage the efforts of energetic, active mea toward 
progress. They will noi be successtul. They may catch 
the naturally idle and lazy and the chronic agitators, but none 
others. 

Can any right-minded American believe or imagine that we 
Rave fought for one hundred and forty years to establish and 
preserve the Union, that we entered the Interaational War 
for the preservation of the liberties of mankind, and to resent 
the wrongs of a despotic power, only to have our Govern- 
ment destroyed, our civilization, homes, families and progress 
ruined by a group of malcontents who know no law, no 
reason, nothing but insane, wholesale destruction? Never! 
The American people will not permit it. America is no 
Bolshevist! 

Oppose and Denounce Bolshevism 


The suggestion of Bolshevism as it is at the moment preva- 
lent in certain countries overseas has no chance of becoming 
deep rooted in America, and such talk as exists on these lings 
is as but a passing cloud. We must nevertheless be wakeful 
to the danger of the spreading of this germ of discontent and 
it therefore falls to the duty of every right-minded citizen to 
set his face like flint against it to boldly, forcibly and aggres- 
sively oppose it and denounce it on every and all occasions. 

The function of America, with her experience, her history 
and traditions and the place she holds today in the minds of 
men as true democracy’s representative, is to hold all con- 
flicting and contending forces to an orderly democracy, con- 
taining full generative power. 


Resort to Violence Unnecessary 


Vice-President Marshall unquestionably summed up the 
situation correctly in one of his speeches when he uttered the 
belief that the American Republic as instituted by the fathers 
constitutes the finest form of government ever ordained among 
men and affords the machinery for the righting of grievances. 
without resort to violence, tumult and disorder. 

Each age has its idiosyncrasy. Each country has its vir- 
tues and its vices; its crown of glory and its crown of thorns. 
Find out a nation’s sin, and you shall know the nation’s. 
danger. As for ourselves, in accordance with national laws, 
we should be most concerned for our own, and the question 
for us to ponder unceasingly is: Is there anything the matter 
with America and if so to investigate with an enlightened 
self-accusing sense of justice without fear or favor, seeking to 
decide in the open and fairly any matters which may seemingly. 
require rectification. 

(Continued on page 45) 
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Interpreters of a Better World-Wide 
Understanding 


Of the United States and Relations with the World, by Harry I. Thayer, 
President of the New England Shoe and Leather Association, and Everit 
B. Terhune, President of the Boston Shoe Trades’ Club 


Shoe Trades’ Club, two of the prominent members of 
the European Party gave out of their experiences new 
ideas on conditions abroad. 

Vice-President Thomas F. Anderson opened the meeting 
and said: “I want to extend a most cordial, heartfelt welcome 
to the members of our shoe and leather trade, otherwise 
known as the ‘Boot and Shoe Recorder’ delegation, who 
have returned from Europe to our midst. 

“‘We are honored today as having as the interpreters of 
that expedition, which means so much in the history of our 
American shoe and leather trade, the distinguished president 
of that party and the president of our own New England 
Shoe and Leather Association, who will tell you some of the 
moving incidents they have experienced.”’ 

Everit B. Terhune said: ‘‘Gentlemen and friends: I feel 
that for once in my life I have got to tell the truth and noth- 
ing but the truth, because being faced as I am, by a jury of 
my good friends who accompanied me on this little overseas 
mission of ours, I know that there is withdrawn from my use 
the average orator’s weapon of drawing on imagination. 


r I YO one of the largest attended meetings of the Boston 


Tried and True Members of Party 


“T will say, however, that as far as I am personally con- 
cerned, I had one of the most wonderfully interesting trips 
that any man could possibly have, and I believe that the 
other members of our party feel very much the same as | do. 
I want to say just a word regarding the personnel of our 
party. In my short life of forty or more years, I have been 
on a number of business trips and excursions, and I know how 
easy it is for little jealousies and little bickerings to creep in, 
to mar what would otherwise be a very enjoyable trip. But 
I want to say this—that for two months or more eighteen 
men in our party put up with hardships which I believe any- 
body above draft age could have put up with, and in all that 
time there was not one serious word of complaint nor one 
bit of serious friction. 


In Compliment to a Great Tanner 


““As you know, sometimes we feel that there is quite an 
abyss between the tanner and the manufacturer, but Mr. 
Thayer played the game just as squarely as any man could 
have played it. You would have realized how well he rep- 
resented the shoe and leather industry of the United States, 
and especially of New England—that section of our country 
of which he is so proud. It would take me a long, long time 
to give you even a resume of our trip. I am just going to 
skip over a few of the high lights and leaye the expression of 
the technique of our trip to Mr. Thayer. 

“On January 21 we left New York—a party of eighteen of 
us—on the Lapland. We had a splendid trip. On board 
were a number of distinguished men, including Frank W. 
Vanderlip, Mr. Strauss, formerly ambassador to Turkey, 
Mr. Beebe, Commissioner of Labor for Australia, and many 
others. Many of the men on the boat, especially the Ameri- 
cans, were going over with much the same mission as our 


own party—to study conditions and to obtain, if possible, a 
better impression of the European situation today, from the 
business point of view, than has been heretofore possible 
from the garbled newspaper reports and unfairly censored 
cable reports. 

Difficulties of Travel 


‘*We arrived in Liverpool on February 4, and underwent a 
series of investigations as to our physical, mental and moral 
rights to enter a foreign country. Coming home on the boat 
we figured out that at least one-third of our time abroad was 
spent either in consular, embassorial or police offices, making 
arrangements either to come in, stay or get out of the country. 

‘In England we found conditions in a war condition. 
Heat was something that we had no acquaintance with here, 
whatsoever. Trains were not heated. In the hotel you 
have to get a physician’s permit in order to have a little fire 
in a half-size fireplace. _We knew what it was to suffer from 
cold and to catch cold. 

‘‘Also, we know now what a strike means. When we got 
into London we entered just at the time that the waiters’ 
strike, cooks’ strike and taxi-cab strike was at its height, and 
it was almost impossible to get any service whatsoever in the 
hotels or in transportation. 

“Food was very scarce. Prices were very high. In order 
to obtain meat you have to have a meat card; in addition, 
meat was allowed to be served only four days a week. Sugar 
was not known. On the day that I left London, I cut an 
article out of the Daily Mail, telling how a party of a hun- 
dred Americans arrived at the Waterloo station and had to 
spend the night there. 


Real Chambers of Commerce Abroad 


“T want to say just a word regarding the American Cham- 
ber of Commerce abroad. The American Chamber of Com- 
merce was simply wonderful to our party, and I think every 
American man who:is contemplating doing business abroad 
should join the American Chamber of Commerce abroad, in 
London, Paris and Milan. They were formed to render an 
efficient service and they are rendering an efficient service 
every day. 

“In Paris, food was splendid, but limited in quantity and 
exceedingly high in price. I think I am safe in saying that 
it would cost a man about $20 a day to eat the way an aver- 
age American wHose expenses are being paid by the house 
would like to eat. There is no sugar in France, and I saw 
not one drop of cream all the time I was away. 

“There is bitter resentment in France over prohibition here. 
America was the biggest customer of France, in wines. I 
think that is one of the biggest points at issue in the peace 
conference today. With England it is the same. It is said 
there that the United States consumes more Bass’ Ale than 
England does. 

War’s Havoc Appalling 


“I want to say just one word about the battle fronts. We 
were very fortunate to get carte blanche from the English 
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Thousands of 
pairs of shoes are 
needed in Europe. 
Get your’ cus- 
tomers to co-oper- 


ate. 











Government, to go up there. Most of our time, however, 
was spent at the American battlefront. Here we got our 
first impression of a war graveyard. In one little village, a 
hundred Germans were buried. I was much impressed to 
note the youth of the men who had been killed. Many of 
them youngsters of 17 and 18 years of age. 

“‘Belleau Wood is a stretch of hilly country; to look at, it 
is very uninteresting, but from an historical point of view it 
is intensely interesting to Americans. The trenches and wire 
entanglements are all there, and conditions are very much 
the same as they were after the war; the country is simply 
strewn with unexploded shells and duds. 

‘‘When you have seen Rheims you don’t want to see any 
more, because the human mind cannot take it all in. A 
city of 115,000 before the war, there were about 2,000 there 
then and I guess most of them were German prisoners. They 
figure that 600,000 shells fell in Rheims during the war, and 
as many as 3,000 aday. Ours was the first party of American 
civilians not traveling under Government auspices to enter 
the city since the armistice. 


German Propaganda is Everywhere 


“German propaganda is something you want to watch out 
for. In Paris we were fortunate in meeting some soldiers, 
especially some who had come down from Coblenz and 
Metz, and I was amazed to see how well they spoke of the 
Germans. Believe me, those Germans are carrying on their 
propaganda with the Americans at the front to place them- 
selves on a favorable basis.” 

Harry I. Thayer, president of the New England Shoe and 
Leather Association, spoke as follows: “I am going to start 
with Italy—the close of our trip—rather than England, 
and I want to say right here that many times we may feel 
that there are things about commercialism in her policies 
that we do not perhaps agree with, yet everyone of us owes 
a debt to that great empire which we can never repay. We 
cannot pay too high a tribute to our own boys, but what 
good are we on an ‘island’ if we cannot get over to fight? 


The Great Work by Italy 


“Italy is a small nation—a nation of 37 or 38 million 
people. She had an army of 5,000,000 men. Her losses 


Shoes for mile Foreign Relief - 
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Send Your Shoes Through the Local Red Cross Chapter 


were over 400,000 killed and over a million wounded. Many 
and many of her people were young men who had never worn 
shoes. Tjhey lived in a climate where they didn’t have to. 
They couldn’t afford them and didn’t want them. Those 
boys went into the Italian army well clothed, well shod and 
a fine looking lot, and when they come out of the army they 
don’t want to ‘go backwards.’ It is going to be a great 
study in the progress of that wonderful little country, Italy. 

“The present production of shoes in Italy is practically 
19,500,000 pairs. The requirements are for 33,000,000. It 
is a fact, therefore, that there is considerably less production 
than needed. Here, as in England and France, the demand 
is for the better grades. The Government still controls the 
prices of staple and medium grade shoes. 


Our Industry’s Debt to Italians 


“In Italy there is a good: demand for turn shoes, and they 
only produce 400 pairs a day. In Italy they cannot make 
turn shoes although it is interesting to note that it is Italian 
labor in this country that quite largely manufactures turn 
shoes. It proves to us one thing, of course—that America 
has the men of ability who are able to operate these plants 
through the ability to impart the knowledge to their help. 


Wonderful Optimism of France 


‘France is the country which we have all felt has received 
the greatest suffering and made the greatest sacrifice of the 
war, and I really believe she is the most optimistic. It isa 
wonderful nation and out of this I believe will develop a 
more wonderful nation. She will ‘come back’ faster than I 
think you gentlemen have any idea of. They have one 
desire: to do business with America. Their faith is in 
America. Let us take care, let us set ourselves faithfully, to 
be worthy of that faith. 

“England has been the mother nation of ours and the 
mother nation of her sections and territories. She has been 
the greatest export nation in the world. She has been one 
of the first trade nations and a power in finance and the 
greatest shipping nation. Now, with conditions as they are, 
she faces the most serious problem of finance. Her people 
have been working under embargo conditions and are accus- 
tomed now to embargo conditions. Of course that was 
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partly a war measure, but nevertheless many industries of 
England were in a very serious condition when the war came, 
and they feel that now it is owing to this condition of embargo 
that they owe their prosperity, and for that reason they will 
hold to this order of things. ¥ 


An Encouragement to Better Business 


“America, I believe, does not want anything out of this 
war, but we do want to encourage any nation that wants to 
do business with us, and that is what our industry must do. 
It is our opportunity and their opportunity, and I believe 
there is room for us all, and there was one thing that I tried 
to make clear over there, and that was that America likes 
competition—that it is competition that has made America 
what she is. 

“‘When I left America I was of the opinion that we ought 
not to hit a fellow when he was down. I was afraid of effects 
if we made terms too strong. I want to say that after my 
visit there I am convinced that nothing that could be visited 
on Germany by way of punishment can be strong enough for 
the thing that she has done. I am sorry to say that on all 
sides is evidence a-plenty that she is unrepentant. The 
mental attitude of the German prisoners reveals that fact— 
the sarcastic, cynical smile that they wear, among the ruin 
and devastation and violence which they have wrought— 
smiles which seem to be of entire satisfaction. It is therefore 
up to us—up to the Anglo-Saxon people—to say that this 
shall never happen again.” ' 





AMERICANISM vs. BOLSHEVISM 
(Concluded from page 42) 


Education a Potent Weapon Against Anarchy 


Bolshevism cannot prevail in a country where there is 
plenty of work with good wages, for nothing stimulates 
happiness in a community like plenty of work. Plenty of 
work with resultant good wages gives the people a chance 
not alone to live in peace, but to enjoy the pleasures of life 
and look after their educational and sanitary requirements. 
Regular occupation, good wages, give the people an oppor- 
tunity for better education, and nothing is more forceful in 
the uplift of a country than to have the masses well educated. 
The noblest project of statecraft known to the world is the 
public school system. , If you would have a nation honey- 
combed with conspiracy and in a state of volcanic revolution, 
keep the people in ignorance. Ignorance is the richest soil 
in which to plant the doctrines of the demogogue, because 
ignorance surrenders without combat to the slavery of 
ambitious and unscrupulous tyrants. Ignorance stands 
aghast while its liberty is plundered. Ignorance stamps its 
image upon the geography of a nation and the neighborhood 
of ignorance is poor and dilapidated. The public school 
system of this country is a factor for doing good and where 
the masses of the people are educated, as they are in America, 
where they can reason out what is best for themselves and 
for their families, Bolshevism has not the slightest chance of 
becoming a darigerous factor. 

Bolshevism is a state of revolution against the moral nature 
of man, the laws of society, and against the sentiments and 
virtues of mankind. 


A Social Disease 


Bolshevism, contrary to general opinion, is not a political 
movement, it is a social disease brought about by generally 
unsatisfactory conditions and the treatment for this disease 
must be in accordance with the conditions which have created 
this state of mind. 

The primary corrective remedy is to furnish the stricken 


. 
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nations with the necessities of life and thereby generate the ' 
equilibrium back to normal existence. ‘No right-minded 
person can believe a continuance of Bolshevism is ever a 
possibility in the enlightened twentieth century, for a con- 


‘tinuance of Bolshevism would portend a return to barbarism 


and an unbalancing of all the advantages gained through 
centuries of uplift. 

The Red Flag and Bolshevism will disappear from those 
countries where it is now so prevalent just as soon as their 
bodily and mental needs can be supplied and the people can 
be put back into useful occupations. ; 
_ Bolshevism, Anarchy and Licentiousness are partners of 
an unsuccessful state of affairs, wh.le the world and mankind 
are governed and ruled, not by failures, but-by successes. 





Lecture at Camp Sherman on Shoe 
Fitting 

On March 13, 1919, the commanding officer of Camp Sher- 
man, Chillicothe, Ohio, acted upon the advice of Lieutenant 
H. E. Fitzgerald, in charge of shoe fitting school, Quarter- 
master’s Department, and had all drill and camp duties laid 
aside, the reason being that Lieutenant Fitzgerald had invited 
Dr. L. R. Thompson, of the Scholl Manufacturing Company, 
to give an address to the men in the shoe fitting school, but 
after the commanding 
officer heard of this, 
he decided that every 
commissioned and 
non-commissioned 
officer should be given 
a chance to hear this 
lecture on the 
“Proper Fitting of 
Normal and Abrior- 
mal Feet with Army 
Shoes.”’ 


Three Thousand 
Men Attended 


The only building 
at the camp large 
enough to seat this 
number was the Lib- 
erty Theater, and th?s 
was used. The regi- 
mental band of 40 
pieces gave a short 
concert before Dr. 
Thompson started 
his lecture. 





DR. L. R. THOMPSON 
Of Scholl Mfg. Co. 


The Best Shoe Fitting School in Army 


This camp has what the Army inspectors say is the best 
shoe fitting school in the Army today, and the man who is 
responsible for same is Lieutenant Fitzgerald, who before 
going into the Army was a public accountant. After being 
assigned to this.duty and spending time at Washington, D. C., 
at a shoe fitting school, he was returned to Ohio to carry on 
this work. He read every book on sho: fitting he could get, 
but finding so many abnormal feet he finally decided be needed 
more than shoe fitting so he took the cours? as outlined by the 
American School of Practipedics. 

He is now looked upon by the Army surgeons at this post 
as an authouity on foot ailments and a great many times is 
asked to recommend the proper mechanical treatment for 
foot troubles. 
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Worcester Shoe Retailers’ Association 


Stage Big Event---One of the Most Successful Shoe Style Shows on Record 
---Attractive Living Models Display Beautiful Shoes 


one of the most successful and largest ‘Shoe Style 

Shows” ever. held in New England, on Tuesday, 
April 8, in Mechanics’ Hall, the largest auditorium in the 
city. There were over 10,000 visitors during the day. These 
included many of the foremost shoe men of the country, who 
came from New York, Boston, Providence, and other cities. 


jie Worcester Shoe Retailers’ Association conducted 


Frank B. Kenyon, Style Director 


The “Living Models Show,” inthe evening, was held under 
the personal direction of Frank B. Kenyon, manager of the 
Regal Shoe Store, who was assisted by Jack Galway of 
Rochester, N. Y., the official announcer. This show was 
attended by nearly 8,000 people, who were literally jammed 
into the large auditorium, while several hundred others 
were in the corridors awaiting an opportunity to enter 
the hall. 

Living Models with Dainty Footwear 


Living models were the big attraction of the “‘Shoe Style 
Show.” There was a bevy of beautiful girls, dressed in 
beautiful gowns, and wearing the pick and cream of the dainti- 
est shoe styles for 1919. Each of the models was given big 
applause by the enthusiastic and appreciative Worcester 
audience, who by their presence showed their interest in the 
shoe merchants’ efforts to put over their show in first-class 
shape. Everyone praised the show and well they might, for 
it superseded all style shows that have ever been shown in 
this city. 

Following the show there was an exhibition dance by little 
Miss Mildred Trulson and Master Walter Twing, the young- 
est professional terpsichorean performers in the city. The 
applause they received fairly rocked the hall. The 19th 
Regiment orchestra, under the direction of P. Pilet, played 


during the time the models were appearing on the runway, 
which was brilliantly illuminated by two big spotlights. The 
orchestra also furnished music for the complimentary dance 
to the public by the association. 


Much Interest in Exhibits 


The attractive arrangement of the decorations along the 
walls of the hall and at the individual booths of the exhibi- 
tors created a good impression with the onlookers, who were 
drawn to closely inspect every individual booth. 

The doors of the hall were opened to the public at 1.30 p. m. 
and from that time until midnight there was such a variety 
of attractions for the public that everyone found the time 
slipping too fast. 


**Recorder’’ Man Talks on Styles and Prices 


President Hobart P. Shean extended a cordial welcome to 
the public at 3 p. m. in his opening remarks, and then intro- 
duced Arthur D. Anderson, editor of the ‘‘Boot and Shoe 
Recorder’’ of Boston, who gave an interesting and educational 
lecture on “Shoe Styles and Prices for 1919.’ Oscar M. 
Stern of the F. Blumenthal Company of New York was next 
on the program, lecturing on ‘“‘Leather.” 

Following the lecture, Jack Galway, the announcer at the 
show, presented Miss Josephine Gravelin, the “‘Beaded Tip’”’ 
girl of the United Lace and Braid Company of Providence, 
R. I., who won her audience with her attractive dress, made 
of products manufactured by the company. 

The visitors then went the rounds of the booths, where the 
very latest modes in shoes were prominently exhibited. 
Souvenirs were given to the public by the exhibitors. Bemis 
& Co. had a most novel souvenir for a “Shoe Style Show,” 
yet it was one of the most popular. Everybody was given a 
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small box of candy to satisfy their in-between-meal appetite. 
The Mellom’s orchestra furnished music during the afternoon. 


President Shean Presides at Luncheon 

At 6 o’clock the members of the association escorted their 
out-of-town guests to the State Mutual Restaurant, where a 
buffet luncheon was served. President Shean presided, and 
read a congratulatory telegram from President H. B. Scates of 
the Massachusetts Retail Shoe Merchants’ Association. 

He then called upon I. H. Morse, general chairman of 
the New England division of the N. S. R. A., and A. D. 
Anderson, of the Publicity Committee of the 1920 N.S. R. A. 
Convention, who both brought a message to their fellow shoe 
merchants. There was community singing led by Secretary 
Claude A. Derr of the local merchants’ association. 

After the luncheon the party returned to Mechanics’ Hall 
to watch the “Living Models Show.”’ 

The success of the Worcester ‘Shoe Style Show” was 
equally divided among all the members of the association 
whose individual efforts were strengthened by the spirit of 
good fellowship that exists. 


Officers and Committees in Charge 

The officers of the association and the committee who were 
in charge of the show are: 

President, Hobart P. Shean; vice-president, H. F. Martin; 
secretary, C. A. Derr; treasurer, J. A. Field. Style Shoe 
Committee: H. P. Shean, H. F. Martin, C. A. Derr, J. A. 
Field, A. A. Anderson. Publicity Committee: Chairman, 
A. A. Anderson, F. E. O’Donoghue and H. F. Martin. 
Dance Committee: Chairman, A. W. Anderson, and M. A. 
Phelan. Shoe Style Model Director: Frank B. Kenyon. 

Among the out-of- 
town shoe men who 
were in town for the 

“Shoe Style Show’’ 

were: I. H. Morse, 

general chairman of 
the New England or- 

ganization of the N. 

S. R. A.; W. W. Will- 

son, general chairman 
. of the 1920 Conven- 

tion of the N.S. R.A.; 

A. D. Anderson, 

editor of the “‘Boot 

and Shoe Recorder,” 
who is on the Pub- 
licity Committee of 

the N. S. R. A. 1920 

Convention; Fred 

Smith, general chair- 

man of the Display 

Committee of the 

1920 Convention of 

the N.S. R.A.; A. H. 

Desjardins, on Com- 

mittee of Registra- 

tion for the 1920 

Convention of the 

N. S. R. A.; John 

J. Buckley, editor of 

Punch, and general 

manager of the Regal 

Shoe Company; Roy 
S. Whitmore of Providence, secretary of the Rhode 
Island Shoe Retailers’ Association; E. O’Connor of the 
Farnsworth, Hoyt Company of Boston; Harry Wagner of the 
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Chipman, Harwood & Co. of Boston; Mr. Ray of the United 
Lace and Braid Co., Providence, R. I.; James A. Quilty, 
Regal Shoe Company, Boston; R. S. Lowell, United Shoe 
Machinery Company of Boston; R. W. Lewis, Tweedie Boot 
Top Company. - 

List of Exhibitors 


United States Shoe*Machinery Company, Golbert Last 
Company, Foster Rubber Company, H. & K. Shoe Store, 
105 Front Street; Walk-Over Shoe Store, 4 Front Street; 
Lynn & Brocktop Shoe Mart, 125 Front Street; Bemis & 
Co., 532 Main Street; 
Ware Pratt Com- 
pany, .398 Main 
Street; Mark Cos- 
grove, 550 Main 
Street; Regal Shoe 
Store, 526 Main 
Street; Traveler Shoe 
Store, 76 Front 
Street; Rider Rubber 
Company, 317 Main 
Street; John C. Mc- 
Innes, 462 Main 
Street; W. G. Woods 
Company, 42 Front 
Street; Heywood Shoe 
Store, 45 Main 
Street; Derr & Sand- 
quist, 244 Main 
Street; I. H. Morse 
Company, 480 Main 
Street; C. T. Sherer 
Company, 50 Front 
Street; Grand Sale 
Shoe Store, 114 Front 
Street; Denholm & 
McKay, 484 Main 
Street; Children’s 
Shoe Store, 279 Main Street; G. A. Spongberg, 201 
Main Street; Bay State Shoe Store, 279 Main Street; 
Chipman, Harwood & Co., Boston; United Lace & 
Braid Manufacturing Company, Providence, R. I.; Tweedie 
Boot Company, St. Louis; Scholl Mfg. Co., Chicago; 
Whittemore Bros., Cambridge; Red-Line-In, Farnsworth, 
Hoyt Co., Boston. 

Skins were loaned by: Heywood Boot & Shoe Co., 
Pfister, Vogel Co., F. Blumenthal & Co., A. C. Lawrence 
Leather Co., Sawyer Boot & Shoe Co., Regal Shoe Co. 





Mildred Trulson and 
Walter Twing 





New Finishes of Side Leather 


With the supplies of high grade calfskins and goatskins in- 
sufficient to meet the demand for this class of leather, it is 
advisable for more merchants to become familiar with the 
excellent grades. of side leather which are being placed on 
the market with glazed and also grain finishes. Until the 
supply of raw stock has materially increased through greater 
agricultural operations than have been possible for several 
years, not only-are there likely to be users of side leather in 
much larger quantities but those who carefully analyze con- 
ditions will readily admit that this country is extremely for- 
tunate in being able to turn to so excellent a wearing and 
appearing material as side leather in the better grades, and 
in the rougher grades for heavier wear. Some of the new 
finishes are going into very high grades of shoes, which will 
retail for upwards of $10, and more developments may be 
expected which will be of benefit to the shoe business. 
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Device For Shoe Buckle Attachment 


Exclusive Property of Schiff Jewelry Mfg. Co. of New 
York ° 

A new device for holding a shoe buckle at any desired 
angle on the shoe is the creation of the Schiff Jewelry Mfg. 
Co. of New York, and is illustrated in their ad. in this week’s 
issue. The device consists of the customary cross-bar at the 
back of the buckle, on the end of which are two wings that 
may be riveted or sewn tothe shoe. This is made of flexible 
metal so that the buckle may be placed at any angle from 
the vertical to a point where it would lie along the instep. 
The long purchase given by the two fledges or wings, when 
riveted or sewn, fixes the buckle firmly to the shoe and is 
a very adaptable device. 

This may be applied to any of the various types of buckles 
shown by the house, who control the device exclusively. 
In the illustration, the device is applied to a convertible 
black japanned buckle that is made to resemble a jet and 
beaded effect. As shown on the under side, the’ centre jet 
section may be removed and replaced with bright metal or 
other color effect. . 

This buckle and attachment was described in an earlier 
issue of the “Recorder,” but was erroneously credited to 
another concern. It is the exclusive property of the Schiff 
Jewelry Mfg. Company of New York. 





Rear Admiral Spencer S. Wood to 
Speak April 16 
At Boston Shoe Trades’ Club 


Rear Admiral Spencer S. Wood, U. S. N., who has been in 
charge of the Boston Naval Station for some months, and 
has made many friends here, will be the guest of honor of the 
Boston Shoe Trades’ Club at its regular weekly luncheon next 
Wednesday, April 16, at noon. This compliment to Admiral 
Wood will be the Club’s special recognition of the splendid 
services performed by the United States Navy during the 
great war. The Entertainment Committee hope that there 
will be a record attendance of members. Admiral Wood will 
be accompanied by several members of his: personal staff. 





We Are on a New High Price Level 


‘Prices will never return to the old pre-war levels. Busi- 
ness men who are holding back, waiting for the old prices, are 
chasing a rainbow. Business men should face the facts. To 
talk reverently of 1913-1914 prices is to speak a dead language 
today: The buyers of the country, since the armistice, have 
made an unexampled attack on prices through their waiting 
attitude, and yet price recessions have been insignificant. 
The reason is that we are on a new high price level, which will 
be found a stubborn reality. Business men are going to find 
out that the clever man is not the man who waits, but the 
one who finds out the new price facts, and acts accordingly.” 

PROF. IRVING FISHER, 


Yale University. 


Prices Are not Coming Down 


‘Prices are not coming down in America. The manu- 
facturer who is halting upon the theory that thé bottom is 
going to drop out of raw material will find the bottom out of 
his business before it is out of raw material. The retail mer- 
chant who is waiting until he can purchase cheaper goods 
will have his store closed by the sheriff and no way to get the 
cheaper goods upon his shelves. 

“The man who has denied himself and stinted himself dur- 
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ing the period of the war and is now husbanding his resources 
upon the theory that prices are going to take a tumble may 
succeed in washing his shirt to shreds before he can buy a 
much cheaper one.” 
VICE-PRESIDENT THOMAS R. MARSHALL, 
, In “‘Leslie’s. 


” 


Procrastination is a Thief 


“Procrastination is more than a thief of time, it is the 


murderer of opportunity.” 
MANUFACTURERS’ RECORD. 


Courage and Confidence 


“Shall problems of readjustment and reconstruction destroy 
our progress and defeat our resolutions? It is inconceivable. 
All that we need is individual courage and confidence. 

“The belief in prosperity is its creation.” 

FRANK A. VANDERLIP, 
President National City Bank, 
in Manufacturers’ Record. 





Kid Leather at $4.20 a Pound - 
What can also be Told the Public 


A tanner weighed some kid leather the other day and 
figured that it takes seven feet to make a pound. 

With leather at 60 cents a foot, this means $4.20 to the 
pound. 

The tanner also figures that it takes three and a half feet 
of leather to make a pair of women’s boots. That is one half 
a pound, or $2.10 worth. 

If shoe merchants would tell customers that kid leather 
costs $4.20, they would open their eyes to the fact that shoes 
are real merchandise. 

To say that kid leather is worth $4.20 a pound is a most 
moderate statement. The finest grades of kid leather are 
worth as much as $12 a pound. That price has been paid for 
it. So the shoe merchant who mentions $4.20 a poumd as a 
price of kid leather need not be afraid of stretching his state- 
ment to his customer. He is well within the bounds of mod- 


eration. 





Easter Gifts of Footwear 
Give Pretty Shoes for Easter 


To so advertise, in the newspapers, and in the windows, 
there is yet time, gentlemen of the shoe trade. 

To give gifts at Easter is a practice, not as common as 
that of giving gifts at Christmas, but, nevertheless, a practice 
to be encouraged by shoe merchants. 

Easter Saturday sales are the biggest of the year. That 
shows that shoes are popular at Easter time. Now add to 
the volume of business selling pretty shoes for Easter gifts. 





The Weight of Shoes 


How Much Footwear do You Carry ? 


A fine turn pump of black kid leather, with a wood heel, 
weighed six ounces, on the “‘Recorder’’ scales the other day. 
A black satin pump, of the same style, also weighed six 
ounces. A man’s lace boot, with a mahogany calf upper, a 
heavy single sole, and a rubber heel, weighed 15% ounces. 

In a general way, a pair of women’s shoes weighs a pound, 
and a pair of men’s shoes weighs two pounds. The heaviest 
shoes are the trench boots for the Army, which weigh about 
seven pounds to the pair. 
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by Castle Havana Brown Las. 


EW Castle Leather Company Havana 

Brown Kid Lace Boot, Straight Tip, 

Eight and One-half Inch Slope Top, Extension 
Turn Sole, | 7-8 Covered Louis Heel. 


Made and Exhibited by 


J. & T. COUSINS CO., 


BROOKLYN, N. Y. 
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New Castle Leather Company 


NEW YORK 
Boston Montreal,Can. 


Chicago 


and the Principal Leather and Shoe Centres Lverywhere 


Factory, Wilmington.Del. 
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New Greco Tie in Gray Cloth and Patent Leather 


Better Fitting on Better Priced Shoes 


The “Slip at the Heel” and “Bite at the Throat” Important Points to Con- 
sider in Getting More Shoes Sold Right. Fitting at the Shoe Stool 
Is the Ultimate Service Rendered by the Entire Industry 


OME years ago, a contractor was moving a residence from one lot to another. It was a difficult job, as the 
building had to be turned around in order to face the house in a different direction. A man who had been 
passing day after day and watching the progress, one morning hailed the contractor in about this fashion: 

‘**Well, old man, if you have good luck, you will have your job complete by the end of this week.’’ To which the 
contractor replied, ‘‘I will have the job complete at the end of this week, but it will not be on account of good luck. 
There is nothing in luck. Every successful enterprise depends upon good judgment and good management. 
Depending on luck is the cause of more failures than any other one cause in the whole world. I have been in this 
game twenty years and my success is due to knowledge, good judgment and good management.” 


**Rheumatism”’ May Be “‘Ill-Fitting Shoes’’ 


In this short creed is embodied the principles of success in merchandising and especially in shoe fitting. 
Knowledge of feet, knowledge of shoes and knowledge of human nature are all absolutely essential to correct 
shoe fitting. Too much stress cannot be placed upon the necessity of a salesperson knowing human foot anatomy; 
the function to be performed by the various bones and muscles of the foot. Many people today are suffering in- 
tense agony from what they suppose is sciatic rheumatism, when, asa matter of fact, the seat of their trouble is 
the displacement of one or more metatarsal bones of their feet. To the discredit of the retail shoe craft, it must 
be said that these displacements are the direct result of unscientifically fitted shoes. 


What Is a Correct Fit? 


The only correctly fitted shoe is one which fits snugly and closely across the instep and around the heel, 
and which at the same time allows free move- 
ment of every toe to the extent that the toes 
can be doubled up and straightened out with 
the shoe on. In fitting boots these results are 
not so difficult cf attainment, because heel 
pads and tongue pads can be resorted to when 
necessary to take care of defects that may exist 
either in the feet or in the shoe. 


Fitting Is Not Length Alone 


In the fitting of low shoes, and especially 
pumps, the problem is more difficult, and 
expert shoe making and scientifically drafted 
lasts must be depended upon to a far greater 
extent than is the case in boots. Here is 
where the good judgment and good manage- 
ment alluded to above comes into play. A 
salesperson must judge a foot not alone by the 
length it happens to draw on a size stick, but 
must also take into account the general con- 
tour of the foot and its construction. 

, . , , A good fitting test is obtained by resting . . 
Cloth timmed with Royal the heel of the foot in the palm of the left paling Pump in Tan Buck- 
Blue Satin. Heel of the Satin hand and then gently drawing the foot to its Large Nickel Buckle 
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full length, looking the while for any indi- 
cation of longitudinal or metatarsal arch 
trouble as well as crumpled up or hammer 
toes. 

In this way length and type of shoe 
necessary for the foot can be determined. 
It is a well-known fact that if a foot is 
thick, stubby, with square sawed-off toes, 
more length is required in proportion to the 
measurement shown on the size stick than 
is the case where a foot is narrow and 
bony. If a foot is muscular and solid, 
it will require more width in proportion to 
the ball measure, than will a flabby, un- 
muscular foot. 





Helps to Better Fitting 





In fitting oxfords, heel pads and tongue 
pads can still be resorted to to some extent, 
but not as effectually as is the case in 
high boots. These appliances, however, 
assist very materially in taking out the 
gap that so often appears around the top of an oxford—when the heel measurement is narrow and the ankle is thin. 

In fitting pumps, these devices cannot be resorted to, and hence, more care and better judgment must be 
exercised in selecting the particular type of last and the particular size needful for the customer. 


Novelty Slipper in Black Satin, Heel and Binding in Cherry 
Colored Satin. Lace of Black Satin Ribbon 


Two Points of Foot Trouble 


The two big points of difficulty to be overcome are slipping at the heel and biting at the vamp. 

A great majority of pumps being shown today are made with Louis heels two inches or higher and on lasts 
that are well drawn out from the ball forward. The better factories have long since ceased to try to make pumps 
over boot lasts and are using special lasts that have exceedingly thin wood in the heel and at the top. Shoes made 
in this way are sometimes difficult to get on to a customer’s foot the first time, but if sufficient length is given, 
the biting at the instep is overcome, and a comfortable fit, a shoe which at the same time will cling to the foot 
without slipping, is usually assured. ; 

Even in the best makes of shoes, it is sometimes necessary, in case the foot has a very thin heel, to adopt 
some method of narrowing the shoe at this point. Various methods are used to accomplish this purpose. The 
usual “‘non-slip’’ counter lining is the most usual plan. Another very effective means is a piece of rubber tape, an 
inch or so wide, and about five or six inches long, tacked on either side of the counter at the top of the shoe, but 
being left loose in the back about an inch on either side of the back seam. The heel will slip readily into the pump 
and the effect of the rubber is to keep the heel from sliding up. 

By holding the foot of the customer in the lap of the salesperson the shoe can be put on more readily than 
the usual method of having the foot rest on the slant part of a fitting stool. 

An important point to be remembered in fit- 
ting pumps is that the regular spat pump is apt 
to produce a puffiness of the foot at the vamp 
seam. A customer will not always tell the sales- 
person that she is displeased with the puffy ap- 
pearance, but will simply condemn the shoe by 
saying “I do not like it.’”’ Fortunately, today 
there is a remedy for this difficulty. Buckles not 
only cover up the puffiness of the foot but add 
immeasurably to the beauties of the shoe, are 
extremely stylish and, best of all, yield a 
handsome profit to the store. 

Herein comes the use of knowledge of human 
nature. The facial expression of the customer 
very often speaks louder than words as to her 
likes and dislikes. 

It requires both skill and patience to properly 
sell and fit footwear that is in vogue today, but 
the salesperson who will educate himself to prop- 
erly fulfill his es the shoe store will Black Satin Slipper Laced with Black Satin Ribbon, 
be amply repaid by his increased sales and the which ties at the back 
increased good will and comfort of his customers. 
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Wins First **Prize’’ 


Style Shoe Winner at Milwaukee 





Milwaukee—The Walk-Over Store won 
first prize, a beautiful silver cup, in an 
advertising competition held in connec- | ~ 
tion with Style Week at Milwaukee, 
March 24 to 29, a review of which was 
published in the April 5 issue of the “Boot 
and Shoe Recorder.” 

The Walk-Over Shoe Store, 137-139 
Grand Avenue, Milwaukee, has always 
been widely known for the high caliber of 
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its display advertising, which is the 
product of the brain of Floyd H. Stover, 
proprietor and manager of the store. 
The establishment itself is one of the most 
beautiful in the Middle West, and its pub- 
licity matter is designed to be in full ac- 
cord and keeping. 


Nearly Sixty Competitors 


Nearly sixty of the largest retail stores 


of Milwaukee entered the competition ar- ’ é 
ranged for Style Week to stimulate better $ Roiees 
advertising and better window dressing. a 
The newspapers of the city jointly offered a = pre 
silver trophies to the stores which were si 5 oe anes bs 
determined winners of the advertising, sei eee 
and the window display competition by a ier wa pe 
jury of experts. sin aie en 
nck tert, 
Window Display Prizes ae 
The window display contest was won sone 
by Breithaupt’s, a women’s wear house t 





at No. 1 Grand Avenue. The Caspari & 
Virmond Co., 63 Wisconsin Street, and 
the Czechorski Shoe Company, 487 
Mitchell Street, two leading shoe stores of 
the downtown and south side districts, 
respectively, won honorable mention. 

In the newspaper advertising contest, 
all ‘‘copy”’ published during Style Week was taken into con- 
sideration by the jury, so that a verdict could not be made 
until after the close of the event. 
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The cups were formally presented to Mr. Stover and 
to Mr. Breithaupt on April 3 at a special meeting of the 
Style Week executive committee. 





U-Put-On Heels 


The Findings Sensation of a Generation 


A detachable rubber heel called the ‘‘U-Put-On,”’ 
made by the Robert E. Miller, Inc., 113 Broad- 
way, New York, is the findings sensation of 
a generation. Thousands of new customers are 
made for the shoe merchants who carry them. 

These rubber heels are made in black, tan, gray and white 
to fit all sizes of French, Louis and Cuban heels. The non- 
slip feature adds to their selling merit, the small round cups 
on the bottom of the heel preventing slipping. 

It is not necessary for a woman to send her footwear to a 
repairer. She first ascertains the correct size from . the 
salesman. Her next process is to slip on the rubber heels as 
easily as she would put on a pair of rubbers. 

Once the “U-Put-On Heel” is attached it does not come 
off, neither does it detract in any way from the smart ap- 
pearance of the shoe. 


Every merchant should get his share of new customers 
through this unique and practical device. 





R. S. Hull Purchases Interest in 
Severns Shoe Store 


R. S. Hull, the retired shoe merchant of Mt. Vernon, Ohio, ° 
is in active harness again, having purchased an interest in the 
Severns Shoe Store of this town. 

He will move into his Main Street building next week. 
Mr. Hull will be remembered by many of the older shoe 
men in the East, having visited the market for years as 
buyer for his own store. 





A Correction 


The advertisement of the Ault-Wiiliamson Shoe Company, 
Auburr, Me., :n our issue of April 5, quoted the price of style 
113 as $3. The price should have read $3.50. 
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The War Tax Decision 


On Buckles and on Shoes and Hosiery and on the Important Point of 
“Inclusion Within Selling Price’’ 


Washington, D. C. 
FFICIALS of the Bureau of Internal Revenue declare 
QO that articles of gold or silver or imitations of gold or 
silver, or trimmed with gold or silver or imitations 
thereof, and rhinestone ornaments are taxable. ‘‘The jewelry 
tax, in addition to articles commonly known as jewelry,” it 
was declared, ‘‘includes all articles mounted or fitted with 
precious metals or imitations thereof. The tax is 5 per 

cent of the price for which the article is sold.” j 


Important Points to Remember 


It has been decided by the bureau that the war tax 
may be included in the selling price of the article taxed, 
and need not be specifically mentioned to the customer 
at the time of the sale. If the price of the article is 
increased to cover the tax, however, the tax is upon such 
increased price; but if the dealer adds to his bill, as a 
separate item, the exact amount of the tax, stating it to 
be the tax, such amount may be excluded in determin- 
ing the price for which the article is sold. 

In increasing the cost of an article to include the tax, 
care must be exercised that the increase be not greater 
than the amount of the tax, and that the tax is not 
made an excuse to secure an increased or additional 
profit. A fine of $1,000, imprisonment for one year, or 
both, is provided as penalty for advancing the cost of 
an article beyond the amount of the tax under the 
excuse that the increase is to cover the tax, for the 
purpose of making an additional profit. 


Returns to Local Collector 


The merchant must make returns under oath (monthly or 
quarterly as may be prescribed) and must pay the taxes im- 
posed to the collector of the district where is located his place 
of business and that adequate records must be kept of every 
sale where the tax may apply. This, therefore, covers the 
Jewelry Tax No. 905 and the Merchandise Tax No. 904, 
copies of which are herewith given. 


On Jewelry—5 Per Cent 


Sec. 905—That on and after April 1, 1919, there shall be 
levied, assessed, collected, and paid (in lieu of the tax im- 
posed by subdivision (e) of Section 600 of the Revenue Act 
of 1917) upon all articles commonly or commercially known 
as jewelry, whether real or imitation; pearls, precious and 
semi-precious stones, and imitations thereof; articles made 
of, or ornamented, mounted or fitted with, precious metals or 
imitations thereof or ivory (not including surgical instru- 
ments); watches; clocks; opera glasses; lorgnettes; marine 
gl ; field gl ; and binoculars; upon any of the above 
when sold by or for a dealer or his estate for consumption or 
use, a tax equivalent to 5 per centum of the price for which 
so sold. 

Every person selling any of the articles enumerated in this 
section shall make returns under oath in duplicate (monthly 
or quarterly as the Commissioner, with the approval of the 
Secretary, may prescribe) and pay the taxes imposed in re- 
spect to such articles by this section to the collector for the 
district in which is located the principal place of business. 








Such returns shall contain such information and be made 
at such times and in such manner as the Commissioner, 
with the approval of the Secretary, may by regulations 
prescribe. 

The tax shall, without assessment by the Commissioner or 
notice from the collector, be due and payable to the collector 
at the time so fixed for filing the return. If the tax is not 
paid when due, there shall be added as part of the tax a pen- 
alty of 5 per centum, together with interest at the rate of 
1 per centum for each full month, from the time when the tax 
became due. 

On Shoes 10%; Hosiery 10% 


Sec. 904 (a) That on and after May 1, 1919, there shall 
be levied, assessed, collected, and paid a tax equivalent to 10 
per centum of so much of the amount paid for any of the 
following articles as is in excess of the price hereinafter 
specified as to each such article, when such article is sold by 
or for a dealer or his estate on or after such date for consump- 
tion or use. 

(14) Men’s, women’s, misses’, and boys’ boots, shoes, 
pumps, and slippers, not including shoes or appliances made 
to order for any person having a crippled or deformed foot 
or ankle, on the amount in excess of $10 per pair. 

(16) Men’s and boys’ silk stockings or hose, on the amount 
in excess of $1 per pair. 

(17) Women’s and misses’ silk stockings or hose, on the 
amount in excess of $2 per pair. 





Unclaimed Freight to Be Sold 


At Auction to Highest Bidder After 60 Days 


Washington, D. C.—Freight shipments of shoes refused or 
unclaimed by the consignee are hereafter to be sold at public 
auction to the highest bidders after a period of 60 days, 
according to orders which have just been issued by Director 
General of Railroads, Walker D. Hines. 

Consignees, as described in the waybilling, are to be noti- 
fied as heretofore of the arrival of shipments in all cases, but 
the notices are to contain provisions that after the freight is 
unclaimed or undelivered for fifteen days after the expiration 
of free time at destination, it will be treated as refused and 
will be sold without further notice 60 days from date of notice 
of arrival. 

Consignors are to be notified when shipments of shoes or 
other commodities are refused or unclaimed, as provided 
above, when the consignor can be determined from the billing, 
or when shipments are marked with the consignor’s name and 
address; such notices also are to contain provisions that un- 
less proper orders for disposition are received on or before a 
specified date, not earlier than 60 days from the date of arrival 
and notice to the consignee, the shipment will be sold for 
charges without further notice. 

Deposit in the mails of such notices will be construed as 
sufficient notice to all concerned. The place of sale of freight 
is to be determined by the carrier; the net proceeds, if any, 
after deducting freight and other legitimate expenses, will 
be paid to the owner on proof of interest. 
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An Evening Slipper Period 


A Black Beauty of Patent--Rhinestone Trimmed--Other Favorites of Fashion 


as at the present moment. Evening slippers signify 

gaiety, rejoicing, dancing and celebration. Never 
was there a period in the world’s history when more reason 
existed for beautiful footwear. There are many public func- 
tions in the line of “‘Welcome Homes” to soldiers. Women 
have had enough of plain, somber apparel and are donning 
silks and satins of rainbow hues, cloths of gold and silver 
and rich brocades in many colors. 

There are no elderly women as far as gay and elaborate 
apparel is concerned. Young and old want the most attrac- 
tive. Price is no objection. Fashion has sent forth her 
decree and the feminine mind has obeyed fashion’s dictates 


| mat slippers have never been quite so popular 


and dresses accordingly. 
The Slipper de Luxe 


With all gowns, the slipper de luxe, and by far the most in 
demand of all evening slippers, is the patent leather pump. 
No matter how elaborate the gown, the opera pump of patent 
leather with the rhinestone, or cut steel buckle, long vamp, 
pointed toe, Louis XV heel, is the queen of evening slipper 
modes. 

With many evening gowns. as for instance, a blue chiffon, 
or other filmy material, the silver opera, ornamented with 
rhinestones, Louis XV_ heel is preferred. With blue or other 
shades in figured or brocaded gown effects, the cloth of gold 
opera with Louis XV heel, ornamented with the rhinestone 
buckle is a favorite. 

A Popular Style is Black Satin 

The black satin slipper, long vamp, pointed toe, Louis X V 
heel, ornamented with cut steel buckles, is chosen by many 
women whose evening gowns are of the ever-popular black 
satin, or tulle, or where black 
trimmings or draperies are used. x 
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these men as being oneof the store’s most popular 
sellers. 
Other Favorites 

The patent leather pump mode, with rhinestone 
buckles, is popular also in dull calf, bronze or white 
kid, black or white satin, silver or gold cloth. In 
ornaments, besides the rhinestone, those of bronze, jet, 
cut steel, enamel or metal, find an immediate place on mi- 
lady’s shoes. 

‘“Many slippers for evening wear are made to match the 
gown,” said Mr. Twitchell, ‘“‘although by far the smartest 
effect is produced by the black patent leather, rhinestone 
ornamented, model.” 


Flood Lighting of Stores - 


New incandescant lamps of 1000 candle power each are 
used for flood lighting of modern stores. Used in clusters, 
they make the darkest store as bright as day. They help to 
solve the problem of store lighting which has been with the 
shoe trade since the days of the shoemaker’s candle, an 
illuminant; by the way, which was an improvement over the 
common lights of the time. 

Good light is a first essential to good merchandising, and 
it is one of the hardest things to get in the modern, big city 
stores. The big business blocks cut off the light which Old 
Sol so freely furnishes. The present style of window fitting 
provides for a solid background, usually of wood, which cuts 
off the natural light that might stream through the plate glass 
front. So the store is dependent upon the artificial light that 
comes from electric lamps. 

The arrangement of lamps is a task. The 1000 candle 
power lamps furnish the flood light that generally illuminates 
the store. But there also is neces- 
sary the small, bright lamp, that 








Ye Olden Time Colonials 


J. H. Woodbury, general man- 
ager of the T. E. Moseley Com- 
pany Store, said, “We are going 
back in colonial styles to those of 
over a hundred years ago, with the 
high heel and silver or gold buckle. 
Although I have been with this 
store a long time, my connection 
does not quite date back one hun- 
dred years, yet I know from a 
study of the style situation that 
the old colonial styles in women’s 
slippers are being revived.” 


A Very Effective Style 


A. Twitchell, buyer of the ladies’ 
slipper department, and his assist- 
ant, J. H. Worth, presented a 
beautiful slipper in patent, long 
vamp, Louis XV _ heel effect. 
This had the high throat and 
patent leather ‘buckle. It was a 
very effective style and _ one 


this season. 





THE SATIN PUMP 
A big feature of the retail trade this. However, it’s worth while 
Slippers from T. E. 
Moseley Co., Boston 


serves as a spotlight, throwing its 
bright rays on the leading mer- 
chandise, just as the spotlight of 
the theater throws its bright rays 
on the star of the stage. 





Are Stocking Sizes 
Larger? 

Soldiers coming back from the 
army are wearing shoes two sizes 
larger. So the shoe clerks tell us. 
It naturally follows they will 
require stockings two sizes larger. 
Also, there are occasional rumors 
that civilians, both men and 
women, are wearing larger shoes 
than before the war. It’s be- 
cause of their war work. They 
were on their feet more. But 
there is no substantial evidence of 


for the stocking clerk to watch 
out for larger feet, and to 
make sure that stockings are fitted 
correctly. 








which’ was’ vouched for by x 
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Retail Shoe 
CLERK 


The Cnt of tile x the 
Merchant A + es ate r 





BE 


Unselfishness the Ceene Stone on Which 


Business of the Future Must Rest 


The Equitable Division of Profits Between Employer and Employe 
Essential 


RE we in the beginning of the era of unselfishness? Is 
the world learning that unity by force and dominance 
as taught and practised by Caesar and Napoleon and 

Wilhelm is to be replaced by a unity brought about by the 
practice of co-operation and mutual helpfulness? 

For some years the political news has been impregnated 
with the word ‘“‘Revolution.”” This word usually brings to 
mind the despotism of kings, the end of dynasties, the over- 
throwing of government; it brings a picture of fighting, of 
streets drenched with blood; of chaos and unsettled condi- 
tions. 

But there is another kind of revolution; of turning around. 
Possibly ‘‘evolution”’ might be a more fitting term: a turning 
or changing from the old order of things to the new; a process 
of turning from the old idea of the rule of a king or potentate 
with unquestioned authority to the new and ever-growing 
idea of democracy and self-government; a reconstruction on 
the basis of doing what is for the COMMON GOOD. 


Democracy in Business 


This applies to business as well as to government. Profit 
sharing is rapidly becoming a fixed principle. Along with 
profit sharing comes responsibility sharing. 

Many business concerns both large and small have found 
it advantageous to make stockholders out of the employes. 
Some of the largest concerns of a country are adopting plans 
by which the employes can acquire stock in the company on a 
partial payment plan. Swift 


which all employes, whether stockholders or not, share in the 
profits of the company. 

Such plans are just as feasible in the smaller and medium 
sized businesses as in the large ones. 


Taking Clerks Into the Firm 


Some few years ago a man who had been a clerk in a shoe 
store for some years decided to get into business for himself. 
Along with the resolve to own his own store was the resolve 
to treat his employes better than he had been treated; to 
adopt a more liberal policy both in management and in pay- 
ing. He selected his help carefully and wisely. His business 
prospered and grew. In fact the business grew faster than the 


capital. He was borrowing money of his bank but the bank 


‘could only loan him a limited amount based on his financial 


statement and his personal character. This was insufficient to 
expand the business to the fullest extent; so he incorporated 
the business and each salesman became a stockholder, paying 
part cash for stock subscribed and giving his note for the 
remainder. Each stockholder was then able to deposit his 
stock as collateral and borrow money on it. In this way the 
business was amply financed and has developed into an ex- 
ceedingly prosperous concern. As the business has grown and 
more salesmen have been added, the number of stockholders 
has increased. No employe, however, is permitted to buy 
stock until his loyalty and staying qualities have been demon- 


strated. 
The merchant who 


started the concern. still 





& Company, for instance, x 
have inaugurated a plan by 
which any employe can ac- 
quire a block of stock by 
paying 10 per cent in cash 
and balance on payment 
plan. More than seven 
thousand employes of Sears, 
Roebuck & Co. are stock- 
holders and have a plan 
similar but more liberal by 
which employes can become 


stockholders. There is also 





Evolution Instead of Revolution 


Evolution instead of revolution in the conduct 
of business is essential—a reconstruction of 
business upon the basis of the common good. 
Through an equitable division of profits between 
employer and employe, we safeguard our Ameri- 
can institutions, we preserve our national life, 
we prevent the spread of Bolshevism and the 
destruction of democratic government. 


holds the bulk of the stock, 
that is to say, he is the larg- 
est individual stockholder 
but the other employes to a 
great extent assume the 
responsibility and shape the 
policy of the store. The 
prosperity of each individ- 
ual is dependent on the 
prosperity of the concern— 
hence all are vitally inter- 
ested in the success of the 
ns store. A salary grabber 








a profit sharing plan by Pd 
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who does as little as he thinks possible to stay on the pay roll 
or a clock watcher who gets to the store at the latest possible 
minute and is in the wash room 15 minutes before closing 
time would have a “fat chance” in this organization. 

Here is another demonstration of individual success through 
working with the store rather than for the store. 

Many stores who have not seen fit to take the employes into 
direct partnership by making them stockholders have adopted 
other plans of profit sharing. Several of the plans were ex- 
plained in a previous issue of the ‘““Recorder.”” Other plans 
that have proven successful are outlined below. 


Salary Plus 1 Per Cent of Sales 


One of the plans in use in many stores is to pay a regular 
salary and at the end of the year, or at other stated periods, 
to pay a bonus equal to 1 per cent of net sales of each individ- 
ual salesperson. One store -using this plan pays in addition 
10 per cent of the net earnings of each salesperson. This plan 
will undoubtedly tend to increase the sales but does not solve 
the problem of getting the particular shoes sold that should be 


moved. 
Commission and Drawing Account 

One very prosperous concern operating three stores allows 
each salesperson a “‘drawing account” or weekly stipend and 
on the 10th of each month hands the salesperson a check equal 
to the difference between the drawing account and the amount 
actually earned on commission basis. In this way a complete 
settlement is made with each employe once a month and 
nothing is held back. The plan works all right so far as the 
salesforce is concerned but it does not have a tendency to 
link the salesforce up with the firm as effectually as where part 
of the earnings are held for future distribution. In this store 
a commission of 6 per cent is paid in the basement and 
misses’ and children’s departmeats while on the main floor 
where the higher grades of men’s and women’s shoes are sold 
7 per cent is allowed. This distinction is made because of the 
extra time required in selling and accurately fitting the higher 
grade lines. P.M.’s are allowed on slow moving lines and 
short lots. 

The manager of each department keeps tabs on each shoe 
in stock and through meetings devises methods of pushing the 
stickers. 
whether, in the opinion of the salespeople, the price should be 
reduced or a P.M. put on the lot. In this way every shoe is 
kept constantly in the minds of the salesforce. 


How One Girl Likes the Plan 


A short time ago one of the girls in the children’s depart- 
ment came to the manager of this store and asked for an in- 
crease in her “‘expense’’ account, explaining that her brother 
had formerly assisted her in supporting her mother but since 
he had been in military service he was not able to contetbute 
as liberally to the family support as heretofore. 

The manager said, ‘All right, Helen, I will look into the 
matter. How long have you been with us?”’ “About four 
years.”” “How much are you drawing now?” “Seven dollars 
and a half a week; I have been drawing the same amount 
ever since I have been in the store.” 

The girl was told to report at the office agair: the following 
morning. In the meantime the manager looked up her record 
and it was found that her average earnings for the past year 
were a little more than $90 per month, exclusive of P.M.’s. 
This, by the way, shows what can be done by a woman in a 
children’s department. 

The next morning when Helen appeared in the manager's 
office he told her she could have brought the matter of her 
expense account to him sooner. He advised her she could 
have $18 or $20 per week if she wished, but she said she 


As each shoe is discussed the manager ascertains ' 
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wanted only $12 per week. She preferred to receive the larger 
amount at the end of the month because she was investing her 
money in real estate and she was less apt to “blow it in” when 
she received it in this way. 


A **Varied’’ Commission Plan 


In the shoe department of a large department store a varied 
commission plan is in use. Salespeople are paid 5 per cent, 
6 per cent, or 7 per cent according to their efficiency, the 
amount of stock work they do, etc., on a basic salary weekly. 
When the sales for the week, calculated on the commission 
basis on which the salesperson is working, have reached the 
amount equal to the weekly drawing account, another cal- 
culation is put into force. On all sales over and above this 
amount the salesperson receives 4 per cent. For instance, 
if a salesperson is working on 6 per cent basis with drawing 
account of $25 he would have to sell $425 worth of shoes to 
equal his drawing account. On all he sells in excess of that 
amount he receives 4 per cent. If, for example, he sold 
$600 he would receive 4 per cent on the $175 in excess of the 
$425, or $7; making his total earnings $32. The manager of 
this shoe department, or rather all the shoe departments of 
this store, says the plan has worked very satisfactorily and his 
entire selling expense in all departments averages about 
5% percent. In addition to this he allows P.M.’s on all spe- 
cial sale shoes and lots which he is particularly anxious to move 
quickly. 

Plan Used by a Chicago Store 

In a Chicago store selling women’s high grade shoes ex- 
clusively, all salesmen work on a 6 per cent basis. Each has a 
weekly drawing account based on previous record and his 
actual needs taken into consideration. The excess of commis- 
sion over the drawing account is paid every two weeks. The 
firm also allows liberal P.M.’s on shoes, hosiery and findings. 
These are also paid every two weeks alternating with com- 
mission payments. This firm also pays a bonus or prize in 
cash to the salesman making the biggest book on shoes; on 
hosiery and on findings and buckles each month. The man- 
ager says the only handicap to this plan is that by paying 
the commission so promptly there is not enough incentive for 
a salesman to stick. However, the live ones all make good 
money and pretty well satisfied. In defense of his liberal 
P.M. system he tells this story: 

Some.time ago he bought about 300 pairs of brown kid 
boots with whole quarter cloth back. The cloth was a pecul- 
iar shade. When the stockman unpacked the shoes several 
salesmen were present. The stockman held up one of the 
shoes with the remark, ‘“‘The boss must have gone crazy to 
buy that shade of cloth. He is stuck right now.” The sales- 
men took up the cry with the result that the shoe didn’t 
move. It was marked $12, then marked down to $10, then to 
$9, then to $7.85. At the latter price, some of them were 
sold, but still they did not move readily. About 200 pairs 
still remained. They were then re-marked to $10, with a 
dollar P.M. on them. It wasn’t long till the whole lot was 
sold out. The shoes were good value, good color and all right 
but the knock registered by the stockman soured the salesforce 
on the shoe. It took something stronger than persuasion on 
part of the manager and something more potent than cheap 
price to overcome the prejudice. The dollar P.M. did the 
work and saved the shoes from the junk heap. 


Sharing on Net Profit Basis 


A man connected with one of the largest New York whole- 
sale shoe houses, and who has spent years perfecting and 


' installing efficiency methods in shoe stores, recommends a 


om by which salespeople are paid on commission basis with 
(Continued on page 56) 
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Merchants of Washington Discuss 
Advertising 


Service of the Store as a Publicity Help to More Sales---The Difference 
Between Advertising. and Misadvertising 


HE shoe merchant who desires to successfully adver- 
I , tise his business must first put his house in order—so 
“Tommy” Lyons, advertising manager of the Balti- 
more Sun, told the members of the Washington Shoe Retailers’ 
Association when they got together for their annual meeting 
and banquet at Harvey’s, Wednesday evening, April 2. 
‘When your house has been put in order and ready to re- 
ceive company, then you can start on your newspaper adver- 
tising campaign,” he said. Mr. Lyons had been telling the 
retailers the difference between advertising and misadvertis- 
ing, and what should be done before any great amount of 
money is spent on a campaign. Unless the preliminary steps 
are properly taken, extensive advertising is a waste of money. 


A Store Must Show Service 


With the above as a groundwork for his talk, Mr. Lyons 
stated that before undertaking an advertising campaign for a 
merchant he would look his house over. He would want to 
know whether or not there was anything about the exterior 
or the place that would create an adverse opinion in the minds 
of prospective customers, and if he found anything objection- 
able he would ask the retailer first to remedy that condition. 
In the event that the retailer declared he could not afford to 
make the improvement, he would suggest that the money set 
aside for the advertising campaign be used, for the changes 
would prove the better investment of the two things. 

He dwelt on the value of the window as an advertising 
medium, and on its relation to newspaper advertising. He 
said it would be necessary to make a study of the windows 
to see how they could be 


Misadvertising is Possible 

There are often many things about a store that need cor- 
rection so that the advertising campaign may be successful. 
As an example of misadvertising he told of a jewelry store in 
Baltimore having display cases running the length of the place 
and on the floor, at either end of the cases and at the center, 
were large brass cuspidors, a relic of prehistoric business 
days. He told of having brought to the attention of the 
jeweler the unpleasantness surrounding them. Imagine a 
woman buying pearls, said Mr. Lyons, with the fumes aris- 
ing from those cuspidors offensive to her. 

Telephone courtesy, as well as store courtesy, he told the 
merchants, are also part of the advertising of a shoe store. 
The retailer who comes down town to the store bearing a 
grouch and passes that grouch on to his employes suffers by 
it, for the employes will unconsciously or otherwise pass it on 
to the customers. 


The Competition Today is Service 

Service is the competition in business today. Twenty 
years ago it was more a question of price and the volume of 
goods carried in the store. That service is the big thing in 
evidence in the case of the retailer who opens a stare in an- 
other town. The very first customers he gets are those that 
do not, because of some ill will or other, want to patronize or 
trade with his competitiors; he first gets the people that are 
hard to please. If that retailer can suit these people and hold 
their trade, he has a chance to win. One retailer can get 
the same class of merchandise as another; can secure the 
services of the same class of 

* salespeople at approxi- 





improved to assist in the x 
campaign. 

The next step would be to 
see that the interior of the 
store would harmonize with 
the campaign. It would be 
useless, he intimated, to 
endeavor successfully to 
push. high priced shoes if 
the environment within the 
store did not impress the 
customer that the establish- 
ment was of the proper type 
to carry the grades of foot- 
wear it did. As an example 
of this he said that people 
are afraid to spend any 
large amount of money in a 
store having a cheap ap- 
pearance. In other words 
they would not want to 
purchase shoes at $10, $12, 
or $15 in an establishment 
that looked as though it 
would more properly carry 


territory. 





Here Is What L. W. Buckalew of 
Bloomsburg, Pa., Says About 
Advertising 


_ I claim if you can’t afford to advertise your 
business—advertise it for sale. 

Here is the heading from March 29 issue Retail 
Ad Service that prompted the above: 


I CANNOT ADVERTISE, FOR THERE’S NO 
NEWSPAPER IN MY TOWN 

That’s what one merchant wrote us. With a 
little aid and the use of cuts bought from us, he 
was enabled to get out a little four-page paper, 
not only full of store news, but with local gossip 
enough to cause it to be preserved. He is now 
issuing it once a month and says it sells more 
shoes than he formerly believed were worn in his More Manufacturing 


We have a man who will 
co-operate with you in every way. There is no 
charge whatever for this extra service, provided 
you are a subscriber to the ‘‘Recorder.”’ 


Why not try the idea? 


mately the same wages; 
can secure the same kind of 
a store in the same kind of 
a neighborhood; can ad- 
vertise in the same news- 
papers, so that all that is 
left is service. 

Advertising without ser- 
vice and without goods is 
useless; if the retailer mis- 
leads people by offering $16 
shoes for $7, he is only 
spending money for noth- 
ing. If a shoe store cannot 
be made successful to some 
extent without advertising, 
he claimed, it could not be 
made successful anyway. 


Plants Wanted 
There is in progress in 
Washington a campaign to 
induce manufacturers to 
come here and locate their 


(See next two pages) plants. Joseph A. Berber- 





se ich, retiring president of the 





a line at $5 and $6. 5 
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Have You Any Suggestions? 


How can we help you sell more shoes? Send in your suggestions and let 
us see what we can do for you. Do you wish to have your ads criticized, 
or receive help regarding them? Sendthemin. Give us your ideas—they’ll 











interest the other fellow. 



































Cut No. 952—50c 


Out-of-Door Boots 
for the Spring Maid 


T's utmost in beauty and comfort is com- 
bined in these boots, especially designed for 
the young woman who wants to be right up 

to the minute in everything. 

For walking, the girl who goes in for 
sports, or the maid who simply wishes 
superlative style—all are here in both 
boots and oxfords. 

Even in these days of high prices, they seem reason- 


able, from $6.50 to $12.85. 


(Insert your store name here) 











Cash with Order 


Is the invariable rule with the illustrations dis- 
played on these pages. There is so little profit 
that we cannot afford to open book accounts, so 
send check or money order. 




















Cut No. 953—30c 


Comfort, 
Style and 
Durability— 


LL are here in sturdy shoes which 
A will stand the gaff of hard use. 

Waterproof soles, extra strong 
lining, and every part built to with- 
stand use as well as dampness, they are 
ideal for the business man who enjoys 
his early morning golf game, the post- 
man or police officer, as well as the 
chap who is getting ready for trout 
fishing. 


Prices 


$6.70 to $9.50 


—and worth every penny they cost. 


(Insert your store name here) 
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| The Little Fellow of Today 


Is the big dealer tomorrow. We want to help make your business grow. 
If we can help you with advertising suggestions, don’t hesitate to ask us. 
We have a “service man” for that purpose. If you belong to the “‘Re- 


corder’’ family, it’s your right. 
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Cut No. 954—30c 


WITH THE RETURN 
OF ROBIN RED BREAST 


Comes nature’s tendency to russet 
shades. The gayer colors of Nature 
are matched by milady’s dress. 
Whatever shade you desire, you'll 
find the footwear here—and hosiery 
to match. There'll be no jarring 
note in your Spring costume if you 
purchase here. ' 

Prices are as low as is con- 

sistent with fine quality. 

(Insert your store name here) 





Cut No. 955—30c 








| 





do so now. 


Buckles to 
Set Off 
Beautiful 


Footwear 





Cut No. 956—30c 


T is surprising to see how well a buckle can 
set off a pretty foot. If you have not ex- 
amined our buckles and footwear. accessories 
recently, you owe it to yourself and your feet to 


Everything which makes for appearance 
or comfort is carried in stock and is added 
to with every change of Dame Fashion’s 
whims. Hosiery to match every shade 
of costume, too. 

‘ (Insert your store name here) 











It’s 
Here 








Cut No. 957 ‘ 





Whether it be a pair of boots for the sportsman, dainty 
pumps for the debutante, or the latest word in hosiery or 
shoe ornamentation, you'll be certain to find it at this store 
first. _ 

And, by the way, do not forget the fact that we do not stop 
with foot coverings—our hosiery department is one of the 
best in the state. 


(Insert your store name here) 
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Shoe Retailers’ Association, heads the committee having this 
work in charge for the Merchants’ and Manufacturers’ Asso- 
ciation. E. C. Rogers, business manager of the Washington 
Times, followed Mr. Lyons in a speech outlining what was be- 
ing done along this line. Washington, the world’s capital, 
with all conveniences, is an ideal place for certain types of 
factories. It is located on the Potomac, a navigable river, 
and is a railroad terminus with lines going north, south and 
west. It is also the headquarters of the Government. 

A. J. Driscoll spoke of the future of Washington and what 
Congress could be looked to during the coming session for the 
betterment of the city. Mr. Driscoll is president of the Mid- 
city Citizens’ Association. 

Charles J. Columbus was toastmaster. Joseph Stras- 
burger stated that becasue of the lateness of the hour other 
speeches slated for the evening would have to be postponed, 
and he brought the meeting to a close by placing in nomina- 
tion for the presidency, Arthur W. Burt, F Street retailer, 
who preceded Mr. Berberich in the presidency. He was 
elected by a rising vote and a similar courtesy was extended 
to Isaac B. Nordlinger, Georgetown retailer, elected vice- 
president; Edward L. Burns, manager of the Palais Royal 
Shoe department, treasurer, and Herbert Rich, of B. Rich’s, 
secretary. 

At the banquet, while the various courses were being served, 
there were a number of rapid fire discussions concerning con- 
ditions in the city, legislation that is to come before Con- 
gress, the luxury tax that goes into effect on May 1, the tax 
on buckles announced earlier in the day, and the trend 
towards button shoes for women. 


Employes’ Savings and Profit Fund 
Instituted by Nunn, Bush & Weldon Shoe Co. 


Milwaukee — How a man can save over $7,000 in twenty 
years, in addition to his regular wage or income, on a deposit 
not in excess of $1 per week, is told in a recent pamphlet 
issued to the employes of the Nunn, Bush & Weldon Shoe Co. 

The plan is one of the many benefits employes obtain from 
the management, for which nothing is asked in return except 
that such plans engender loyalty among the employes. 

The savings plan is very simple. Any employe is eligible 
to join the Employes’ Savings and Profit Sharing Fund. 
There is no advance fee of any sort. Whenever an employe 
joins, he or she is obligated to deposit not to exceed 5 per cent 
of their salary each week in the fund. 

At the end of the year the company puts into the fund as 
a bonus 25 per cent of the net earnings of the company. Dur- 
ing the past two years this has amounted to a little more than 
$2 for every $1 deposited by the employes. The fund 
thus obtained is invested in preferred stock of the Nunn, 
Bush & Weldon Shoe Co., which pays 7 per cent dividend. 

A Practical Illustration 

A practical instance is afforded by a boy of 20 years of age, 
who is learning the cutter’s trade. His salary is $20 per 
week. He deposits $1 per week in the Savings and Profit 
Sharing Fund, which amounts to $52 per year. By the 
time he is 40 years of age, he will have actually deposited 
$1,040 in the Savings and Profit Sharing Fund, but, based 
on the company’s past donations to the fund, he will receive 
$7,181.43. 
ing $2 a week, have $14,362.86 to his credit at the end of 
twenty years. 

When it is borne in mind that the average man of 40 pos- 
sesses only about a week’s salary, it can readily be appre- 
ciated that $7,181.43 is a nice amount to have for investment 


purposes. 


A man earning $40 a week would, by deposit- - 
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The fund is administered by five directors—two chosen 
from the officers of the company and three from among the 
depositors. To obtain the full benefits, an employe must 
deposit every week for ten years, but the employes may with- 
draw their deposits plus 7 per cent interest at any time. How- 
ever, such withdrawals lose the company’s additional de- 
posits. Withdrawal in case of marriage of a girl employe, or 
death or permanent disability in case of any employe, entitles 
to withdrawal of their deposits, the company’s deposits and 
7 per cent interest on the entire amount withdrawn. 

The plan is open to any employe and will result in making 
a large group of men and women independent when they are 
ready to retire from active labor. 


A Humanitarian Measure 


It is not so much the machinery of this association that 
has made it eminently successful as the humanitarian spirit in 
which it has been approached. The stockholders of the Nunn, 
Bush & Weldon Shoe Co. realized the greatness of the problem 
and have approached it, believing that the workers in the 
shoe factory are as human and susceptible to the benefits of 
profits as the employers themselves. 

The idea has also persisted that, if a body of shoe workers 
inside a plant were vitally interested in the profits of the 
establishment, the quality of goods, on which the profits must 
depend, would uniformly increase. 





UNSELFISHNESS THE CORNER STONE ON 
WHICH BUSINESS OF THE FUTURE 
MUST REST , 
(Concluded from page 52) 

weekly drawing account, the commission to depend on what 
the house can actually stand for this part of overhead. By 
analyzing the whole overhead and dividing it into the various 
heads under which each item should come a figure for selling 
expense can be definitely arrived at. Whatever this figure 
is—whether it be 5, 6 or 7 per cent—that is the amount the 
salespeople should have. No more; no less. Pay drawing 
account weekly; pay excess commission over and above 
drawing account quarterly. Then at the end of the year when 
inventory has been taken and profits figured, issue a check to 
each salesperson equal to what the percentage of profit made 
by the firm bears to the earnings of the store. That is to 
say, if the store shows a profit of 10 per cent pay each sales- 
person an amount equal to 10 per cent of his annual earn- 
ings. He has helped earn the money; through his efforts 
the store has made the money; it belongs to him and he should 
have it. This idea has worked out finely in a great number of 
stores; has increased efficiency; bettered store service; won 
new friends for the store; increased volume and increased 
net profit by cutting down overhead. 

The adoption of such plans as this is the best evidence that 
there is going on a process of democratic equalization. It is 
in the air we breathe; it is the surest safeguard of our demo- 
cratic institutions—of our national life. Such plans as this, 
with modifications, must eventually be adopted by every 
industrial concern in order to prevent the spread of Bolshe- 
vism and the destruction of democratic government. 





Remodeling Lasts by Truck Loads 


A truck load of lasts, 15,000 in number, came over from 
Brooklyn to Lynn, Mass., last week. They will be made 
into new style lasts by the Victor Last Company of Lynn. 
A patented method of remodeling them will be employed. 
They will then be sent to another shoe shop, and some new 
style shoes will be made over them. 
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of Manufacturing 


Statistics 


A New Service Rendered by the Bureau of Census Together with a a Summary 


of Imports 


April, 7, 1919. 
| NHE results of the census of boots and shoes and 
‘manufactured leather goods, as reported to the 
Bureau of the Census for the months of October, 
November, and December, are given in the follow- 


and Exports 


ing table, together with the percentages of increase or 
decrease. 

The imports and exports of boots and shoes and manu- 
factured leather goods, as compiled by the Bureau of Foreign 
and Domestic Commerce, are also given for the same period. 


BOOTS AND SHOES AND LEATHER GOODS MANUFACTURED DURING OCTOBER, NOVEMBER, AND 
DECEMBER, 1918 


Per Cent of 
Unit of | December November October Increase (1) 
measure Nov.- Oct.- 
Dec. Nov. 
Number of establishments. .........000066ccscccceenes 1,676 1,604 1,596 4.5 0.5 
ee I I 8 ia oc vidkctac bac aeeeas Pairs 34,825,716 28,214,184 30,466,584 23.4 -7.4 
Military (for Government use).................... Pairs 2,398,632 1,065,972 1,810,788 125.0 -—41.1 
Civilian: 
Men’s— 
OL ee EO ee Lene ee FR Pairs 2,733,516 2,386,884 2,593,308 14.5 -8.0 
¥ eam high and a Bete ar <i pia dn alin hice re orca steed Pairs 5,795,808 4,301,628 4,177,704 34.7 3.0 
ouths — 
EE: pi 2 Uns SRS OPO oa ene ees Pairs 329,208 235,252 346,812 39.9 -32.2 
- Dress, high and low.................+.++++++. Pairs 1,069,128 638,868 549,984 67.3 16.2 
oys’— 
Onlin RE Te en ee ONE eae eee Sar ee eam Pairs 532,956 . 375,240 431,376 42.0 —13.0 
I, MID BE 6.3 oi arco gcc has Sew cds oa. Pairs 1,027,416 666,192 615,252 54.2 8.3 
Li ee eee eee Pairs 10,600,656 10,235,832 11,759,496 3.6 -13.0 
ee eee ee 2,541,228 2,384,844 2,241,168 6.6 6.4 
REE PR IE Cy eee oe et eee Pairs 2,576,064 1,906,620 1,664,580 35.1 14.5 
eee ee FEC OU Oe eT e CeerTe ren Pairs 4,333,848 3,346,800 3,656,712 29.5 -8.5 
RRS SES Se eaitae Lot ne ern sre ee Pairs 455,148 164,532 80,876 176.6 -9.0 
Pee EEE OTE, 5 osc ss. Sek a cacoedapae Pairs 85,416 64,584 76,392 32.2 -15.5 
I 5. as 5. 01a Faas Aphn aio SORT a EE Pairs 285,672 416,664 339,924 -31. 22.6 
IN orc iivae. 05 6:59 waa ogre eceteg a dEwieieaetake cht eae Pairs 61,020 24,372 22,212 150.4 9.7 
(1) A minus sign (—) denotes decrease. . 
BOOTS AND SHOES AND MANUFACTURED LEATHER GOODS IMPORTED AND EXPORTED DURING 
‘OCTOBER, NOVEMBER, AND DECEMBER, 1918 
D ber November October ; 
Quantity Value Quantity Value Quantity Value 
Imported 
Boots and shoes, pairs. . 3,004 $10,813 2,319 $16,160 2,850 $26,240 
Gloves, dozen pairs. . ‘ 32,665 444,280 34,722 475,819 29,619 394,646 
aaa a OE i, te ghee SEM °° Boss bien TET. hwdaseads 261,587 
zpo . 
Boots, - e and ‘slippers, ee (pw See OP 1,141,481 2,921,579 1,042,066 2,495,238 1,113,224 2,818,344 
ee REESE SPEC 1,823 29,062 546 ,aee 678 9,174 
ee I es os 555555 co raccaccssaus. Beepcctad — area, Sepa 52,349 
Other manufactures of leather................ 0  seeeeeees SO cow accawes DEE © Siva cdeaae 211,169 





First to Adopt 44 Hour Schedule 


Edmonds Shoe Company Reduces Number of Working 
Hours Without Reduction in Wages Paid 


In order to permit its employes to take full advantage of 
the daylight hours in which to attend to shopping, gardening 
and other home duties—thereby assisting in reducing the high 
cost of living—the Edmonds Shoe Company, Milwaukee, 
Wis., has adopted a 44-hour weekly working schedule, with- 
out any corresponding reduction in wages. 

This concern, which is the first in Milwaukee to adopt the 


44-hour schedule, began putting the new plan into operation 
on April 1 by closing down two minutes earlier every day. 
This method of gradually reducing the working hours each 
day will continue for a 30-day period at the end of which 
time the working hours per week will have reduced from 
49% to 44 hours, factory operations, at that time, beginning 
at 7.30 a. m. and ceasing at 4.30 p. m., except on Saturdays 
when the factory will close at 11.30 a. m. 

The employes of this concern are highly elated over the new 
working schedule as same had neither been. requested nor 
anticipated. 
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Maine Retail Shoe Merchants’ Association 


Hold Largest and Most Successful Meeting in History of State Association 
---Resolutions on Luxury Tax Passed---Officers Elected 


HE Maine Retail Shoe Merchants’ Association held 

its delayed annual meeting at the Elks’ Club, Portland, 

on April 2, from 3 o’clock in the afternoon until a 
late hour in the evening. This was by far the most successful 
meeting that has ever been held by the State Association. It 
was the largest meeting of the shoe fraternity that Portland 
has ever witnessed, with “‘something doing all the time.”’ At 
6.30 p. m. a banquet took place, followed by the evening 
program of entertainment and discussion of store problems. 


Interesting Addresses 

The chief speaker of the business meeting was Chas. F- 
Marble, associated with one of the leading department stores 
of Portland. Mr. Marble’s subject was “‘The Affiliation of 
the Shoe Dealers’ Association with other Organizations.”’ 

B. J. Sullivan of Portland told how he had become a 
‘booster’ for the National Shoe Retailers’ Association when 
he attended the convention at St. Louis last January. He 
distributed among the members National Convention tags 
which he suggested might be worn by them as a reminder of 
the next convention which will be held in Boston in January, 
1920. 

Claude A. Derr, of Derr & Sandquist, Worcester, Mass., 
talked on “The Need of Organization and Benefits of Co- 
operation.”” Ira H. Morse of Lowell, Mass., gave a talk on 
“Successful Merchandising and Management.” In _ the 
opinion of President Fred S. Smith, Mr. Derr and Mr. Morse 
were really more than half the meeting. 

An interesting talk was also given by George Lovely of 
Boston and M. N. Eastman of Springfield. Fred S. Smith 
acted as toastmaster at the banquet. ; 

Ernest A. Carter entertained with feats of magic and Fred 
S. Kennedy favored with vocal solos. Dean S. Paine delighted 
all with French Canadian recitations. 


Officers Elected 

The following officers were elected: President, Fred S. 
Smith, Portland; secretary, James A. McFaul, Portland; treas- 
urer, Albert Prince, Lewistoa; vice-presidents, J. F. Bilodeau, 
Augusta; Ernest Trafton, Bath; F. A. Libby, Hallowell; 
L. E. Blackington, Rockland. 

Executive Committee: B. J. Sullivan, Portland; T. Henry 
Black, Portland; James J. Curran, Lewiston. 

One of the features of the evening was the singing of the 
Marseillaise in French by J. F. Bilodeau, all present standing. 

A large number of traveling men and clerks joined with 
the merchants in their deliberations. Nearly one hundred 
members of the Maine Retail Shoe Merchants’ Association 
were in attendance. 


The Following Resolutions Were Adopted 


First. That tbe luxury tax on shoes (which goes into effect 
May 1) be collected from the customer at the time of the 
purchase. 

Second. That the Maine Retail Shoe Merchants’ Associa- 
tion becomes affiliated with the dry goods and other associa- 
tions for mutual benefit. . 

Third. That we request the manufacturers and jobbers 
to return to their former discounts for cash payments. 

Fourth. That we go on record as desiring to keep our 
stores open on Patriot’s day, April 19, which this year occurs 


on Easter Saturday. 


An Efficient Committee 


The efficient committee in charge of the arrangements were 
Fred S. Smith, James A. McFaul, T. Henry Black and Al- 
phonse A. Dube. 





Maine Retail Shoe Merchants’ Association, Elks’ Club, Portland, April 2, 1919 
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SEE THE NEW SPRING SHOE STYLES 
SHOWN IN CATALOG NO. 45 


Complete in every respect is this new book 
which illustrates and describes the many 
beautiful models in novelty boots, fancy 
colonials, pumps and oxfords to be found in 
our present line of “Maxine Shoes” for 
Women, as well as the new things in our 


“White House Shoes” for Men, “Buster 





IN STOCK 


Sun enor aie” Ale Soe Brown Shoes” for Boys—for Girls, and 
B and C Widths, $7.00 Blue Ribbon Service Shoes. 


Write for.a copy of this Catalog, if your 
name does not appear on our mailing list. 


WIDWs Vas GowQasaaa, 


Manufacturers 


ST. LOUIS, U. S. A. 
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We've named them— 


FOOT-PALS 


The name helps to sell 


these good, 
“likable” 


comfortable, 
slippers be- 


cause it is so truly descrip- 


tive. 


‘““FOOT-PALS!”’ Real pals 


The illustration shows our No. 940 

Tailor-Made Everett, furnished in Men’s, 

Boys’ and Women’s sizes in all colors. 
Write Us For Your Nearest Jobber 


The E-Z Walk Mfg. Co., Ine. 


62-70 West 14th St., New York City, N. Y. 


a 





Ac 


2 ad E- Pou) 


for PALS) 


bai MARK 
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YOUR CREDIT, 


Mr. Retailer, is your most valuable asset. 


We fully realize and respect its importance 
to you and in making our credit recom- 
mendations, we are ever careful.to be fair 
and just in our judgment. 


If you have any credit information relating 
to your business that you feel that we 
should have, we will welcome it and make 
it a part of the data on which your credit 
is judged. 


We invite your confidence. 





The Credit Clearing House 


**Builder of Better Credits”’ 
Offices in allimportant cities 
Executive Offices: 440 Fourth jAve., New York, N. Y. 








Can be aap - 
any ty 

buckle, fh 
as well as metal. 


It will revolu- 
tionize 
ornament 
taching methods. 
Does away with 
the objection- 
able tongue. Ab- 
solute rigidity is 
obtained. 


Many a dealer i is cashing up on his plain pumps by use 
of the ““Dalco” device Are you? ae 
Can Be Furnished in Black or Nickel Finish. 

Buckles can be attached or detached instantly. Write 


for trial dozen to day. 


DALRYMPLE-PULSIFER CO. 
88 WASHINGTON ST. 
HAVERHILL, MASS. 
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“HOLTERSHOES | 
} CINCINNATI ¢ prnee by 











The Holters Com pany 


— Cincinnati — 


Something 
New! 


You'll find it this season in our 
showing of 


“HOLTERSHOES” 
Exclusive, attractive designs presented 
on lasts that give perfect foot comfort. 


Highest quality materials and very , 
best workmanship are mucly = / 
in evidence. 


Splendid Values. 
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THE 
DOUBLE 
VALUE 





Gun Metal Welt, Regular Cut 
6 to 8; 8% toll; 11% to2 
Same in black vici and 

white nubuck 


EING able to buy good 
shoes and buy them from | 
an extensive, complete stock 
is of untold benefit to you. 


Dr. Adler’s Brooklyn made 
Hygrade shoes for Misses and 
Children will fill your every 
need. In style, in quality 
and in price they are entirely 
satisfactory. Over 300 styles 
in stock. 








Patent Colt, Welt Oxford 
6 to 8; 8% to 11; 11% to2 
Same in gun metal, black 
vici and white nubuck. 


We will ship you samples— 
send you our catalogue or 
have a salesman call if you 
are near us. 


Write for Illustrated Catalogue and Prices 


Hygrade Shoe Works 


145 Duane Street - - - New York 
Factory: 2963-81 ATLANTIC AVE., BROOKLYN 
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BEALS-PRATT 
SHOES 


ARE 
TRADE-WINNERS 


The shortest road to quick profit is 
speeding up the sales. 


Shoes that include in their make-up 
the utmost of style, quality and 
value will appeal to all your trade. 
Because of these features—brought 
out in a more generous than usual 


way—BEALS-PRATT Shoes are 


particularly good sellers. 


The splendid values that you can 
offer make BEALS-PRATT Shoes 
the most desirable—most econom- 
ical line that can be found. 


It is a trade winning shoe that your 
store should sell. 


BEALS-PRATT SHOE 
MFG. CO. 


Milwaukee and Watertown 
Wisconsin 
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The A. F. B. line of 
Women's McKAYS 
possesses individuality 
to a marked degree. 


Possibly it is because we 
are specialists—because : 
we design our footwear 
with the thought ever 
in mind that it must 
satisfy the customer 
who insists upon style 
and service at a reason- 
able cost. 


Allen, foster, Bridgéo Co. 
Ln ——Mass. 
Bastin Ufce-201 Bisex St 
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SALESMEN EN-ROUTE 


— WITH — 


OUR NEW FALL LINE OF 
WELT SAMPLES 


NEW LASTS NEW PATTERNS NEW COMBINATIONS 





A Display of Styles That Will Suit Any Young Lady of the 
Age from 3 to 17 Years. Prices That Are Right and Mer- 
chandise That Can Be Retailed At a Profit. 


SIZES — 
md = 
AAA to E OF 
1114 to 2: » FACTORY 
AA to E oor 
TO 
844 to 11 ' PRODUCE 
AtoE WELT 
5 to 8 SHOES 
BtoE ONLY 





20 years’ experience in making Children and Growing Girl shoes has 
demonstrated to us that today is the day for specializing on one 
process of Shoemaking. 


Our experience has shown us that the Welt Shoe is the best for style, 
fit and service. 


Combining all our efforts on Welt Shoes, we can produce better shoes, 
more pairs and sell at a lesser price. 


Be sure to see our line of samples before placing your orders. 


Pittsburg oficee «= HE SCHEIFFELE SHOE CO. 


Karl Heimberger CINCINNATI, OHIO 


Hotel William Penn 



































April 12, 1919 





BOOT AND SHOE RECORDER 


Buyers’ Easy pean bac 
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Wuane Huoe G. 


143 Duane St, NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 











CUGUEOQULOCOROQOUGGCOGRUORSUGQECURCOOROREEROEER® LTE 
~ 
= 
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Our Motto— 
Children’s Shoes of 
Quality 





In-Stock . 
Welt Scuffers 


5-8 8-11. 


Patent or 
Gun Metal 














Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 











= and let us tell you the cost. 
E Catalogue on_ request. 
= Coburn Trolley Track 4 Co. 





mi Sui Ui 


Its superiority is so 

generally recognized 

that our market is be- 
ing constantly _ widened. 
Customers are amon the 
most discriminating judges of 
leather values. Useful wher 
ever kid can be used. 

Expert attention to 
vil Ze export trade. 


iis : fl 
| a NOWAK I 
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, Bancroft Walker Company _ 


Famous fo for CLRAM shoes 














Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough . 
sketch of your store interior, 
showing shelves to be reached 





HOLYOKE, MAS 

















Shoe Laces 
The quality shoe laces for every 
requirement. At all jobbers. Always 
specify “‘Nufashond.” Samples upon request. 
The Narrow Fabric Co., » 
Reading, Pa. 











Seasonable and Snappy 
IN STOCK 


White Nubuck, Good- 
year Welt,. White Ivory 
Welting, White Enam-= 
elled Heel. A to 
D, 21% to 8 


$4.50 













New York City, 
ith cinue nr 





Besanagessnoncoescesensssacesedesesassessassacasncsassssneeuroeseseasaaseass 


SULUCCRUROGOGRGRORORROUORORRORREOEES 


N. S. R. A. Convention, Boston, 1920 


* e * 

One Big Liability 
a shoe dealer assumes when he fills his store with 
live lines, costing real money, and set off by 
fixtures Valued at many dollars, is the possibility 
of fire consuming tay: ge There is no way 
to dodge it, but you can allay the grief conse- 
quent to a conflagration. Our special insurance 

policy in your safe is the answer. 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The city of 141 diversified industries 
99% of which are locally owned 


PTITITIIITT iii itd 
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Corns, Weak 
ankles and forms of 
foot trouble, 
You can readily solve your foot 4nd shoe troubles through 
the use of 
are the rewtey, of {he inequat 
‘Siure 
serie nk rae 


they give immediate Telief ang trained in Practipedics — the Science of Siving 
i] u. 


Cause, There js @ Spe. foor Comfort, Cot «: Ww why 
Trective for Such you have foot and can fit the 
lown * Proper Dr. Sch PPliance to Bive you im. 
Mediate ang lasting fort. 
Write for Free Bookiet 
“The Feet ang Their Care,” by Dr, Wm. m. 
Scholl, recognize foot authority, Mailed free 
UPON request. 
The Scholl] Mfg, Company 
Larges: Makers of Foor APbliances in the Worta 
Dept. L 1, 243 W. Se 0 
York 


New Toronto 
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You Have a Personal Interest 
In This Advertising 


How? Because it is educating the public as to the value of good, com- 
fortable, efficient feet. 


But this particular line of copy carries a different appeal which is bound to 
meet with the warm approval of every shoe merchant in America. It portrays 
in a most vivid manner the close relation between foot trouble and shoe trouble. 
We are telling thousands of those old, chronic “fault finders” and ‘“‘kickers” 
(the nemesis of the shoe salesman) if they would have their feet scientifically 
fitted with Dr. Scholl’s Corrective Foot Appliances by a Practipedist that 
many of their shoe complaints would vanish. 


Therefore, by being able to give Dr. Scholl’s Foot Comfort Service, you 
are “killing two birds with one stone.”” You are, first of all, giving your pa- 
trons comfortable, efficient feet and, second, you are increasing the wearing 
qualities of their shoes. 


For being equipped and trained to render this brand of Foot Comfort 
Service your rewards are many. More business, increased profits, satisfied 
customers, prestige, a constantly growing and spreading reputation—yes, all- 
these and more are within your grasp. It’s the twentieth century method of 
selling shoes plus foot comfort which has been adopted by some 20,000 of the 
biggest and most progressive dealers in the United States. 


Get a copy of The Literary Digest for April 12th and read this advertise- 
ment. We are sure you will like it, will endorse it, and that you will decide 
to co-operate by pushing this Foot Comfort Idea to the limit. 





New educational, illustrated catalog mailed upon request. 


THE SCHOLL MFG. CO.,. Chicago, New York, Toronto, London 


Dr Scholls 
FOOT COMFORT WEEK 


JUNE 16-21 
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SHOES 


Write or Wire For 
Billiken Booklet or Salesman 


M‘Elroy-Sloan Shoe Company 


ST. LOUIS 
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A CSE A 


INUIT CONDITIONS change frequently but MUM 
Cy pe ny al a ye Quality ln 


is the trade that is constant and profitable. na 
ANNUAL 


iui! If you have your trade established Pen WII UT 
Honorbilt Shoes you have something that 
| | you can really count on. 


| F. MAYER BOOT J) | 
& SHOE CO., ofl yl 
uf 


MILWAUKEE, 


WIS. | 


7 tl a il 


AE, 
ii 


) 
) fe : % ; : g ‘ . 


™ | : 


mi Ww “heal i 
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e —— SS Y aN 
OF INTEREST TO SHOE RETAILERS 


STORE STUNTS 
BOOST BUSINESS 


These are timely and extremely 
practical ideas which we give you 
every month to stimulate sales and 
create favorable publicity for your 
store. 
Just another of the 15 exclusive fea- 
tures of the Merchants Shoe Service. 
Send for a free Bulletin explaining the 
other 14, 
A monthly Service given EXCLU- ' 
SIVELY to one‘merchant in each 
town. 


Merchants, wervice 


Attac <p oman r letterhead and we'll send 
full details a 
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SPECIAL!I— 


Three uncommon values at an uncommon price for at 
once delivery. Don’t delay your order. Shoes like these 
can not be kept as floor stock long. Live dealers jump 
at a snap like this. We made them up out of leather 
selected for U. S. Navy shoes. This statement alone 
should be enough to establish confidence in their quality. 
This is a “buy’’ you won’t be able to duplicate. Get 
in your order while there’s a chance of having it filled. 


‘““BANKER’’ 
NUMBER 
601 
“Navy” Gun Metal leather, 


Foxed Blucher, 1 inch heel, 
11 iron sole, 


PRICE $5.35 





SIZES ‘6 TO.9[AND 6 TO 10 ONLY, D AND E WIDE 


‘“NUGGETT” 
NUMBER 
603 
“Navy” Gun Metal leather, 
Blucher, Navy pattern, 1 inch 
heel, 11 iron sole. 


PRICE $5.35 


*“*MONARCH”’ 
NUMBER 
605 


“Navy” Gun Metal leather, 
Blucher, 1% inch heel, 11 iron 
sole. Same style as Nuggett. 


PRICE $5.35 
The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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HE A. E. Pitts Shoe Company of 

Columbus, Ohio, pushes the sale of 
Nedlin-soled footwear as a_ trade-getter 
and a valuable asset to business. They 
say Nedlin Soles out-last leather. 











The clerk, well schooled 
in the advantages of 








Neolin Soles give that 
extra wear which in- 





creases the value of all 
service shoes—men’s 
business shoes, women’s 
walking shoes, boys’ 
shoes, sensible shoes for 
growing girls and the 
smaller children. 











Nedlin Soles, has most 
of his customers as good 
as sold when he tells 
them of the extra wear 
and added comfort they 
are buying. These are 
points of wide appeal. 


Neolin Soles 


Trade Mark Reg. U.S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they aré guaranteed to outlast all other heels, rubber or leather. 
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BOOTS AND SHOES 


Moderately Busy — Jobbers 
Report Little Demand 


Mills 


The coming of Spring, long delayed, 
seems now an actuality, and the shoe 
merchants’ business now is to sell Spring 
footwear. The coming week is the prel- 
ude to Easter, and with times as they 
are, people earning good money, the sale 
of Spring footwear naturally will eclipse 
all other business. April showers may 
come, with their concomitants of 
puddles and mud, and these may assist 
in the sale of rubbers, but the shoe man 
is far from anxious to spend time in fit- 
ting dollar rubbers, when he can, in as 
short a time and with little more exer- 
tion, sell a ten-dollar pair of shoes. 

The jobbers generally have placed 
their orders for next season’s rubbers, 
and have given details for most of them, 
reserving a small proportion for detail- 
ing perfect fitters over the Fall shoes 
they have not yet received for stock. 
The retailers are not all so forehanded, 
and jobbers report the normal back- 
wardness on the part of a portion of 
their customers. The mills have orders 
on hand enough to keep them comfort- 
ably busy till the Fall deliveries are due, 
and while some of them are producing 
fairly large tickets, others are running 
along at reduced working hours, or on 
a five-day week schedule. 


TENNIS LINES 


Production Being Pushed to Fill 
Early Orders 


The production of tennis lines, how- 
ever, goes on apace, with every mill mak- 
ing these lines working to capacity, and 
deliveries are going forward. Already 


there is a retail demand in the South, » 
where many white shoes will be worn on” 


Easter Sunday. In more northern sec- 


tions the call is hot yet so pronounced, 
yet many retailers are showing some of 
the’ new, up-to-date styles of rubber- 
soled canvas upper goods, which cannot 
fail to commend themselves to the pub- 
lic. Some idea of the importance of the 
tennis industry is indicated by the an- 


Weekly 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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nouncement that one company manu- 
factured 25,000,000 pairs last year, and 
while this company is the largest pro- 
ducer, its output will give some idea of 
the importance of the tennis shoe indus- 
try in this country. 


CRUDE RUBBER 


Light Business—Lowered Prices, 
Then Better Business 


Along about a week ago, business 
lagged enough so that dealers were in- 
clined to shade prices, and while this 
brought out some business, mainly from 
houses who had sold somewhat heavily 
on forward quotations, they were thus 
able to cover their transactions. The 
mills also were inclined to trade at the 
concessions offered, and the result was a 
fairly lively market for spot and nearby 
which has again stiffened. prices, though 
in plantations the spot quotations are 
still below those of a week ago. Spot 
prices are given below, while May. ar- 
rivals are quoted %c lower, June 34c 
lower, and July-December 1c lower 
than spot figures. Para grades remain 
firm and unchanged, but the lower 
priced Brazilians are fully 1c higher 


than they were a week ago. Today’s 
spot prices are: 

Upriver fine para ....... .551% to .56 
ie 47% to .48 


Upriver coarse........... 34 


Islands coarse........... .21 to .22 
Caucho ball, upper...... ; -34 to .35 
Caucho ball, lower... .... none 

Cameta.. : ous .22 to .23 
First latex pale c crepe..... 49 
Smoked sheets. . ia AB 
Brown crepe............ 44 
Centrals and Mexicans. . . .37 to .39 
Guayule wet............ .30 
Guayule dried... ......2: >, off 


SCRAP RUBBER 


Reclaimers a Little Busier, but not 
Yet Buying 


The reclaimers report a somewhat 
better demand for their product, but 
the dealers in scrap rubber are not re- 


cording any particularly noticeable in- 





. use TTY 












CO hs 


crease in their sales to reclaimers. One 
sale was reported a little above the 
market last week, but this has not af- 
fected the quotations given other re- 
claimers. Dealers are sufficiently loaded 
up with scrap boots and shoes to be in- 
different buyers, and collectors gener- 
ally have larger stocks on hand tham 
they actually desire. Under such cir- 
cumstances the average shoe dealer 
cannot hope to get any tempting offer 
for his small accumulation. As is fre- 
quently stated in this department, the 
figures quoted are those secured by col- 
lectors from dealers in the central cities- 
Collectors must buy scrap footwear 
enough below these figures to cover cost. 
of packing and forwarding, and above 
this to pay them a reasonable profit- 
When such margins must be deducted 
from spot prices given below, the shoe 
dealer can hardly be justified in bother- 
ing with them at all unless old rubbers 
are plentiful—more plentiful than they 
have been the past season. 

Dealers’ prices are given same as last 
week, but in the absence of actual busi- 
ness they are considered purely nominal. 

Scrap boots and shoes: $6.60 to $6.85 
in Boston; $6.50 to $6.75 in New York; 
$6.40 to $6.65 in Philadelphia; $6.00 to 
$6.50 in Chicago. 

Trimmed arctics: $4.75 to $5.25 in 
Boston; $4.75 to $5.00 in other markets. 

Untrimmed arctics: $3.75 to $4.25 in 
Boston; $3.75 to $4.00 in other markets. 


RUBBER NOTES 
Items of Interest in the Trade 


H. Morrison and M. Morrison, 
formerly connected ;with the Panther 
Rubber Company, have formed a new 
concern to manufacture rubber heels, 
under the name of the Morrison Rubber 


_,, Company, with a Baston office at 110 
* » Summiér Street. 


¥ 


The Lynn : ‘Rubber Manufacturing 


Company, which renioved from Lynn to 


Warren, R.L, ‘s6me months ago, has 
filed a certificate to the effect that the 
stockholders have voted to issue $50,000 
additional eval at a par value of $10 
a. share; eens 7 
































S}SISUI D9Ys ee cee” Ae Py SCIHM se 2102 noA 
rent onied ayi jo yout JOF heme dureis $ O}—-04 40F | SI Aeldsiqy 


Apoqou usin} pasu nod 1ey} Os UOs 101g pue MOPUIM 3Iq STH 


~Squeyo1opy] 


Spoy 


40] SA edsigy 
a10j¢ pue mopuly 
eH DCL | pie opgistio 19 


if tae sia et 


4 
































me) OTS) be 
ppv 20yg s 
nis pace -; oqany 
WOMU por. ae Yd © td 


re 3 BY 1 


























(racy “Sr cePoy | 


om 





OIALEG 1YPIY PY 








AB om. 


sie ®, cenit | 














alaynksaagy $a107¢ 
4aqgqny pun ssaypsajoy 4 ypdiauiag 


ay? Aq paisipy) $Y4201G paz4ossp 11944 PUD asuvT 


‘AQuUaZIOUID pure [[ed 
Ajoyxy, AloAd 10y pouueryd 2A,nof 
jl dos pue ulese I9AO YW YUIYT, 


‘pozis A[VYSII st yD0}s InoA 
yeyi vas 0} ‘y8noyi ‘nod 03 dn 8.3] 


‘pueulop 
SUIseodIOUI A[SNOPUSUIII} BY} JoUT 
0} sojAys jo AjaleA JUaIOWjNs & 
yoo3s 07 noA asin am pure ‘syipIMm 
pue sozis Aressadou [Ie ul afdoad 
JO sosse]o pue sade [[e IO} pouty 
-jno us0q dAvY safA}s SATIOVINY 


“a Fay PS? Saga 
MOUY UdIp[Iyd [Jews pue spiis pue 
sfoqg SUIMOIQ) ‘SUIQSISaI-1e9M pue- 
Jqixoy ‘ajqeyojwioo aie SqQyy 
‘PpayOo]IsA0 ua9q },UsAeY SHO} 
ay] 94} Jaquiswiay ‘“Iawoysnd 
aaAtqyedsoid e& si pjiys pue ueWIOM 
‘uew AIoAW ‘AVWUNUIWIOD UIe 1199 
eB UI SsoUIsnNgd 94} O} J9}eD NOX 


‘oABY plynoys pue 


uO S}ISISUI SYS 1O BY YIPIM AO V4 Ais 
aepnonied oy jo 2, 1Of ABMeE 


Pe ee ee a ee ee a a neanecnea cae eos 


-898 SI} SYIPIM pue sozAjs Ul UT] 
SCAM 42 pousproiq savy 39M 


{19Ul 
-uing pue 3ulidg Ajiva pajotpoid 
94} YIM 11eXs ][IM IVY} SALIP IsIYy 
ay} Joy noA aiedoid 03 YUdTDYZNs 
sem yt ains nof ay ‘sq ay 
IO} Japio InoA ynoqe pioM ve ysnf 


*‘pjoyseryy ino ssoise sqnd 
oyr SUlIq [fm ey SCA Y JOF sasn 
JO syios [][e ysa33ns AsYT, “SGA y 
paou oym afdoad A19A ay} 02 [eadde 
ysaiajuI ueuInYy e sey AvdsIp oy], 


‘uorziodoid ul opim 
pue ysiy QT st pred yoea—oonsnl 
Aejdsip MOpuIM INO Op 0} UIZeq 
1, UBD SUOTeIYSNI]II sIN eIUIW asoy J, 


“u9as 
JaAa 3A,aM Avidsip Buryodops0qur 
jo waysXks dAId0]J9 JsOUr oy WU 
suryeur ul Aouow pur AZ190u0 ‘oun 
jo Oo] & quads oAvY 9M “SIOVIeNb 


-PpB®ey SCIeoiTS se o10)1s InoA 


dures 0}- —nok IO} st Av|dsiqi TJ 














Se eEELLLLLLLLLLLLL Titi Te 


SILT 





Send for samples and prices. 


SCHIFF JEWELRY MFG. CO. 

















Rent arn ELLIOTT 








Maintenance 
Service is the 
result of years of 
experience. 

It will fit your 
needs best. 








Or 
Every 

If you advance 
prefer made in 
to own a Button 
a Attaching 

uy an Machines 
ELLIOTT is in the 


ELLIOTT 


Ask Your Jobber for 
The Elliott Plan 
or write us. 


ELLIOTT. MACHINE CO. -- Grand Rapids, Mich. 
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A PRACTICAL ANGLE 
ATTACHMENT 


When requested all of our buckles and ornaments are 
equipped with the fastening device shown here, which 
fixes the buckles firmly to the shoe, but permits it to be 
set at any angle—it is our exclusive design. 


We show original styles in hand engraved aluminum, 
imitation beaded and cut steel, one and two color effects. 
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403 BROOME STREET 
NEW YORK, N.Y. 








“The House of Taylor” 


HOTEL MARTINIQUE 


Broadway, 32d and 33d Streets 
NEW YORK 


One Block From Penna. Station 
Baggage Transferred Free 


Equally Convenient for Amusements, 
Shopping or Business 


a, 
a 
ca 
4 
a 
t 
7 
5 
s 
t 
& 
é 
* 
: 

Direct Entrance to B’way Subway i 
and Hudson Tubes * 
600 ROOMS 400 BATHS i 
— ' 
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Rates: From $2 Per Day 


A SPECIALTY 


155 PLEASANT ROOMS 
With Private Bath 


$3 Per Day 


The Martinique Restaurants 
Are Well Known for Good 
Food and Reasonable Prices 


CL canccnoencencenoancenoeneaneenomne 








appearance. 


attractiveness of your windows _by givin 
Place an “‘Ajusto”’ in ag | shoe that you display. Order enou 


windows today.- Price $3. 00 the dozen, f. o. b. Pittsburg. 


direct. - 
Model No. 2 i A and B Widths. Model No. 3 for Cand D Widths 
Also form up your Spats with ‘‘Ajustos”’ 


U. S. SPECIALTY MFG. CO. 


DEPT. A, PITTSBURG, KANSAS 
(And Remember-It’s Kansas) 


LET US HELP YOU WITH YOUR 
WINDOW TRIMMING 


“AJUSTO” BOOT LEG FORMS are indispensable for a good window trim. They work all 
day for business, making your shoes more attractive. 
and handier than any boot leg form yet devised. Every dealer needs them. They multiply the 

your footwear that smart, mene’ smooth, 


Adjusted in your shoes in a jiffy. Simpler 


raceful 
“‘Ajustos” for your: 
f your jobber cannot supply you, order- 
































The 
‘““FULTOP”’ 


This snug-fitting design is 
made in white and all the 
fashionable shades: Fawn, 
Light Fawn, Dark Fawn, 
Drab, Brown, Leather, Tan, 
Chamois, Champagne, 
Pearl and Smoked Gray. 
Made in cloth, silk, satin 
and linen. 


S. RAUH & COMPANY, 310 Sixth Avenue, New York City 






































OWADAYS, spats—not one pair, but several—are an essential 

N part of the well dressed woman’s wardrobe. With the ever 

increasing demand, “STANDARD” Spats are preferred by 

both dealer arid wearer because they are better made, better looking, 
better fitting, and better known than any other make. 


The “Fultop’—a smart new 
“STANDARD” model—will be 
in great demand because of its 
faultless fit. Made without a 
buckle and slipped on over the 
heel, it clings to the ankle, heel 
and instep, giving the smart ap- 
pearance of a cloth top shoe. 


Extensively advertised in maga- 
zines and newspapers, the “Ful- 
top” Spat here illustrated and the 


“*Trimline” will be leading spat 


designs of the year. Now is the 
time to anticipate your Fall de- 
mands. Write for samples and 
prices. A 


The Largest and:Foremost Manufacturers of Spats in the World 
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sale of shoe dressings is to realize benefits 
impossible to otherwise obtain. Our factory 
plus our jobbing connections, plus all shoe deal- 
ers. favorable to Whittemore’s constitutes a pro- 
ducing and distributing organization every unit of 
which is strengthened by every new member. , 
There are no special benefits to one, it’s the good of = tone 
all that has been the inspiring thought for action on 7 : 
the part of the founder. 


Whittemore Bros. Corp., Cambridge, Mass. 


Ask your jobber salesman or write us for complete catalog 
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DRESSINGS FOR ALL LEATHERS 


ittemores 
Shoe Polishes 


QUALITY VARIETY 


Sold in the Market Places of the World 


If it is a dressing for tan shoes, a 
dressing for black shoes, a cleaner for 
white shoes, gold slippers, satin slip- 
pers, or shoes of special leathers, Whitte- 
more can supply it. Back of your pur- 
chase of Whittemore’s shoe preparations 
is an organization whose size and efficiency 
is exceeded by none other of its kind in the 
world. To be allied with such a house in the 















NOBBY BROWN PASTE—tor all shades of brown shoes. Once 

you put this paste in stock, you'll be like omaeee. else who has 

erdered Ang | ay ot on ‘ on it’s —< the best sellers in 
‘or or Ox ere’ same si 

of PEERLESS OXBLOOD PASTE. ™° Size Package 





















DRESSINGS FOR ALL WEATHERS 











“HUBTIP”%9,.42™,2"" SHOE LACES 





Women’s or Men’s Men’s Women’s or Men’s 

= in. per gro. Strings .. . re = in. per gro. Strings.. wd ._ bos in. per gro. Strings ve ‘oe 
Men's 9 in Par go. Strings. ..4-43| |G ASSORTMENT CABINET |P ASSORTMENT CABINET 

€ 36 i 36 ee oe es ee 

F ASSORTMENT CABINET 24 a 45 «a SAAR $3.10 ig“ e ee ee $3.20 

48 pair 36 in........... SN eg eas “ eters J 

24° «45 $3.00 18 eee 

PM he A ASSORTMENT CABINET 

E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 

36 pair 36 in........... \ gs 0s EMS ans beanie {sa.15 este 

a Me asrenesins ; — he! Re COUNTER DISPLAY EASEL 


FRANK W. WHITCHER C0.--Mfrs.--Boston and Chicago, U.S. A. 


“WOVEN TIP’’ 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 
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A strip of adhesive tape is sewed This tape is then lipped up to The Korxole is covered with The duck is trimmed close, making 
on the Korxole. form a rib. gem duck, formed close to the a finished innersole that is strong, 
rib. flexible and wear-resisting. 

















FTEN a leather innersole will per-_. 
mit. the seam, which binds the welt 
and uppers, to tear away and weaken 
the whole bottom of the shoe. With 
Korxole innersoles this is practically 
impossible, since the seam is sewed 
through four thicknesses of heavy 
duck, and the strain is distributed 
MN S : h clear across the innersole, instead of 
0 t /} Lt C ™ — being limited to a thin channelled). 
- rib, as with leather. A shoe made 
Te 1]} Tl nN H. ére with Korxole holds its shape better 
‘4 under any normal strain. Specify 


Korxole in some of your lines. 





Armstrong Cork Company 


132 Twenty-third Street, Pittsburgh, Pa. 
Branches in the Principal Cities 


MTT PUUAUAQUANEONEONEOONEOQUEAHE 


Reg. U. 5. Pat. Of, 


“The Flexible Cork Innersole That’s Built Into the Shoe’’ 
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T is not often that quantity 
purchases of such high grade 
stock as we require for Smith- 

Briscoe shoes are possible so far 
in advance. 


However, we were able to make 
our raw stock purchases for this 
season many months before the 
present (much higher) market. 





This fact constitutes a strong 
savings inducement for the dealer 
to stock Smith-Briscoe shoes. 


“See the salesman’’—or write us. 


akers Good Shoes for7 
Wench 


351A A000 9 2022020 000200000 
OL _ 


SPATS — FALL SEASON STYLES 
SMART STRIKING PATTERNS. 


Fitting qualities and workmanship the best. 
The finest grades in Felt and Kersey Cloth. 
COLORS Gry Fawa, Black. Brown’ 

BLACK SATIN 
$10.00 to $30.00 Per Dozen Send for Samples 


THE SIMON HALPERIN CO. "Ne fat 


Sznith Brigcoe Shoe Ge Inc. 
a 








yl 





























IN STOCK 


BAREFOOT SANDALS 


And 
PLAY OXFORDS 


Extra quality—non-rip. 
Goodyear stitched. No tacks or 
anew nails. Smooth inside. Solid leather 
C and E Widths throughout. Footform lasts. 


No. 300—Full chrome tan upper, oak sole, 


one piece leather insole. Sizes 5 to8; 84% 

toll; 1144 to2. Women’s sizes 214 to 7. laiathon Shoe No. 315—Full chrome tan upper, oak out- 
No. 302—Full chrome black upper, sizes as ¢ sole, one piece leather insole. Sizes 5 to 8; 
above. No. 307—Chrome smoked elk. 8% to 11; 11% to2. Women’s sizes 244 


Ne. ee Petia” Sie 214 t0 S32. WAUSAU, WISCONSIN to7. Cand E widths. 
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The 
~ “American Girl” 


Line for Fall, ‘19 


Is “there,” stronger 
and better than ever 








*A SHOE AS GOOD AS ITS NAME” 


We claim this, and shoe buyers of distinction who 
have seen our Fall styles plus shoe making, 


SAY SO! 


The ‘‘American Girl’ Shoe 


Like the American Boys 
—Are Winners 


Before placing your Fall Orders wait to 
see our new styles, lasts and patterns 





OUR SALESMEN 


Are now in their territories, and will be 
pleased to call on you 





| THE SAM B. WOLF SHOE CoO. 


412-418 W. Seventh St., Cincinnati, Ohio - 


New York Office, Room 318, at 399 Broadway 
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HOW TO READ A BANK REPORT 
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(7) “Capital” 


Report of American Trust Co. to the Bank 
Commissioner, Nov. 1, 1918: 








“Capital” shows to what extent the bank is liable to its. ASSETS 
stockholders for funds furnished by them to begin and Rc inenicinvnssccevseses $4,907,770.56 
d banki husi Demand Loans........... 5,146,474.97 
conduct a banking business. po eee 16,847,160.36 
= — , . i Notes Rediscounted...... 1,597,811.12 
Ample “Capital” coupled with satisfactory service and Customers’ Liability on a 
: : : Acceptances............ 408 -00 
efficient management produces earnings, a portion of Investments............. 2,540,169.28 
which is paid to the stockholders who furnished the -————_— 
“Capital,” the rest being saved and laid aside as “Sur- $31,447,386.29 
plus” and “Undivided Earnings.” LIABILITIES 
These three items constitute a bulwark of protection to Deposits................- $25,786,343.65 
h d . f h uld h be . ] . d Capital ecoecccccccceccecces ,000,000.00 
the depositor, for they wo ave to rag wipe Surplus Earnings......... 2,655,231 52 
i i 1 rr re ,000. 
out before the depositor could lose a single dollar soceptanese senceaaguanen 1,597°811.12 
In our next advertisement we shall consider “Surplus.” $31,447,386.29 


AMERICAN TRUST COMPANY 


Member 
Federal Reserve System 


50 State St., Boston 


The seventh of a series of advertisements 


Bunker Hill Branch 
City Square, Charlestown 


EE ——————————————L$&LeLee==&L&SSOaOaOaOaaaaar———E—rE——rrrrr————e 
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tempered steel—will not 
nickel-plated. 


Shoe Lace Tips (black, 
500, 35c. 





Indispensable Tool 


The “Universal” Shoe Lace Tipper replaces tips in- 
stantly by simply pressing the handles. Made of 


GUARANTEED—We will replace any Faulty Tipper 
on receipt. Saves its cost on one busy day. 


Price by mail, postpaid, $1.25 each 


Special discount to Jobbers. 


Send for catalog of Shoe Lasts & Stands, Mogle Jacks, 
Lap Lasts, Nail Cups, Heel Plates. etc. 


THE ROOT-HEATH MFG. CO. 


PLYMOUTH, 
N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr. 









Shoe Dealers 





break. Highly polished and 
your comfort. 


brown or white), per box of 





OHIO, U. S. A. 


Better “‘Essex’’ Service 


is being planned. Changes under 
way will make this hotel more popu- 
lar than ever with shoe and leather 
men. A long experience in accom- 
modating the traveling public is 
assurance that you will be well taken 
care of if you register here. We 
advise writing or wiring for rooms, 
that we may prepare for your visit 
and most satisfactorily provide for 


Hotel Essex 
BOSTON 


McCARTHY BROS. 


Proprietors 
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STYLE S-21. ORIGINAL BOY 
SCOUTS SHOES. 
Black, Smoked, Cjhfocolate 


Chrome Elk Up; . Kiorry 
Krome Soles and Heels.¢ — 





ied 
Little Gents, 1-6 Boys, 6-11 
Mens. C, D, E widths. 














“BOY SCOUTS” 


Season 


Dealers on the. outlook for. big sales will recognize the fast selling 
merits of “BOY SCOUTS” Shoes and stock up immediately. 


Wide line means wide trade. 





Many styles mean fitting all customers. 
The BOY SCOUTS Line includes— 
SERVICE SHOES. 

ARMY (Munson Last) SHOES. 

DRESS. SHOES. 


Long years on the market and national advertising have established 
an enthusiastic following for BOY SCOUTS. 


Let our salesmen show you the line and its advantages. 
Write us today. 


The 
Enesides Shoe Company 


Portsmouth ~. Ohio. 
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BASS SHOES 
FOR HARD SERVICE 


TWO STANDARD SCREW 
FARM SHOES OF THE 
BASS QUALITY 





IN-STOCK 





Stock No. 381 


Brown Kangaroo Grain Blucher, made on Munson Last. 
Tip; full-bellows tongue; nickel Klondike eyelets and 
hooks; three soles, fair stitched, standard screw process. 
Sizes, 5 to 12 E; to order, 5 to 12 EE. 


Stock No. 461 


Tan Waterproof Grain Blucher, made on Munson Last. 
Tip; half-bellows tongue; cloth lined; three soles, fair 
stitched, standard screw process. Sizes, 5 to 12 E; to 
order, 5 to 12 EE. 








G. H. BASS, SHOEMAKERS WILTON, MAINE 








COLONIAL BUCKLES 


Leather 
Covered 


Bright 
Nickel 


Oxi- 
dized 
Silver 


No. 4989 


Write for 
Prices 
We Can 
Deliver 
the 
Goods 


OXFORD LACES 
Mercerized and Silk 


THE LINCOLN COMPANY 
1508 Washington Ave. 








St. Louis, Mo. 











DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 
the Large General Stores. 
Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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DIAMOND POINTERS 








“Reputation comes from deeds 
Good deeds have no limit” 


We surely have a lot to look back to 
and a lot to look forward to. 





















HERE FOR YOU 


SURE-SHOT 
IN-STOCK 
SERVICE 


$3.70-$6.65 


















P stock No. 472. Koko 
Rus. Calf Lace aX 
Speedway t. 

D, 514-10. $5.15. 


JUST ONE GOOD NUMBER 
The others may be seen in the new 
1919 Catalog. Did you get your copy? 
If not we will send another gladly. 

130 STYLES 


SAME - DA Y 
SHIPMENTS 


READY WHEN YOU ARE 






























For factory orders cur salesmen 
will call if you say so 
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YOU DON’T HAVE TO BITE 


OFF MORE THAN 
YOU CAN 
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Many of our best friends began with a purchase 
of a single trial pair; many of our biggest 
accounts fell in line because we made it so easy 
for them to get acquainted. For, in years 
gone by, we had already learned that an open, 
above-board policy of “start as you please” 
gives a merchant greater confidence in the 
strength of our service. 


Now that a much larger output permits work- 
ing for more retailers, we are glad to have the 
merchant, who has not been with us, choose his 
own method of starting up a most profitable 
relationship. There are no ifs or buts. There 
are no dos and don’ts. There are no quantity 
limitations. In fact, we much prefer that you 
make a careful examination of inspection pairs 
(sent at our expense)—one or a hundred if you 
choose. Then order to your heart’s content. 


The point in case is, that shoes whose greater 
selling power is so evident and so proven must 
endear themselves to the retailer on sight. All 
we ask is your fair consideration of a service 
that numbers among its friends thousands of 
the country’s best retailers. (Details if you 
want them.) 


How about making us put up or shut up? Send 
a trial order now before our néw capacity 
reaches the “sold-up” stage again. 
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The Pleasant 


ws its beauty and fertility, has 
always tempted the Invader. But 
the rugged mountains of Ardénnes and 
Vosges stood in his path and compelled 
him to find easier paths through Bel- 
gium, through Flanders, Anjou and 
Burgundy. 


History Repeats Itself 


because climate and topography react 
on man in all ages in the same way, pro- 
ducing similar conditions, compelling the 
similar methods and instrumentalities. 


Caesar and Pershing 


fought the same foes, on the same fields. 
The Caliga, the military sandal worn by 


United Shoe Mact 
B 


Auburn, Me..........87 Main 
Brockton, Mass Center 
Chicago 18 South Market 
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| Caesar’s legions, was the ancestor of the 
| Goodyear Welt Shoe worn by Pershing’s 
| Yanks. The Caliga, heavy-soled and 

hob-nailed to meet the rough trails and 
| muddy lands of Flanders, was the germ 
| of the Pershing shoe. 


The Goodyear Welt Shoe 


| represents the most modern develop- 
ment of civilization’s footwear; its con- 

| struction demands the best materials, 

the best workmanship, and these mean 

| the acme of foot comfort; excellence and 
| art in style and lasting endurance in the 
face of hard wear. The Goodyear Welt 
Shoe is the Shoe of Efficiency. 


ery Corporation 
UN 


“BFICES: 


hnson City, N. ¥.124 Main New York 37 Warren 
OD: s.d:a:0'0 dee 258 Fourth Philadelphia. ..221 North 13th 


Ww Orleans....216 Chartres Rochester, N. Y......130 Mill 
St. Louis 1423 Olive 
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IN STOCK IN STOCK 
For Prompt Shipment For Prompt Shipment 



































Per Pair 
230-S 1-piece, 6 ounce Mahogany Smooth Finished Leather, Spring 
Style, Faced around Top and down Front 
258-S_ 1-piece, 6 ounce Mahogany Smooth Grain Leather, Spring Style.. 5.65 





110 1-piece, H’vy Russet or Black Smooth Finished Split Lea 

105 1-piece, H’vy Split Lea., Smooth Finish, Mahogany Shade 

112 1-piece, H’vy Russet or Black Smooth Finished Lea., Reinforced 
Top, Front and Bottom 

108 1-piece, H’vy Split Lea., Smooth Finish, Mahogany Shade, Faced 
around Top and down F: ront 3.85 

114 1-piece, 6 oz. Mahogany Smooth Finished Lea., S. W.S. Style, Re- 
inforced Top, Front and Bottom 4.00 
Highly polished 8 oz. Smooth Gr. Lea., Mahogany or Black 5.40 

258 1-piece, 6 oz. Mahogany Smooth Gr. Lea., S. W. S. Style 545 

261 1-piece, 6 oz. Mahogany Im. Pig Skin Gr. Lea., S. W.S. Style .... 5.65 














CATALOG ? LEDs CATALOG ? 




















Per Doz. Pr. 


4-3 Army Regulation Style Side Lace Canvas Legging 
3-2 Army 10-oz. Khaki D. F. Canvas, Army Style, Square Top, Extra 

Long 9.00 
514 10-oz. Khaki Canvas, Napoleon Top, Army Lace 8.75 


3-2 Army Boys 10 oz. Khaki D. F. Canvas, Army Style, Square Top, 
Extra Long 8.50 


514 Boys 10 oz. Khaki Canvas, Napoleon Top, Army Lace 8.25 

















Per Per 

Doz. Pr. Doz. Pr. 

Boy Scout 8 oz. 4-piece Canvas Puttie, Seamed, 9Army Regulation Style, Lace Front Canvas Puttie $12.50 
Double ‘rap Strap oa, “A Winner 8 Army Same as 9 Army but with Eyelets through 

for the Boys”... . $9.00 the Spring 

P. D. 10 10 oz. Khaki Duck, ‘4-piece, Seamed, 5 Army 16 oz. Fibre Dyed Duck, Reg. Style, Lace 
Double W wed Strap, U. S. Army Pat- gront. Canvas Puttie, Eyelets through 

tern. ae Spri 15.00 

7 Army ieee’ Regulation Style Lace Front Puttie.. 10.50 





We Operate Our Own Tannery 


HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U. S. A. 
| coe | mle | es | 
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Full Louis tm 
Price. .$4.25 


Style 260—One of 
TGrrect Dodge- seas 
For All Occasions 


IN STOCK 


Style 261—One of 
our new long vamp 
operas. In white 
reignskin, 2 1/8 


Style 268 — 
White Sea 
Island Opera, 
1K” “Baby” 
Louis heel. 
Price. ..$3.60 


Style 232—White Sea 
Island; white ivory 
ole. ‘Price $3.25 


Style 267—This same model, in 
white satin. Price $4.25 


Style 216—Same, in gold cloth. 
Pri $5.50 


we ‘are going to have one of the hottest Summers we 
have ever seen and now is the time to be prepared on 
white shoes. 
When the demand comes it will come strong and unless your 
orders were placed early enough, you will not be able to keep 
stocks up to the proper pitch. 


Ordering early enough means ordering right now. 


\ ) 7E are not weather prophets, but we venture to say that 


Prices Not Guaranteed. 


re Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


: | k Philadelphia 
= 


Boston New Yor! Chicago San Francisco 
183 Essex St 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Bivd. 417 Pacific Bldg 
Great geri Bldg. 


Montgomery Kansas R 
20 Gains be Ave. 537 Ridge oy 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 
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When we take possession of our new St. Louis headquarters 
about July Ist next we will have nine floors filled with more 
than a million dollars’ worth of shoe merchandise, all in 
perfectly systematized order, ready for immediate delivery 
to our customers. 


Our ten big specialty factories are now at work on this stock 
every, day. 


In the meanwhile, all deliveries are being cared for promptly 
from our present location. Our stock is complete—do not 
hesitate to send us your orders for immediate shipment. 


Central Shoe Gompany 


Kansas City, Mo. 
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The view on the left shows the progress being made on our new building 
on Washington Avenue at Seventeenth Street, St. Louis. 


This photograph was taken March 15th and since that time two more 
floors of solid reinforced concrete have been‘added. 

The view below is an accurate presentation of the building as it will 
appear when completed. 


It will be a business home—built to meet our business requirements and 
to better serve the large number of merchants who are our business 


friends. 
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OSIERY is always a profitable 

line to add to your shoe busi- 
ness---dealers no longer doubt the 
advisability of devoting space for 
Hosiery Departments. 


Your shoe customer naturally looks for 


“Onyx” @ Hosiery 


Reg VS. Pat. orriee 


when she buys her shoes---the shoe selling is made 
easier with no risk on your part. 


The more effort you use in pushing your Hosiery 
Department, the greater the increase in sales of 


shoes. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1083 Chestnut Street The Lytton Butlding 
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Bates 


‘“*Parade’”’ 
Model 


No. 0300 
IN STOCK 


“hai : Se een Creese & Cook’s ““Tony”’ Calf 
i 5 to 11 to D 


The Day of the Plain Toe 


HERE never was a great of all pursuits, all ages. It adds 





war that did not inspire a “go” to the Spring‘suit. 

new and characteristic set The “Parade” has a strong 
of apparel fashions. Today, for _ trade-grip in the Bates Agencies. 
Men, it is the plain-toe shoe— So, we carry it in stock at 


Chicago and will accept orders 
for fast shipments. 
It’s only one of numerous 
It smacks of the Army officer’s sales-making numbers in the 
dress shoe. It appeals to men Bates Spring line. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 


Like this Bates ‘‘Parade”’ 


model, for instance. 
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SST 4 | 
Ce te 
COMFORT Sap 


AAR 


THE SAFE RULE 


Is to buy a line that is in every way DE- 
PENDABLE. The consumer never forgets 
QUALITY, while the price is soon forgotten. 
You can build a good, safe and profitable shoe 
business on one thing—QUALITY. In mak- 
ing “CONSTANT COMFORT” shoes, our 
first. thought is QUALITY. You fully realize 
what this means to you and to your customers. 


Kid Opera 1-strap 
sandal, 8-8 heel, C- 
D-E. 


Price ...... . .$2.40 


No. 668 


0. 
Kid O; 2-strap sandal, 108 
heel, CD-E. - 


PR Si diednacsccccasced $2.65 


No. 669 
Kid Opera 2-stra 
ump, 12-8 heal, 
3-C-D. 
Price $3.35 


AULT-WILLIAMSON SHOE CO. 


BLACK KID TURN SPECIALISTS 
AUBURN - - - - MAINE 
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Styles of Lynn 


Lynn manufacturers have finished 
their drive on Easter shoes. They con- 
sider it a big success. The making of 
pumps and oxfords goon. Orders show 
that they are favorite footwear for Sum- 
mer. Patents, dull blacks, browns and 
whites are the best sellers. 

The program for Fall is under discus- 
sion. It will be a while before it is 
settled. Some of its features are these: 

Lasts are longer. Vamps are 4%, 
even 414 inches long. Heels are high. 
Louis styles outnumber military styles 
seven to one. Nine-inch tops prevail. 
A few button boots are 8 and 84 inches 
high. But the most of them are 9 
inches high. Button boots continue in 
the game. Manufacturers are not 
praising them. They fear they will be 
difficult to fit. But buyers call for them, 
and manufacturers must make them. 

As for leathers, the use of patent stock 
is on the increase, for Summer pumps 
as well as for Fall boots. Dull black 
and gray kid will be a leader in Fall lines, 
if the ships come in with the goatskins. 
Five million skins came into New York 
last week. Nine million skins are in 
foreign ports, most of them awaiting 
shipments to the United States. If the 
ships get them here there’ll be a big run 
on kid. Some interest there is in cloth- 
top boots. But it is at present not 
great in Lynn. 

Judging from the volume of business 
going through Lynn shops ‘that make 
shoes at a price, there is a growing de- 
mand for the popular grades of women’s 
footwear. 

Question is raised whether or not 
there is a scarcity of nine-inch boots. 
The making of them was forbidden by 
the war time regulations. Manufac- 
turers shifted to eight-inch boots and 
low cuts, making a miss on the eight- 
inch styles and a hit on the pumps and 
Oxfords. No nine-inch boots were 
made. A salesman thinks nine-inch 
boots are scarce at the present time. 


News in 


Manufacturing, and Merchandisi 
ments in America’s Shoe 
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One in Five Has Buttons 


“Fall orders are coming in in an en- 
couraging way,” says Mr. Mitchell of 
Mitchell, Caunt Company. ‘“‘We ‘ex- 
pect a large volume of business for the 
coming season. 

“Patents are strong among leathers 
wanted for Fall. Field mouse looks like 
the best seller. Vamps are long. 
More high heels are wanted. 

“One in five orders call for button 
boots. We do not approve of the 
fashion, but we must please our 
customers.” 


Two Best Sellers 


Two boots are best sellers for Fall in 
the lines of the Welch Shoe Company. 


One is made over a pointed toe last, 
with a 44-inch vamp, and an 18-8 
Louis heel. It has a patent vamp and 
a black kid, or a novelty topping. It is 
made in lace or button styles. Laces 
are the best sellers. 

The other is made over a long toe 
last, with a 14-8 military heel. It is of 
mahogany leather, and has a fairly thick 
edge, white fair stitched. 

The first shoe, a dress shoe, far out- 
sells the second shoe, which is a service 
shoe. 

Some Stock Shoes 


A stock department, featuring 
women’s styles for the season, has 16 
numbers. Of them, 14 are pumps and 
oxfords, and two are boots. Fourteen 
of them have Louis heels, 18-8 high, and 
two have military heels, 14-8 high. Six 
are of patent leather, four of black kid, 
two of white buck, three of white fabric, 
and one of gun metal. One boot has a 
black satin top, and the other has a 
black kid top. 


Building Addition 


Cook Bros. Leather Company, Salem, 
are building an addition to their fac- 
tory, and will double their output of 
calf leather. They make black and 
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colored leather in smooth and suede 
finishes. 
Going to Greece 

John P. Souvaldzis sailed this week 
for a trip through Greece, Turkey and 
Egypt for the Pearce Leather Corpora- 
tion of Peabody. He will buy skins and 
sell leather. He was born in Greece, 
came to this country when a boy, 
blacked shoes, worked in tanneries, 
started a store, bought real estate, and 
made money. He speaks English and 
French as well as Greek. He belongs 
to Peabody Chamber of Commerce, the 
Masons, and other organizations. 


McKays and Welts 

Three new firms are starting in Lynn 
to make McKay shoes, the classy kind, 
that have the style and lightness of 
turns and the durability of welts. It 
looks as if the production of McKay 
shoes was on the increase in Lynn. 
However, the sure and steady gain in 
Lynn is on welt shoes. The established 
firms make more welts season after 
season, and the production of welts this 
season is the largest in the history of 


’ the city. Some manufacturers are pre- 


dicting a time when Lynn will make welt 
shoes only. 


Plating and Rolling Sole Leather 

Two new machines for improving sole 
leather have appeared. One is a press 
that exerts a pressure of 2,000,000 
pounds. It is twice the size of the press 
that is commonly used for plating 
leather in North Shore factories. The 
new press is especially for sole leather. 
The common press is chiefly for upper 
leather. The new rolling machine rolls 


. leather under a heavy pressure. The 


roller travels over a bed 11% feet long. 
The machine itself weighs 7,500 pounds. 
This shows it takes much metal to make 
leather. Both machines firm the fiber 
and improve the grain of sole leather. 
So the natural finish on the bottoms of 
shoes should look better to the shoe 
buyers in the future. 
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Philadelphia 


The last week has shown a marked 
advance in the Philadelphia leather 
market, and notwithstanding the fact 
that the manufacturers have been ex- 
pecting it the demand, if anything, is 
stronger. 

The upward movement, the manufac- 
turers assert, is largely due to demand 
forexport. This is particularly the case 
as regards sole leather, and the sudden 
increase in foreign demand does not help 
the situation, already bad enough from 
the buyers’ viewpoint. The question 
of prices, says one local manufacturer, 
is the least of his worries, though a seri- 
ous enough one in view of present high 
levels. A greater difficulty lies in ob- 
taining stability of quality. 

Owing to the scarcity of heavy- 
weights, he believes, there will be a 
greater proportion of lightweights in 
the production of the near future. 


Price Advance Not a Flurry 


The advance in prices is not taken as 
a mere flurry. There is every indica- 
tion that further advances are in pros- 
pect, and this view is supported by the 
fact that the advances of the last couple 
of weeks have not been marked by any 
tendency on the part of manufacturers 
to hold off. Quite the contrary is the 
case, and the foreign demand has been 
accompanied by increased domestic 
buying. 

Other manufacturers report that they 
are now buying rather heavily in glazed 
kid, which also is showing a strong tend- 
ency toward permanent increase in cost. 

All things considered, however, and 
despite the rise in the market, the shoe 
manufacturers and the leather men both 
regard the stimulated movement of 
stocks as a healthy sign, for no matter 
to what levels quotations may reach, 
slow moving stocks and slow turn-over 
of capital cannot show maximum profits 
on investment. 


Marked Increase in Retail 
Sales 

This week has recorded noteworthy 
increases in retail sales under the in- 
fluence of the ‘Dress Up’’ drive, in 
which all elements of the clothing and 
wearing apparel trades are co-operating. 
Heavy and simultaneous advertising 
has concentrated the public attention on 
wearing apparel with far better effect 
than was expected by the merchants if 
the preliminary reports of sales may be 
taken as a measure, and there is no 
reason why they should not. 

The drive, apparently, has been most 
timely. It would appear that the pub- 


lic wardrobe is sadly in need of replenish- 
ing, and contrary to predictions of some 
months ago that the better qualities of 
cloth could not find their way into the 
clothing market before Fall, much better 
values, or marked decreases in price, 
whichever way one chooses to put it, 
have made their appearance, and this 
has not hurt the drive a bit. 

While shoes have not shared in the 
reductions, merchants report a demand 
accompanying the clothing sales, which 
is slowly but surely overcoming public 
hesitancy on the price score. 


Heavy Demand for Sporting ‘Shoes 
Indicated 

Though it is too early yet for any 
heavy retail sales in sporting shoes, a 
number of retail merchants assert that 
they have marked indications of a very 
heavy demand for this season, and act- 
ing upon their observations are pushing 
the manufacturers for deliveries. Many 
report that they have already placed 
additional orders for these goods. 

In men’s lines particularly the sales 
are expected to be heavy. 

Last season young men devoted little 
time to sports. They were too busy in 
the Army. And among those who were 
not numbered in the military ranks there 
is no question but that there was a de- 
creased interest in sporting events. 
There was a general feeling that it was 
no time for any general indulgence in 
recreation. 

Now the young athletes are getting 
back into “civies,” and a marked in- 
creasé of interest along the line generally 
is being evidenced. 

“If the leaders are getting back to 
tennis this Summer,” argues one retail 
merchant, “‘it is logical to suppose that 
the general run of the young men will 
follow their lead. They always do. 
And if the young men play more tennis 
there is no escape from the conclusion 
that the girls will do likewise; so there 
you are.” 


Only Quiet Effects in Cloth Tops 


Philadelphia retail merchants quite 
generally, with the exception of those in 
certain sections of the city, report that 
they have not bought heavily for Fall 
in cloth tops, and that they are placing 
very few orders for anything but the 
quieter and less contrasty effects. 

The Philadelphia public, always tend- 
ing toward greater conservatism than 
New York, apparently has had about 
enough of contrasts and light colors, and 
the dealers, who feel that they know 
their trade, expect that the present 
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preference will hold good through the 
Fall. At any rate, most of them are 
playing the game safe, on the basis that 
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it is better to take a chance on filling in 
their stocks later than on being caught 


with goods for which there is no demand. 


Rochester 


The weekly meeting of the Rochester 
Retail Shoe Dealers’ Association, held 
April 4th, was well attended and was 
devoted to the discussion of important 
problems. 

President Ernest N. Park of the New 
York State Association and his partner, 
Mr. Brannock of Park-Brannock Com- 
pany, Syracuse, were in town for the 
day and dropped in to enjoy the discus- 
sion. Both men spoke briefly on the 
value of association work. 

Owing to the vagueness of the Luxury 
Tax Law, there is a great difference of 
opinion regarding the proper method of 
recording sales of pumps and colonials 
with fancy buckles, on which a tax will 
have to be paid after May Ist. 


Convention Plans Progressing Well 

The work of preparing the Conven- 
tion program for the New York State 
Shoe Retailers’ Convention, which will 
be held in Rochester on July 7, 8 and 
9, has been commenced by the com- 
mittee, and they promise a program of 
interest for those who attend the ses- 
sions. The present plans provide for 
plenty of entertainment and round-table 
discussions which will be held by the best 
speakers obtainable. 


Soldiers Demand High Grade Shoes 

High grade, low cut shoes seem to 
be the choice of the men of the 27th 
Division, who have just returned from 
six months’ active service in France. 
Shoes of English make are especially in 
demand, and one retail merchant plans 
to stock up heavily on a leading brand 
of English shoes, and believes that he 
will have no trouble selling all the Eng- 
lish shoes that he can obtain. 


McCurdy’s Hold Opening 

The Annual Spring Opening of the 
McCurdy store took the form of a 
Southland Opening and, judging from 
the crowds that attended, was very suc- 
cessful. Bowers of Spring flowers and 
palms were attractively arrayed 
throughout the department, making a 
beautiful background for the display of 
the latest Spring models, and singing 
birds everywhere added to the effect of 
Spring and the beautiful Southland. 


William Pidgeon, Jr., Speaks at 
Pittsford 

William Pidgeon, Jr., President of the 

Rochester Shoe Retailers’ Association, 

is a very busy man with his retail store, 


and the responsibility of arranging for 
the New York State Convention which 
is to be held in this city, but, neverthe- 
less, he finds time for other work, and 
on Monday last he spoke before the New 
Era Brotherhood of the Pittsford Pres- 
byterian Church. 


New Walk-Over Store Opens for 
Business 
The doors of the men’s new Walk- 
Over store were formally opened on 
Monday, March 25, with a complete 
line of footwear. 


A modern front of the latest design in 


shoe store architecture has been in- 
stalled, and the interior of the store has 
been entirely remodeled. 

Men’s footwear will be carried ex- 
clusively. 


Endicott-Johnson Company 
Incorporates 

Papers for the incorporation of ‘the 
Endicott-Johnson Company, the world’s 
largest shoe manufacturers, with plants 
at Endicott and Johnson City, were 
filed at Albany this week, with a capital 
stock of $36,000,000. 

The new corporation, which succeeds 
the co-partnership of Endicott-Johnson 
Company, which began business in 1894, 
now has a production of 7,000 pairs of 
shoes a day. Henry B. Endicott is 
president, and George J. Johnson, vice- 
president and general manager. 


Certificate of Incorporation 

“Streb Aluminum Shoe Company, 
Inc.,” has been incorporated to manu- 
facture and sell aluminum and metal 
shoes and boots; to manufacture and 
sell and deal in boots, shoes, leather and 
metal goods, etc. Capital stock, 
$50,000, 500 shares; $100 each. Begin 
business with $1,000. Directors: Celia 
Streb, 5 shares; Martha Streb, 3 
shares; May Kraft, 2 shares; Rochester, 
N. ¥. 

Increases in Capital 

A certificate of incorporation has been 
issued to the A. H. Martin Company, 
Inc., to manufacture and deal in shoes 
and leather goods. Capital stock is 
placed at $25,000. They begin business 
with $20,000. The directors of the 
company are Archibald H. Martin, 
Frances M. Martin and Catherine A. 
Rummell. 

The Hughes & Curran Co., Inc., have 
increased their capital stock from $3,000 
to $60,000. 
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Cleveland 


If every branch of retail merchandis- 
ing is in as good a condition as the shoe 
business, the croakers and calamity 
howlers who predicted business de- 
pression will have to seek the tall 
timber. 

Never before have Cleveland shoe 
stores and shoe departments been as 
busy; and never before has selling been 
so easy, nor has high-grade merchandise 
been in such demand. 

Dan Bulger, manager of the women’s 
department of the Stone Shoe Company, 
said, ““We have found it necessary to 
change our seating arrangement so as to 
increase capacity. Blacks are predom- 
inating over colors, although brown calf 
oxfords with military heels are exceed- 
ingly good. Brown kid oxfords with 
French heels are selling quite freely; 
but on the whole patents, suedes and 
bright kids are the big bets. 


60 to 75 Per Cent Oxfords 


““At present we are selling 60 per cent 
to 75 per cent oxfords, though the call for 
colonials and pumps is increasing as the 
season advances. Black satin oxfords 
are not selling as freely as was the case 
earlier in the season. Our last shipment 
is in. 

“Suedes and bucks aré exceedingly 
good. We are featuring buckles, and 
selling a lot of them. We expect black 
suede boots to be very good for early 
Fall, as will be gray suede. Patents for 
Fall will be the big bet.” 


Louis Heel Type Big Seller 


The Hanan Store is selling more ox- 
fords than pumps at present but see a 
tendency toward pumps within the 
past week. This store sells a great 
many military heels but the Louis heel 
type is the biggest seller. In the Hanan 
store an extra commission is paid on 
buckles and the business in this article 
has been phenomenal. No real cheap 


ones are sold at all. Many buckle sales 
of $25 to $50 are made every day. 

The store recently added hosiery and 
is doing an exceedingly satisfactory 
business in this line. The woman in 
charge of this department was formerly 
in a department store. In talking of her 
department, she said, “‘I have been sur- 
prised at the ease with which high-grade 
hosiery is sold here. It is so easy to get 
the correct shades by matching hosiery 
with shoes when I buy. Then the cus- 
tomer is sure the hose are the right 
shade. A shoe store is the logical place 
to carry hosiery. I am surprised that 
so many shoe stores are overlooking the 
golden opportunity the hosiery depart- 
ment offers. We sell lots of shoes to cus- 
tomers who come in for hosiery.” 


Business Never Better 


Mr. La Rose, buyer of the Chisholm’s 
Euclid Avenue Store, said, ““We have 
never had such a business. If it were 
any better, we would have to take 
something for it. Oxfords are leading 
at present, although some days we sell 
more pumps. Buckles are_ selling 
mighty good. In fact, we cannot get 
certain kinds fast enough. 

“Here is one of our best sellers.” 
Here he picked up a kid tongue pump. 
The tongue was short and pointed—a 
patent leather insert. ‘‘We can make 
most anything out of this style,” said 
Mr. La Rose. “It looks good just as it 
is; will sell to the woman who asks for 
spat tongue or tongue pump. By put- 
ting a buckle on it we convert it into a 
beautiful colonial. Our idea is to elimi- 
nate as many styles as possible. 

“This model is a winner in accom- 
plishing that end. We have experienced 
some difficulty in getting turns and so 
are pushing light welts and McKays. 
We know, while selling is sometimes 
harder, that the results to the customer 
will be more satisfactory and so it is 
worth the effort.” 


Louisville 


**Tan-English’’ in Men’s Styles 
F Since the turn of the year, business 
with the Louisville retail merchants has 
been good, due largely to the unpre- 
cedented run of good weather, which 
has brought buyers out locally, and at 
the same time an excellent volume of 
country patronage. In addition to the 
store trade orders have piled in by 
mail, especially for high-grade women’s 
shoes. Men’s business has picked up 


rapidly as a result of the return of mili- 
tary men to civilian pursuits, and chil- 
dren’s business has been well up. In 
men’s shoes the tendency this Spring is 
to high shoes, due in part to the fact 
that men became accustomed to high 
shoes during Army life, while the tend- 
ency has been in that direction for 
several Years past. Styles and colors 
in men’s shoes can be answered in just 
two words, “Tan-English.”’ Military 
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men who were expected to go ahead 
wearing wide lasts after getting into 
civilian clothing claim that they have 
had enough of wide lasts to last them a 
lifetime. 


Oxfords and Pumps Equally 
Popular 


In women’s shoes the demand is 
fairly well divided between oxfords and 
pumps, with French heels, colonial style 
pumps getting the demand in black kid, 
satin and patent. Oxfords are good in 
dull black kid, patent, and some tans 
are moving. Good merchandise is 
scarce in women’s shoes, due partly to 
the strikes in Brooklyn. Several retail 
merchants report trouble in securing 
merchandise. Some of the medium- 
priced men’s houses are having trouble 
in securing deliveries fast enough. 


Local Shoe Association Honors 
E. M. Cohen 


On April 1, the Louisville Retail Shoe 
Association held a farewell dinner at the 
Tyler Hotel, in honor of E. M. Cohen, 
manager of the shoe department of J. 
Bacon & Sons, and president of the 
association, who resigned both posi- 
tions to go to Harrisburg, Pa., where he 
becomes buyer and manager of a new 
shoe department to be opened by David 
Kaufman, in a department store. Thirty 
shoe men were present at an excellent 
dinner at the hotel. Business was cut 
short, and the evening given over to 
fun. Mr. Cohen introduced B. H. 
Smith, his successor at Bacon’s, making 
a very complimentary talk in favor of 
Mr. Smith. The association presented 


Mr. Cohen with a handsome umbrella : 


as a token of esteem, first playing an 
April fool joke, and presenting him 
with a worn out rain stick. The princi- 
pal speakers of the evening were Charles 
Siersdorfer, who made the presentation 
speech, referring to Mr. Cohen’s four 
years in Louisville, and second term as 
president of the association; Allen 
Wollie of Cincinnati, O.; and D. Craney 
of Columbus, O. 


B. H. Smith Now Manager at 
Bacon’s 


B. H. Smith, the new manager at 
Bacon’s, comes from Nashville, Tenn., 
where he has been with the Castner- 
Knott Company for the past seven 
years, and fifteen years in the shoe 
business. The Castner-Knott Com- 
pany is a link of the same chain in which 
the Bacon store is found, and is a part 
of the United Stores Syndicate. 


R. K. Young, Manager at Levy Bros. 


R. K. Young, formerly of Indiana- 
polis, who has been assistant shoe man- 


ager at Levy Brothers, Louisville, has 
become manager, succeeding W. W. 
Risher, who resigned to take charge of 
the shoe department of the Pettis Dry 
Goods Company (New York store), 
Indianapolis. Mr. Young had been 
with the company about three months, 
coming to Louisville with Mr. Risher. 


Disturbed Over License Fees 


Louisville retail merchants have been 
considerably distrubed by an announce- 
ment made by Mayor Smith of a new 
license ordinance now before the city 
council, which will place license fees 
on all retail merchants, professional 
men, industrial concerns, etc., in order 
to make up a loss of city revenue 
amounting to about $600,000 as a 
result of national prohibition, which is 
expected to become effective within a 
few more weeks. The department 
stores are especially hard hit, as it will 
affect numerous departments, making 
the tax run into big figures. A series of 
hearings have been given the subject 
within the past few days. 


Death of Charles E. Hoge 


Charles E. Hoge, president of the 
Hoge-Montgomery Company of Frank- 
fort, Ky., shoe manufacturers, died at 
Hot Springs, Ark., on April 1, following 
a short illness. Mr. Hoge was a native 
of Virginia, and was 73 years of age at 
his death. He was one of the wealthiest 
nien of the state, and for many years a 
leader. He came to Kentucky as a 
railroad contractor, and for many years 
was a member of the present contract- 
ing firm of Mason-Hanger Co., which 
was then the Mason-Hoge Company, 
and which built many railroads in the 
state, and also a number of cantonments 
including part of the work on the Fed- 
eral powder plant at Nashville. James 
F. Moatgomery, his partner in the 
shoe business, died just a few months 
ago. Mr. Hoge was also a prominent 
banker, being interested in two banks 
at Frankfort and several industrial 
concerns. ‘ 


Manufacturing Perhaps in 
Paducah 

Paducah, Ky.,; stands a strong chance 
of entering the list of shoe manufactur- 
ing cities within a short time. Frank 
Rand of ‘the International Shoe Com- 
pany has taken the matter up with the 
business interests of Paducah, and has 
about come to the conclusion that con- 
ditions in that city are satisfactory. He 
plans installation of a plant employing 
about 400 men, women, girls and boys. 


Remodel Local Store 


Hambly Brothers, of Louisville, op- 
erating shoe stores on Eighteenth Street 
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and on Portland Avenue, have moved 
the latter store to a better location at 
2600 Portland Avenue, where they have 
gone to considerable expense in remodel- 
ing the building, which is now one of the 
finest shoe stores in the suburban dis- 
tricts of the city. Ernest Hambly is 
manager of the Portland Avenue store, 
WillHambly looking after theEighteenth 
Street house. 

John Zoll, head of Zoll Brothers, oper- 
ating at Twelfth and Market Streets, 
is remodeling the store, taking in addi- 
tional space at the rear, and increasing 
the floor and shelving space materially. 


A Lawyer-Salesman 


Roger Dougherty, operating the shoe 
store of M. Dougherty, at Seventh and 
Market Streets, claims to be the only 
shoe man in Louisville who has a real, 
able lawyer as an assistant on Saturday 
evening in the shoe department. How- 
ever, the assistant is his brother, Frank 
Dougherty, recently a lieutenant in the 
Army, who generally comes around and 
helps out during the rushes. Frank has 
now been out of the Army about two 
months. 
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Louisville Notes 

H. Deutsch, who has been in charge 
of the Berland Sample Shoe Company 
at Louisville, has returned to Phila- 
delphia as assistant manager of the 
company’s store at that point, due to the 
release of local manager L. Rothschild, 
who has just completed ten months 
service in the Army at Camp Taylor. 

Amended articles of incorporation 
have been filed by the Superior Welting 
Company of Louisville, in which the 
capital stock is increased from $25,000 
to $50,000. George G. Montz, Edward 
C. Stocker, William Ritter and Edward 
H. Lictenhous, prominent leather manu- 
facturers, are the principals in the 
company. 

Louisville shoe jobbers and manu- 
facturers report an excellent volume of 
business, with merchants buying lightly 
but often. The country merchants are 
making more numerous trips to the city 
than at any previous time on record 
and Fall orders are also better than ex- 
pected. The Vogel Brothers Shoe 
Mfg. Co. is making rapid progress with 
its plans for remodeling its factory and 
expects to be settled in its new jobbing 
house within a few days. 


Grand Rapids 


Trade in this territory is good, and 
this applies alike to the manufacturers, 
jobbers and retail shoe merchants. In 
the retail trade the return of the sol- 
diers is helping very materially. The 
returning soldiers seem to be demand- 
ing shoes that look as different from the 
military type as possible, and are not 
balking at the price if they get the style 
and quality they want. The $60 
bonus is just about enough to cover 
the cit’s outfit needed, and the shoe 
merchants are getting their share. 
The sale in men’s shoes is in staples, 
running very largely to tans. Low 
shoes are not moving yet but an occa- 
sional inquiry is heard for them. In 
women’s shoes the reports are that there 
is an unusually early demand for ox- 
fords, while the pumps, which were in 
favor last year, are somewhat neglected. 
Low heels are in considerable favor, and 
the statement is made that the sales are 
running about 60 per cent as against 
40 per cent for the high heels. 


Volume of Trade Increasing 


The Grand Rapids factories are all 
busy and the wholesale and jobbing 
trade is running strongly. In this ter- 
ritory the volume of trade to date this 
season is ahead of the same period last 
year, and the gain is growing as the 


season advances. The Herold-Bertsch 
Shoe Company’s travelers have started 
with the Fall styles, and the other fac- 
tories are also making their new offer- 
ings. The trade is showing more con- 
fidence in the stability of prices, but 
orders are still small and often, and the 
impression is that this will characterize 
the early Fall business. 

The Hirth-Krause Company has 
started its salesmen on Fall styles and 
will feature its agricultural army shoe, 
showing them in smoke color as well as 
tan. The factory is oversold and plans 
are under consideration for increased 
capacity. 


Two Shoe Successes 


The Grand Rapids Shoe and Rubber 
Company has leased the seven-story 
Blodgett building, two doors north of 
its present location, and will move in 
April, with an increase of about 30 per 
cent in floor space. The company is 
having great success with its “Patton 
Wonder Shoe,”’ a Milwaukee product, a 
combination military and English walk- 
ing shoe of special strong construction 
and yet of a dressy type. Another 
great success is the Hood Wurkshu, 
with uppers of heavy brown duck and 
rubber soles. These are _ especially 
popular for factory wear. 
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C. B. Lathrop in East 


C. B. Lathrop, of the Rindge-Kalm- 
bach-Logie Company, is in the East on 
a business trip. The company com- 
pleted its war contract for marching 
shoes with a total production of 32,000 
pair, and only 50 pair were left as re- 
jects from the inspection. The word 
was passed out that these shoes would 
be sold at the army price, and some of 
the city’s leading business men and 
bankers were in the line to buy until 
the stock was exhausted. The shoe is 
too high priced for the ordinary trade, 
or it would be added to the regular line. 


An Efficient Organization 


The Grand Rapids retail merchants 
have an active and efficient organiza- 
tion with Floyd Welsh as_ president, 
Edward Bolt, secretary, and Chas. Fox, 
chairman of the Entertainment Com- 
mittee. The association holds a dinner 
meeting the first Tuesday evening of 
each month. The association has ac- 
complished much in putting the retail 
trade on a better footing. 


Tennis Shoes in Demand 

The early trade in Summer goods has 
been much better than usual. The 
Lake Shore and Northern Michigan re- 
sorts are looking for an increased num- 
ber of tourists and resorters, and the 
merchants are stocking up accordingly. 
Shoes of the tennis type are especially in 
demand. It is expected Michigan will 
be popular with automobile tourists this 
season, and all along the two or three 
routes to Northern Michigan the mer- 
chants are laying in supplies that will 
appeal to the tourists. 

The rubber trade is reported as good, 
with sales to date considerably ahead 
of last year. 
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The Squires Rubber Company is 
moving from 37 Division Avenue to 67 
Monroe, opposite the Morton house, a 
main street. location in the heart of the 
retail district. 


Passing of a Local Industry 


A local industry, once thriving with 


several factories and now reduced to a 


few home shops, is that of the manufac- 
ture of wooden shoes. The Western 
Michigan population is made up largely 
of Hollanders, with Grand Rapids, Hol- 
land and Zeeland as the centers. The 
Hollanders began coming in °48, with 
the city of Holland as the objective 
point. In subsequent years they came 
by the shipload, entire church societies 
moving over under the leadership of 
their pastors. The original Dutch 
clung to their native footwear and the 
manufacture of wooden shoes was an 
industry of considerable importance. 
The immigration movement came to a 
standstill several years ago, and instead 
of the original Dutch the predominating 
element is Dutch of the second and 
third generation, The younger genera- 
tions go in for the American shoe, and 
most of the old folks have also adopted 
American styles. About the only de- 
mand for wooden shoes now is for 
workers in the celery beds and market 
gardens and around the stables, but 
even here the American shoe is used to 
a large extent. The wooden shoe is 


made of well-seasoned basswood, ‘with 


a variety of draw shaves and gouges as 
the implements. The few shoes that 
are still offered are made by old Hol- 
landers who learned how in the old 
country, and the production is mostly 
in home shops. The shoes are carried 
chiefly by the grocery stores in the dis- 
tricts of Holland settlement. 


Cincinnati 


Active Retail Trade 


The past week has been a very active 
one for the retail merchants here. Those 
carrying ladies’ lines report an espe- 
cially large volume of business, which 
in many cases made it necessary to get 
more help in order to take care of all 
the customers. 

Without exception the local mer- 
chants report that they are exceeding 
last year’s business by a large margin. 
They point out that the consumer is 
buying very freely at this time of the 
season, and that since, the greater vol- 
ume of their sales now consist of the 
more staple lines, neat and wearable 
patterns, they are looking forward to an 
almost unprecedented business in mod- 


erate novelties, including an enormous 
aggregate in white shoe sales. It is be- 
lieved, too, that the consumers will not 


show any hesitancy in purchasing two’ 


and three pairs of shoes this year in face 
of the fact that they were urged to 
economize as much as possible during 
the war. 


From the Manufacturers’ 
Standpoint 


The business outlook for the next 
six or eight months as viewed from the 
standpoint of the manufacturer is one 
which requires considerable study, ac- 
cording to a Western manufacturer, and 
if analyzed in the way that seems at 
present to be most plausible, it will also 
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Where to Buy 


MEN’S SHOES 


~KNIPE BROS. 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 
Specialty of Flexible Welts 
Factery WARD HILL, MASS. 











J Men’s Welts 


[J UNBRANDED UNION MADE 


fex| IN STOCK 
DIAMOND SHOE CO. 


Factery 


Salesroom 
Breekten New York, N. Y. 
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Where to Buy 


Men’s, Women’s and Children’s Shoes 











ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 
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HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 
Trade Sales Every Wednesday 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 











require a steady nerve on the part of 
the enterprising. This manufacturer 
pointed out recently that he thought the 
wise thing for manufacturers to do is to 
first study carefully the style situation 
for Fall, adopting those styles which are 
sure to be in demand, and second, make 
up so many shoes for immediate deliv- 
.ery next August, September, and Octo- 
ber that the floors of the factory stock 
rooms will sag. This manufacturer 
bases his statement on a liberal and fair 
understanding on the conditions obtain- 
ing in the industry at large. He said 
merchants bought short of their needs 
last Fall because they did not know 
what conditions the signing of the armis- 
tice and peace treaty would bring about. 
And now, the tendency is for them to 
buy from hand to mouth for lack of con- 
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fidence during the _ reconstruction 


period. 

Men’s Snappy Shoes in Demand 

Reports are being received in this 
market to the effect that more and 
higher-priced stylish shoes in men’s 
lines are being sold in nearly every part 
of the country. Traveling representa- 
tives are writing that they find no mer- 
chants long on high-priced snappy goods, 
that the greater bulk of their leftover 
stock is comprised of the lower-grade 
merchandise. 


W. E. Geisting Convalescing 
W. E. Geisting, manager of the Regal 
Store, is rapidly recuperating from a 
severe spell of influenza and other com- 
plications. Mr. Geisting is at his desk a 
few hours each day. 


Chicago 


Profuse Display of Spring Styles 


As evidence that this season is repre- 
sentative of lavishness in style that out- 
does anything hitherto attempted, one 
needs but walk through State Street 
and view the windows of such stores as 
O’Connor & Goldberg, I. Miller, Cut- 
ler’s, Holden’s, Carson, Pirie, Scott & 
Co., Marshall Field & Co., and the 
many other emporiums where shoes are 
displayed. Spring certainly has ushered 
in footwear styles the attraction and 
novelty of which vie with the current 
exhibits of Spring millinery and gowns. 
It is not exaggeration to say that the 
contents of shoe windows draw more 
attention and interest than the dis- 
plays of fine wearing apparel along 
Boulevard Michigan. 


Pumps and Oxfords 

Low shoes everywhere are the pre- 
dominating portrayal of footwear for 
Spring. Boots of any color or style are 
conspicuous by their almost total 
absence from windows; for instance, in 
this week’s display of the O-G State 
Street store, among an array of scores 
of pumps and oxfords, only two boots 
are shown. In I. Miller’s State Street 
windows, not a single boot is shown; 
here one entire window is devoted to 
pumps and the other window is devoted 
to oxfords. The prevailing styles in 
pumps appear to be black kid and black 
suede colonials; dull brown and patent 
are shown in goodly abundance. Never 
before in the history of the shoe busi- 
ness has there been such a wide display 
of buckles, cut steel buckles and rhine- 
stone buckles, in varying shapes and 
sizes, displayed on the shoes and in the 
background. Merchants expect a 


record-breaking demand for these acces- 
sories, and have stocked up with them 
accordingly. 

No evidences of any special displays 
for Easter are yet to be seen, but the 
stores are prepared for the presentation 
of correct styles for Easter wear at the 
opportune time, which will be sometime 
during the forthcoming week. 

The retail business on a whole is very 
good. No merchant can take exception 
to the trend of trade as it has been 
demonstrated by last week’s business, 
and if the weather man can prolong his 
present good weather indefinitely, all 
of Chicago’s shoe merchants will have 
legitimate cause for rejoicing and grati- 
fication. 

Wholesalers Busy 

Among the wholesalers of women’s 
shoes can be noticed unusual activity. 
Prepared with a host of new novelties in 
pumps and oxfords that favorably 
compare with the best that are being 
displayed in advance-style stores, the 
wholesalers are having an unprecedented 
call for snappy low cuts, and feel fortu- 
nate in being able to supply the trade 
direct from stock in practically all 
instances. Out of town shoe merchants 
are in the market in multitudes, and are 
buying all styles of colonials, suede 
oxfords, and pumps and oxfords in 
black kid, brown kid, oxfords in Russia 
calf with Cuban heels, etc. Anything 
that is low cut and has good lines is 
wanted. The children’s shoe houses and 
wholesalers of men’s shoes report a 
steady business. 


J. B. Smith Returns 
J. B. Smith, treasurer of R. P. 
Smith & Sons Co., has returned to 
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Chicago after a three weeks’ absence in 
the East, visiting mainly the retail 
trade. Mr. Smith reports that business 
is exceptionally good among the retail 
shoe trade of the East, and that the 
merchants are optimistic and expect an 
excellent season. 


O-G Hold Five-fifty Sale 

O’Connor and Goldberg heralded in 
Spring by the presentation of four 
specials in low shoes at $5.50. One was 
a spat pump with turn soles, Louis heels, 
in patent; another was a patent leather 
oxford, turn sole, wood Louis heels; 
another was a gray buckskin pump or 
gray kid, with wood Louis heels; an- 
other was a black calf oxford, also a 
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brown calf, welt soles, military heels. 
A purchase of two or more pairs was 
emphasized in the advertisement. 


Novelty Shoe Company Men in 
East 


Edward Weissberg, president, and 
Dave Saifer, secretary, of the 
Novelty Shoe Co., Chicago, have gone 
to visit the Eastern markets for an 
extended period. 


Death of “‘Ercky’’ Holland 


“Ercky” Holland, of the shoe depart- 
ment of Sears, Roebuck & Co., died 
suddenly on Wednesday, March ; 26, 
following an attack of pneumonia. 


Kansas City 


Shoe pov in Kansas City, whole- 
sale and retail, concur in the unanimous 
statement that business is excellent— 
“booming,” in fact, is the way some of 
the larger retail merchants express it. 

The signing of the armistice, accord- 
ing to T. H. Stout, manager of the Byrn 
Boot Shop, located in the center of the 
retail district and catering to a high 
class of trade, was the signal for resump- 
tion of social gaieties which had been to 
a great extent under a sort of suppres- 
sion during the war. These social obliga- 
tions here are reflected in a demand for 
new footwear of the lighter and airy- 
fairy type. There has been a remark- 
able run on that class of goods, although 
at the same time sales of staple stock 
are in much larger volume than a year 
ago. Buyers seem to be more amply 
supplied with money. 


No Protest as to Prices 

It is to be noted especially that buy- 
ers show very little disposition to pro- 
test prices. The majority of customers 
of the higher class stores seem to take 
it for granted that shoes cost more than 
formerly and they appear willing to pay 
the price to obtain the quality. 

The J. J. Robinson store, also in the 
heart of the retail trade, reports trade 
at least 25 per cent greater than in the 
Spring of 1918, the greatest gains being 
in the higher priced line of dress wear for 
women, regardless of price. This store 
also notes a big increase of purchasing 
in its department for men, and its base- 
ment bargains are eagerly sought by 
men and women alike. In fact there is 
almost an unprecedented demand for 
all kinds of shoes. 


Big Demand for Felt Slippers 


The Jones Store Company, a big de- 
partment store, has discovered several 


“turnovers” in trade, one particularly 
notable instance being the continued 
heavy demand for felt slippers. The 
call for these goods is unprecedented 
for this time of year and is due, it is 
believed, to the high price of leather 
boudoir slippers. 


Percentage of Sales 


Sales for the past few weeks in this 
place have been divided as follows: Ox- 
fords, 90 per cent; high shoes, 5 per 
cent, and pumps, 5 per cent. Colonial 


. pumps are expected to take a spurt the 


middle of April. Thus far browns hold 
the lead in all styles. The demand, it is 
noted, is of a high class, the buyers hav- 
ing no objections, evidently, to current 
high prices. 


Among the Wholesalers 


Among the wholesalers, a remarkable 
revival of business is reported. 

“Along in January and February,” 
said H. R. Barton, of McElwain & Bar- 
ton, ‘“‘the outlook was not especially 
encouraging. We sold some goods, of 
course, but trade was not what we ex- 
pected. However, that period was 
short-lived and for several weeks now 
country retail merchants have been 
swamping us with orders. We cover 
all territory west of the Mississippi 
river, except California, and orders 
thick and fast are coming from every 
section of our territory. 

“The English last is gaining in popu- 
larity. The country people are going 
after it and the narrower the toe, the 
better it seems to suit them. In the 
larger cities, however, there is a tend- 
ency to get a slight widening of the toe.” 


An Increased Call for Oxfords 
An increase in the call for oxfords of 
the higher heel type for women is ob- 
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This year 


Is your business in the 
“A” or the “B” Class? 


Are your profits behind or ahead of 


the increased prosperity of your city? 
Read how you can put them ahead. 


Practically every city in the United States has enjoyed a big growth in business 


during the past few years, and no doubt your town is in this class. 


Has your business grown at the same rate that your total town business has in- 


creased? Is it behind or ahead in percentage? 


If it is behind, you are of course not satisfied. If it is only even, you should not 
be satisfied. Your business should be way ahead and can be put way ahead of the 


normal growth of your city. 


Shoe merchants like Redelsheimer of Nashville, Schwartz of Muncie, Robinson of 
Kansas City and many others have not only kept pace with the natural increase of 
total business in their respective communities, but they are far in advance. Some 
have grown twice and three times as fast and in a few years have risen from fourth 


and fifth place to leadership in the retail shoe business of their towns. 


All did it by concentration! 
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They discarded the old threadbare policy of buying a few shoes here and a few 
there, and confined their purchases to one fast-selling line in each grade of men’s? 
women’s and children’s shoes. ‘They cut down their inventories, speeded up their 


turn overs, made more sales, faster sales, and, what is more important, a higher 
percentage of profit. 


This is not theory. It is fact—based on actual experience in villages of 1,000 


people and cities of almost a half million. 


In all these cases the Red Cross Shoe was selected for the women’s line in this 
grade of shoe. In practically every instance the Red Cross Shoe has soon become 


the leader of all shoes—men’s, women’s and children’s—in point of volume. 


The reason is plain. Red Cross Shoes are “the most salable shoes in America,” 
due to years of consistent advertising and to the fine reputation they therefore 
have among the women of the country. And the Red Cross Shoe line is so com- 
plete in its style and price range that from this one line alone any merchant can 


fill any reasonable demand for this grade of shoe. 


Stop and think! Are you satisfied with the growth of your business? With the 
profit it yields you? If you are at all in doubt, let us send a representative to lay 
before you the concrete history of what concentration on Red Cross Shoes has 
done for stores that a few years ago were either going down hill or had stagnated. 
Let us show you how this line of women’s shoes can do the trick for your store, 


without in any way jeopardizing your already established business. 


Our men are now on the road. A wire or letter will insure you of an early inter- 


view that will obligate you in no way. 


The Krohn-Fechheimer Company 
719 Dandridge Street, Cincinnati, Ohio 
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served by the Ellet-Kendall Shoe Com- 
pany. Pumps also are moving nicely 
and the trade of this house is larger than 
a year ago and seems to be evenly dis- 
tributed all over its rather extensive 
territory. All localities seem to be 
going to the limit in buying. White 
goods, with the advent of Spring, are 
in great demand and taken in the aggre- 
gate, the outlook is decidedly encourag- 
ing. 
A General Survey 

A general survey of the field here 
shows that the war made the shoe busi- 
ness good in spots and bad in spots. In 
many regional centers of population 
where there, were no Army cantonments 
located, the Army took a large percent- 
age of the population—almost every 
young man in fact. This naturally had 
a depressing effect. 

Muskogee, Okla., for instance, ‘is 
typical of the kind of town where trade 
suffered as a result of the war. Now, 
these towns have got back their Army 
population—or at least a part of it, and 
that is adding to the sum total of the 
trade revival for this section. 

On the other hand, trade was im- 
proved by war in localities adjacent to 
cantonments, for every cantonment 


brought its thousands of visitors and 
even though transient, many of them 
had occasion to buy shoes. 

Reports indicate that many retail 
merchants are somewhat overstocked 
with overshoes and rubbers, due, of 
course, to the fact that the Winter here 
this year was not nearly so severe as that 
of last year. 


A Movement for Shorter Hours 


There is a movement on foot among 
some of the retail merchants in other 
trades to shorten their working hours, 
but, generally speaking, this will have 
little effect on the shoe business as few 
of the shoe stores here have signified 
any intention of adopting the plan. The 
plan as outlined by the merchants’ asso- 
ciation is for stores accepting the change 
to open at 9. a. m. instead of 8.30 o’clock 
and close at 5.30 p. m., allowing 45 
minutes for lunch. After July 4 and 
continuing until Labor Day, these same 
stores will open at 9 o’clock and close at 
5 o'clock, reducing the work day to 
7 hours and 15 minutes, exclusive of 
lunch period. The lunch schedule is 
arranged to maintain a maximum num- 
ber of employes on duty during the 
busy noon hour. 


Austin, Tex. 


but as warm weather advances, the 
manager says that he anticipates the 
heaviest sale of white footwear in the 


It is certainly not ‘“‘business as 
usual” in Austin, or in Texas; it is 
“business far better than usual,” say 
the retail shoe men. This seems to be 
the situation all over the state. Since 
Texas is largely agricultural, the season 
that the Spring rains have put in the 
ground seem to predict unprecedented 
sales for the Fall, in spite of the inevi- 
table rise in prices. Although ship- 
ments have been somewhat delayed, on 
the whole, taking general business con- 
ditions into consideration, shipments 
have been fairly satisfactory. 

The shoe dealers of Austin, in co-op- 
eration with the clothing and dry goods 
merchants, have formed a Credit Men’s 
Association, for protection and mutual 
advantage, and all the members are 
very enthusiastic about the results. 


Heavy Sale on White Footwear 
Anticipated 


The Dillingham Shoe Company has 
found that on the ladies’ side of their 
store, oxfords with full Louis XV heel, 
18-8 heel, and 12 and 14-8 walking ox- 
fords are having a very remarkable sale. 
Patent, dull mat kid, and brown were 
the leading colors in the early season, 


history of the business. The plain 
gaiter pump with high two and a half 
inch heel in patent and dull calf have 
been excellent sellers, and especially 
where the sale of cut steel or beaded 
buckles accompanied the sale of the 
pumps. In the same store the sales of 
silk hosiery have been the greatest ever 
experienced. 


Impetus in Men’s Shoe Sales 


The return of the soldiers and the 
resumption of normal conditions at the 
University of Texas have given a great 
impetus to the sale of men’s shoes. 
Contrary to the belief of many good 
shoe men, it is the experience of Dilling- 
ham that the soldier returning to civilian 
clothes does not favor the broad-toed 
Munson Army last, but desires to get as 
far as possible, it seems, from the shoes 
worn in service. 


Brown Shoes Durable 


Alf. Harvey, manager of Frank De- 
Lashmutt’s “Home of Good Shoes,”’ 
says that there is less complaint than 
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ever before about the high prices, and 
that there is a greater demand than 
ever before for the really good shoe. 
It is Mr. Harvey’s opinion that 90 per 
cent of the shoes worn by the younger 
set are brown, and the percentage prob- 
ably prevails among the older men. He 
asserts that if one will stand on the 
street corner and count the shoes worn 
by the younger people, college men and 
women, he will find that nine out of 
every ten who get on the street car will 
be wearing brown shoes. He accounts 
for this by the fact that brown shoes are 
both cooler and usually more durable 
than black. 

Mr. Harvey had just fitted a man with 
a pair of brown shoes. The purchaser 
had ona pair of shoes bought in Okla- ° 
homa that had been given him in 1917 
by a young man entering the military 
service, shortly after having bought 
them. They were still not worn out, 
though they had seen fairly constant 
service. 


T. H. Williams Expects White 
Sales 


The manager of the shoe department 
of T. H. Williams & Company’s de- 
partment store is expecting a big white 
season to begin with Easter. Up to the 
present, colonial pumps and oxfords 
have had a very gratifying sale: Mili- 
tary and Cuban heels are still going 
especially strong. 


95 Per Cent Business on Low 
Shoes 


S. M. Burt of Burt Shoe Company, 
who concurs in the general opinion that 
business is far better than at this time 
last year, says that young people prefer 
the kid and patent pump, either with 
or without large buckles, and that kid 
oxfords with Louis heels have run them 
a close race. Thereisin his shop also a 
heavy sale of brown and black oxfords 
with Cuban heels. For young girls, the 
patent pump with the Baby Louis heel 
is going decidedly strong. About 95 
per cent of the business is in low shoes, 
and if deliveries continue to keep up 
with sales, there is prospect for a large 
Easter business. 


Men’s Oxfords in Demand 


7t looks at present as if men’s ox- 


. fords will be in great demand, especially 


in the English lasts in dark brown 
shades. Mr. Burt finds some calls for 
wider toes, at least enough to mention, 
but not enough to justify the rule that 
returned Army men are entirely in favor 
of either the broad last or the more 
restricted toes of the newest fashion in 
civilian shoes. 
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Assurance | 


Rens Dealers throughout the 
country are enthusing more than 
ever over the Regal line for Fall. 


We are receiving orders daily from 
dealers who have investigated our 
line. 


This is your ASSURANCE that 
the Regal line convinces those who 
want good footwear. 


Write and we will arrange to have 
our salesman call. 





Sample Displays 


| Boston, 268 Summer Street 
= ly New York, 1369 Broadway 


aul 


Regal Shoe Company 


BOSTON, MASS. 
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Stock No. 4286 


IN 


READY TO SHIP 
A snappy and fine fitting style. 


Cordo Russia Calf; 6-Eyelet Oxford; Plain 

Toe with Box; 12 sq. Sole; 8-8’’ Heel; In- 

visible Eyelets. 

' AA, 7% to 10 B, 614 to 10 
A,7 told C and D, 5 to 10 

Style Price Telegraph-Order 

4286 $6.20 Code Word 
CALVIN 


Prices subject to change without notice. 


A Hil AN 


| 


| 


Send for our Spring and Summer Catalogue. 


Regal Shoe Company 


BOSTON, MASS. 





























BOOT AND SHOE RECORDER April 12, 1919 


| 








EVANGELINE 


(Reg. U.S. Pat. Office) 


SHOES FOR WOMEN 


ii 


A SAMPLE WE START 
WITH GOOD 
CRDER OF MATERIALS 
OUR SHOES AND CON- 
WILL CON- TINUE WITH 
CAREFUL 
VINCE YOU Serta 
OF THEIR SHIP. THE 
SUPERIOR RESULT IS A 
QUALITIES. SHOE THAT 
FITS. 








Lon 




















No. 3530 (On Special Order) 
Women’s Black Kid Polish. G. W. 9 inch Top 
83 Last, 244 inch Louis Heel 


PRICE $5.85 


MADE BY 


—A. H. BERRY SHOE COMPANY— 
PORTLAND, MAINE 


Boston Office, 428-430 Albany Building 
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Topeka, Kan. 


An unusually early Spring has boomed 
the selling of low shoes beyond expec- 
tations in Topeka, which draws trade 
over an extensive territory through 
Kansas. 

A. R. Springer, of the Payne Shoe 
Company, says that this early sale will 
mean that hundreds of young women 
who have discarded their high shoes be- 
cause of the fine Spring weather, will 
buy second pairs of low shoes during the 
Summer, which means continuous good 
trade in women’s footwear. 

Colonials with large buckles are par- 
ticularly popular for dress wear with 
lace oxfords with military heels for semi- 
dress. Patent leathers are _ selling 
strong. 


High Class Women’s Shoes in 
Demand 


Topeka has seen a remarkable in- 
crease in sale of high class shoes for 
women. The war has caused hundreds 
of men’s jobs to open for women, and 
now that men are returning from ser- 
vice, many are retaining their positions. 
The resulting demand has been for 
stylish shoes which would stand service. 
At present the military heel low shoe 
is purchased generally. 

A. A. Scard, manager of the Crosby 
Brothers’ Shoe Department, insists that 


it is good business to push the service- 
able shoe, because the woman in busi- 
ness, who secures a stylish shoe along 
with service, will return, while a shoe 
for dress only will be worn for business 
purposes and will prove unsatisfactory. 


In Men’s Footwear 

In men’s footwear, trade in oxfords 
is opening up early. There is a general 
preference for tans and dark brown 
colors. 

The outlook for business in this terri- 
tory never was better, is the unanimous 
opinion of shoe men. Kansas, a dis- 
tinctively agricultural state, has the 
largest wheat acreage in its history. 
The Government has a guaranteed price 
for wheat which will be harvested in 
June. The wealth that is practically 
assured is causing strong buying on the 
part of retail establishments. 


No Trouble About Prices 

“We have no trouble about prices 
any more,” said R. P. Sowers of the 
Walk-Over Shoe Company. “There is 
no difficulty if the customers can get 
what they want.” 

Topeka merchants who attended the 
Kansas shoe convention which was held 
at Kansas City, Mo., have returned en- 
thusiastic over the ideas which they 
received. 


Haverhill 


A GREAT BUCKLE YEAR , 


Ornaments Featured on Low Cuts 


The rush of business for the Easter 
season is keeping Haverhill footwear 
factories at the top notch of production. 
This is particularly true of pumps and 
so-called colonials, which are in higher 
favor at the present time than ever be- 
fore in local trade history. While there 
are many plain pumps called for, the 
great demand, at the present time, is for 
ornamentation on this class of footwear. 
Buckles are particularly desired as 
ornaments. In response to this demand 
a great variety of buckles has been pro- 
duced. © Slippers which are going out 
from Haverhill factories for the Easter 
season are lavishly decorated in this 
way. As regards price, there is a great 
variety, ranging from the imitation 
beading and steel to the genuine article 
of the highest grade. Opportunities 
for retail shoe merchants this year, as 
regards selling buckles in connection 
with their women’s pumps and slippers, 
are practically unlimited. 


Specializing in Slipper Buckles 

“The demand for colonial buckles,” 
said Frank Dudley of the old-estab- 
lished house of D. T. Dudley & Co., 
“is unprecedented. We are shipping 
these buckles to shoe manufacturers and 
merchants in all parts of the United 
States. As one of the oldest houses in 
our line in the United States, we are 
closely in touch with trade demands. 
The demand at this Easter time is so 
insistent that we are making a special 
offer for at-once acceptance of 36 pairs 
of assorted shapes and finished buckles, 
carded in pairs, filled ready for adjust- 
ment. One thing is certain as regards 
this demand for buckles and that is, that 
notwithstanding the heavy Easter buy- 


ing, there will be many slippers sold - 


after Easter and a steady demand for 
slipper ornaments.” 


SUDDEN DEATH IN THE TRADE 
Local Manager of U. S. M. C. Passes 
Away 

Albert E. Smith, manager of the 
Haverhill district of the United Shoe 


109 


Machinery Corporation, was found 
dead in bed on the morning of April 7. 
He was apparently as well as usual upon 
retiring. Heart trouble is given as the 
cause of death. “Al’’ Smith, as he was 
familiarly known to hundreds of ac- 
quaintances in this city and throughout 
the trade, was born in Plymouth, N. H., 
54 years ago. Asa boy of 14 he came to 
Haverhill and learned shoemaking, 
acquiring a thorough knowledge of all 
its branches. In 1883 he took up the 
operation of Goodyear welt machinery, 
and the year following went to Brockton 
where he remained for several years. 
He became an expert operator in various 
factories making men’s high grade welt 
shoes. In 1889 he traveled for the Good- 
year Shoe Machinery Company and 
later was assigned to territory in the 
Worcester, Mass., district. 


Twenty Years Haverhill Manager 


In 1899 Mr. Smith was transferred to 
Haverhill and soon after was appointed 
manager of the United Shoe Machinery 
Company. He continued in that re- 
sponsible position up to the time of his 
death. He was one of the most highly 
esteemed men connected with the trade, 
being a thoroughly experienced manager 
and a most companionable and genial 
man in social life. In his passing away 
the local office of the United Shoe 
Machinery Company sustains a heavy 
loss, while he is mourned by business 
associates and friends. Mr. Smith is 
survived by his wife, three brothers and 
four sisters. 


RESUMPTION OF FREIGHT 
SERVICE 


Important to Local Manufacturers 


It is good news to the Haverhill shoe 
manufacturing and leather trade to 
learn the Boston and Baltimore freight 
service of the Merchants & Miners 
Transportation Company has_ been 
resumed after a suspension of many 
months owing to war conditions. A large 
proportion of Haverhill shoes shipped 
to Southern points have been sent, 
for many years, by this water route. 
Its discontinuance has been a serious 
handicap to local concerns. Through 
the efforts of the Massachusetts Cham- 
ber of Commerce, backed by the Haver- 
hill chamber, the service has been re- 
stored. Southern merchants who pur- 


.chase Haverhill-made footwear will 


appreciate the resumption of this needed 
shipping service. 


New Wood Heel Concern - 


Graham & Gelinas Wood Heel Com- 
pany is the style of a new concern 
formed in this city to manufacture wood 
heels. The plant is located on Wash- 
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the | POCKETBOOK | 


We made an extraordinary purchase of 
Women’s Genuine Black Vici Kid Oxfords 
last Fall—high grade McKays, smooth, 


flexible, and here they are 


Black Glazed Kid, High Heel, 
Plain Toe. 


Black Glazed Kid, High Heel, 
Tip. 


y /, 
36 pair case lots only. 
C and D widths. 


'S. ROSENBER 


209 ESSEX STREET 


| 
al 


THE KING 
OF JOBS— 


at $2.65 


The price does not denote 
the real quality of these 
goods; they cannot be du- 
plicated for a great deal 
more money today. 


Black Glazed Kid, Low Heel, Tip 


The House That Saves You 
15% to 30% 


BOSTON, MASS. 


Ae 
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Maine Retail Shoe Merchants’ Association’s Newly 
Elected Officers 


FRED S. SMITH, Portland 


President 


JAS. A. McFAUL, Portland 
Secretary 





ington Street. The members of the 
concern are: Curtis Graham and Henry 
Gelinas, both of whom were formerly 
associated with a shoe manufacturing 
concern in this city. 


Factory Reorganization Complete 


The Austin H. Perry Company an- 
nounce a change in their corporate name 
to Cooper-Liberty-Thompson Company. 
’ The members of this organization are 

Frederick L. Cooper, Sumner E. Thomp- 
Mansfield, Leslie E. 
Frederick P. 


son, Charles C. 
Marshall and Captain 


Liberty. The latter has acquired the 
interests formerly held by Austin H. 
Perry. , 


Phil English on the Road 


_ Phillip B. English, Jr., of Witherell & 
Dobbins Co., Haverhill, Mass., is mak- 
ing a trip for this concern to Chicago 
and other Western points. Phil is one 
of the live wires connected with the 
Haverhill shoe manufacturing trade. 
He has an extensive acquaintance with 
wholesalers in all parts of the country 
and is making new records this year as 
regards sales. 


Brockton 


LARGE SALES OF OXFORDS 
In Women’s as well as Men’s Goods 


Oxfords predominate in orders now 
being received at Brockton factories for 
Spring and Summer delivery. This is 
true, not only of men’s goods but also 
of women’s lines. The latter have now 
come to be an important part of the 
Brockton factory production and almost 
equally so in some factories, as regards 
in-stock departments. Manufacturers 
believe that the oxford season will ex- 
tend right through Summer and well 
into Fall, and even that oxfords will 
sell to a considerable extent during the 
Winter months. As a matter of fact, 


the past Winter broke all records as 
regards the sale of low cuts for both 
men and women in cities and large 
towns. There is every reason to believe 
that next Fall and Winter will see a 
repetition of this condition on a yet 
larger scale. 


Low Cut Sales from Factory Stocks 


At the in-stock departments of Brock- 
ton factories the oxford demand for 
immediate delivery is breaking all pre- 
vious records. In fact, concerns here are 
up against a difficult proposition to 
deliver Easter orders and, at the same 
time, to keep their stock departments in 
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trim for sizing up purposes. Merchants 
all over the country are taking advan- 
tage of the Brockton factory stock 
departments in a way which has necessi- 
tated many expansions. This necessi- 
tates the tying up of large sums of 
money. Higher prices, of course, have 
brought about. larger investments in 
this regard. Brockton concerns operat- 
ing stock departments have larger sums 
of money tied up in this way than they 
deemed possible a few years ago. Nev- 
ertheless, they regard these depart- 
ments as legitimate developments of 
business and will continue to extend 
them in response to this steadily grow- 
ing demand. 


NEW STOCK CATALOGUE 
Local Concern’s Illustrated Booklets 


The Dalton Company, Inc., of this 
city, which recently inaugurated an 
in-stock department, have issued an 
illustrated booklet, showing various 
styles of ‘‘Dalton’’ welts for men, avail- 
able for immediate delivery. These 
include cordovan and cherry calf ox- 
fords, black kid and black and brown 
glazed kangaroo, cherry calf, tyrian red 
calf and mahogany calf bals and blu- 
chers. These are made on the Regent 
Corsair, Panama, Winchester, Welling- 
ton and other popular lasts. This new 
departure of the Dalton Company has 
met with a prompt response from the 
trade. The in-stock department is 
being put to the test by retail shoe 
merchants all over the country. H. P. 
Dalton, manager of this concern, says: 
“Carrying shoes in-stock is a new de- 
parture for us, but it is one more in- 
stance of Dalton service, backed by 
Dalton quality.” 


GRANTED 48-HOUR WEEK 
In Local Concern’s Maine Factory 


Chas. A. Eaton Company, shoe manu- 
facturers in this city, with factory 
branch in Augusta, Me., have granted a 
48-hour week, with 54 hours pay, to the 
operatives of their Augusta factory. 
The new plan goes into effect in Augusta 
on May 1. Employes there have ex- 
pressed their appreciation to C. Chester 
Eaton and others of the concern regard- 
ing this reduction in their working 
hours. 


AGITATION FOR 
. HOURS 
Being Made by Local Labor Unions 
The various unions, which include 
shoe workers in Brockton and the South 
Shore, have placed a proposition before 
the Brockton Shoe Manufacturers’ Asso- 
ciation, through manufacturers in this 
city, for a 44-hour week, this to take the 
place of the present working hours. 


SHORTER 
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Women’s 
Pumps 
Colonials 
Oxfords 
Boots 


— STOCK NO. 276 

276— Black Rid Ox- 
ford, 14-8 Cuban Heel, 
= Tip Perforated, 


275—Same in aan Brown Kid 
277—Same in Mahogany Calf. 
218—Same in Mahogany Side, White ie Bs 


268—Same in Patent eee. 

219—Same in White B: $3.75 
ag Calf ‘Oxiord, 12-8 Military 
Heel, Welt, 25 
282—Same in Black Kid Welt, B-E. . .$4.00 


The Best Sellers for Spring Are Here—on the Floor, 


Illustrated 


Folder 


and Price 
List 


Ready 
to Ship 


——s. NO. 


213—Black 
Satin Oxford, 
Cov. Louis H 
c-D 


274—Same in Havana Brown Kid.. 
281—Same in Patent Leather 
249—Same in White Kid 


Welt, 

227—Same i in Patent Welt \< 
234—Same in Hav. Brown, Welt $4.25 
231—Same in Mahogany Calf, Welt. .$4.25 








—— with Military Heel, White Welt 
418—Paient Lace Champaign Buck Top, Lea. 





STOCK NO. 433' 
433—Patent Leather 9” Lace Field Mouse Kid 
Top, Lea. Louis Heel, A-D $6.25 


438—Dove = Buck, Lace, Pl. Toe, Cov. 
Louis Heel —_ 











The Boardman Shoe amar 


ATLANTIC AVENUE 
BOSTON, MASS. 











Easiest 


leather 
cluding 


shoes on the market. 


counters. 
side— strong outside. 


KINDER-GARTEN 
WELTS 


selling line of children’s 
é t. All solid 
construction, 1n- 
box toes and 
Smooth in- 


Examine these 
num bers—and 
order today. In 
Stock — Quick 
Shipments. 





$2.85 


B-3479—Kinder-Garten Welt, 

brown Lotus calf, button, velvet 

pe wedge stitched heel. C.. 
D and E widths. 12% to 2. 


$2.50 
B-3480—Same as above, 8% to 
33. 


$2.10 
B-3481—Same as above, 5 to 8. 








Send for 
NEW 
KINDER- 
GARTEN 
CATALOG 











B-3354—Kinder-Garten Welt, 
imitation tip, chrome elk sole, low heel, 121% to 2. 


B-3356—Same as above, 5 to 8. 


Smith-Wallace Shoe Co. 


Adams and Market Sts. 


$2.50 


Gun metal, button, 


$2.15 


¥% to 12. 


$1.75 


- - = = Chicago 
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STYLISH TURN SHOES 


ae are the aristocrats of shoes. They 


are the oldest form of modern shoe made. 


Their successful manufacture demands a 
greater degree of skill and care than other methods of 
shoemaking. 


Our name is identified with Stylish Turn Shoes in 
the minds of hundreds of progressive merchants through- 
out the country. 


Pumps and Oxfords to retail from $7 to $10. 
‘Boots to retail from $11 to $16. 


ELLIS-EDDY COMPANY 


S HOEMA KERS 


Haverhill, Mass. 
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Buckles 

















Colonial 





GREAT ASSORTMENT 
ATTRACTIVE STYLES 


SPECIAL OFFER 
FOR AT ONCE ACCEPTANCE 


36 pairs assorted shapes and finishes, carded in 
pairs and filled ready for adjustment. Priced from 
40 to $2.50 a pair. Net cash 30 days, 2% 10 days. 


Prompt delivery by parcel post, insured, prepaid. 
No returns, or catalog. 


Address, Dept. R. 


D. T. DUDLEY & CO. 


66 WASHINGTON STREET, HAVERHILL, MASS. 
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KID and WHITE FABRIC | 


NEW CATALOG JUST OFF THE PRESS 
shows complete line of seasonable, up-to-date, 
in-stock footwear ready for immediate delivery. 
This is a time when every shoe merchant can 
use this book to profitable advantage. 


WRITE FOR CATALOG TODAY 


R-D-SMITH & SONS CO- 
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Made Good mjIG5Q = ATIT EVER SINCE 
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Officers Elected at the Annual Meeting of the 
Maine Retail Shoe Merchants’ Association 





A. R. PRINCE, Lewiston 


Treasurer 





ERNEST TRAFTON, Bath 
2d Vice-President . 





. Boston 


Women’s Advertising Club of Bos- 
ton Affiliated with Advertising 
Clubs of the World 


The Boston Women’s Advertising 
Club came into existence early in Janu- 
ary. A luncheon was given at Wm. 
Filene’s Sons’ Co. to Miss Ennis of San 
Francisco, one of the directors of the 
Advertising Clubs of the World and a 
department store advertising manager. 
A little group of women advertising 
writers was called together. Miss Ennis 
urged these women to form an adver- 
tising club. After some discussion, it 
was voted to form an advertising club 
in Boston for women, any woman 
connected with the buying and selling 
of advertising to be eligible; also women 
who work on various papers connected 
with advertising. 

The rooms of the Pilgrim Publicity 
Association have been chosen as the 
Club’s headquarters. The dues for the 
first three months are $2.50. Of this 
amount $1.50 pays for membership in 
the Asso. Adv. Clubs of the World, 
which entitles the member to a copy of 
“Associated Advertising.” 


Meetings and Speakers 


The first regular meeting of the Club 
was held February 19; the speaker was 
A. H. Marchant, advertising manager 
of the Boston Post. The second Wed- 


nesday of each month was chosen as a 
luncheon meeting at which there is an 
address by some authority on a topic 
that will be of general interest. On the 
fourth Wednesday of every month an 
evening meeting is held, the chief fea- 
ture of which is an address. 

At the second evening meeting, Wil- 
liam J. Boardman, vice-president and 
New England manager of the George 
Batten Advertising Co., addressed the 
members on “‘Good Advertising Copy.” 
The first noon-day meeting was ad- 
dressed by Miss Hassett, who gave a 
talk on her work in connection with the 
Shipping Board. 

E. V. Alley of the Curtis Publishing 
Company is to give a talk at the next 
meeting, which will be held on Wednes- 
day evening, April 23. The subject 
of his address will be the ‘Advertising 
Value of the Saturday Evening Post.” 

At the April 9 luncheon, the speaker 
was A. E. Dodd of the Page Company, 


Boston, who told of ‘‘The Making of a: 


Book.” 
Officers and Aims 


The president of the Club is Dorothy 
E. Entwistle, who is in charge of the 
advertising for the women’s department 
of Wm. Filene’s Sons’ Company. The 
vice-president is L. T. Moreland, copy- 
writer for the George Batten Adver- 
tising Agency. A.’ Frances Hanson, 
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advertising manager of M. Steinert & 
Sons’ Company, is secretary. Josephine 
Sullivan, of the Perry Walton Adver- 
tising Agency, is the treasurer. 

There are approximately sixty mem- 
bers. This movement is in line with 
similar movements which are already in 
successful operation in San Francisco, 
Cleveland, Philadelphia and other large 
cities. Women are eligible to member- 
ship in some of the men’s advertising 
clubs in the various cities. In Boston, 
however, the women have an organiza- 
tion whose membership is composed 
exclusively of women. 

Miss Moreland voices the ambition of 
the Club in the words, ‘““We want to 
make the Boston Women’s Advertising 
Club the biggest and the best of any of 
the clubs affiliated with the Associated 
Advertising Clubs of the World.” 


Encouraging First Month for 
W. S. Cruickshank Company 


Their first month in business has been 
very encouraging to the W. S. Cruick- 
shank Company, the latest addition to 
the Boston shoe wholesale district. 

This firm is carrying a full line of 
men’s, boy3’, little gents’, growing 
girls’, misses’ and children’s popular 
priced shoes, and expect before long to 
include several lines of women’s. 

It would be hard to find a busier man 
these days than W. S. Cruickshank. 
With his new business demanding an 





W. S. CRUICKSHANK 


extra amount of time, he puts in many 
evening hours as chairman of the Board 
of Selectmen in his home town—Fox- 
boro—to which office he has just been 
re-elected. 











A FAMOUS LINE 


noted for style, materials, work- 
manship, selling quality, wear, 
right price, repeat business, 
profit producing power and uni- 
form excellence. 


Dealers are stocking “Just 
Wright” shoes and their cus- 
tomers are buying them with 
assurance of receiving every dol- 
lar of value that can be gotten 
in shoes at the price paid. 











TRADE MARK SH OE 








19 SNAPPY STYLES CARRIED IN STOCK 


The two styles shown here are 
particularly strong sellers. They 
will satisfy the hardest man to 
please on your list of customers. 
Every wearer will be telling 
friends what fine shoes they can 
buy at your store. Tell your 
requirements to our stock de- 
partment and let them supply 
you at once. 


All of our 19 styles are cata- 
‘logued. Send for copy of this 
handsome book. 


KE. T.Wright & Co., Inc. 


Rockland, Mass. 
NEW YORK 
Marbridge Building 


BOSTON 
183 Essex Street 
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1215 Market Street 
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Hotel Essex Under New 
Management 


McCarthy Brothers, long identified 
with the hotel business, recently secured 
a twenty-year lease on the Hotel Essex 
and took possession of the property 
April 1. 

The members of the new Essex Hotel 
Company are J. J. McCarthy, C. J. 


place for those in the trade whose busi- 
ness brought them to the Great Eastern 
market. In January and July many of 
its rooms have been engaged for sample 
display purposes by the leading shoe 
firms in the industry. 

Architects are now at work on plans 
for alterations which when completed 
will add much to the hotel’s country- 
wide reputation for service. 








A window card of welcome to the returning 
Yankee Division is in every Regal shoe store in New 
England. The base line emphasizes in big type 
Regal Shoes—the inference being that the boys will 
need civilian shoes shortly. 





McCarthy, T. A. McCarthy, P. A. 
McCarthy and T. J. Murphy. J. J. 
and T. A. McCarthy will assume the 
management. John J. McCarthy is 
president of the Boston Hotel Men’s 
Association. 

Hotel Essex, opposite the South Ter- 
minal Station on Atlantic Avenue, Bos- 
ton, has long been a favorite stopping 


Utica, 


Retail shoe merchants of this city are 
expressing considerable confidence in 
the Spring demand, and do not hesitate 
to predict a Spring volume of business 
which will more than offset some of the 
less advantageous times through which 
they have passed. In men’s footwear, 
the low shoes have the call. Large num- 


The far-sightedness of its builders is 
emphasized by the fact that although 
constructed 18 years ago, the Essex is 
today classed among the most modern 
American hotels. It is thoroughly 
fireproof, is 11 stories high, contains 250 
rooms and in details of designs within 
and without is characterized as beauti- 
ful. 


N. Y. 


bers of oxfords have already been sold, 
and as the weather recently has not 
been over conducive to the wearing of 
such footwear, the merchants take the 
unusual demand as a forerunner of 
greater business to come with the advent 
of really springlike weather. 

The unexpectedly cold weather of the 
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past four days has held up normal trade 
to some extent, but Utica dealers are 
not worrying. They take the attitude 
that Spring is bound to come sometime, 
and are stocking upon Spring lines of 
footwear with that in view. 


In Men’s Lines 


Men apparently are taking very 
kindly to the Cordovan plain toe ox- 
ford, modeled after the military shoe; 
civilians are displaying a real liking for 
this type, and the leading retail mer- 
chants are planning on a heavy run on 
this style. The black footwear will 
apparently be left far in the lurch in the 
race for popularity. Oxfords also will 
be sold in much greater quantities than 
ever before, some of the merchants 
explaining this fact by stating that some 
lines of low shoes will be sold at a lower 
figure than the corresponding high shoe. 


In Women’s Lines 


The demand in women’s lines has not 
yet crystallized, and for that reason 
Utica merchants are displaying caution 
in buying. While the cloth top boot 
has been received with favor, it has not 
made any serious inroads into the do- 








Cc. L. BROSIUS 
President of the Kansas Shoe Retailers’ 
Association 





main of the all-leather shoe as yet. 
Pumps are being sold, although the 
weather has acted as a deterrent to 


_ this line. 
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WOMEN'S VENTILATED PACK-FLAT No. 298X 


Do you always call your cus- 
tomers’ attention to MILLER 
SHOE TREES after you have 
sold them shoes. 


7 








Showing Shoe Trees to your cus- 
tomers impresses them with the 
fact that you are interested in the 
welfare of their shoes after they 
leave the store. 


This fact appeals tothem. The 

chances are they will come again. 
i) \f@) Try it and see. 

Welt Pumps In Stock ‘ial | Catalog and complete information 


EARLY DELIVERY | : | for the asking 
089 E Mat Kid Elite Pump, Lea. Lx $6.25 SHOE TREE DIVISION 


589 E Brown Kid Elite Pump, Lea. Lx 6.75 : 

289 E. Blk. Ooze Elite Pump, Lea. Lx 7.00 =} «63. A. MILLER TREEING 
: MACHINE COMPANY 

UPHAM b OS. SHOE COL | | BROCKTON, MASS. 


iM b Aton , Mass. 
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The Shoe that is “TAILORED” 


The only shoe in the world with a pattern for every last and for every part 
of every last—an individuality and elegance of styling and designing never 
before approached in shoe making. 


The “TAILORED” feature has been a DYNAMIC talking point for dealers 
fortunate enough to have secured the HOLD-SHAPE agency. 


Correspondence invited 
from others interested. 


THE 
“TAILORED” SHOE 
TO BE 
ADVERTISED 
NATIONALLY 











The “TAILORED” shoe will 
now be introduced to the 
entire nation through the big 
magazines—thereby helping 
HOLD-SHAPE dealers to a 
still bigger business. HOLD- 
SHAPE advertisements will 
first appear in the Saturday 
Evening Post. Watch for 
them. 





The Wise, Shaw & Feder Co. 


CINCINNATI, U.S.A. 

















PSPS pee By EOE eS RIRE. TRC 


oa Ss a, ee I 

































































‘ my : 
“Zen eC 
: 


sme SETT 
RO Shoe 


MAKES LIFES WALK EASY": 
TRADE MARK > 


tee, 
Metta 


£ 
“tneny aannnsee eee 


wv 
o> 


“any ‘oe 
etn, anne? 
an ane 
Mtn, en 














“PARKWAY” MODEL. DARK BROWN CALF, ALSO GUN METAL CALF 
FURNISHED PROMPTLY FROM THE CROSSETT IN-STOCK DEPARTMENT 





rounded and embarrassed the retail footwear busi- 
ness the past three or four years one class of shoes 
has come through unscathed— 


iz all the complexities of rising prices that have sur- 


The shoes of unchanged quality. 

The skeptical customer’s query, ““Why have your 
shoes gone. up?” always has its truthful, convincing 
answer when the dealer is able to say: 

“Because the quality is the same as_ before—and 
quality costs more, today.” 


Crossett Dealers can always give that answer. 


Shall We Send You Our Spring Stock Catalog—or a Crossett Salesman? 


LEWIS A. CROSSETT, Inc. 


Address all communications to 
NORTH ABINGTON, MASS. 


SAN FRANCISCO SALESROOM BOSTON SALESROOM 


NEW YORK SALESROOM 
417 Pacific Bldg. 58 Lincoln Street 


606 Marbridge Bldg. 
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Thomas R. Allen, Salesman with 
the One Shoe 


The “‘Recorder’’ has received a letter 
from Thomas R. Allen, who styles him- 
self “‘The Man with the One Shoe.” 

Mr. Allen is salesman for the Ed- 
monds Shoe Company, Milwaukee, 
Wis., in North and South Carolina ex- 
clusively. He writes to the ‘Recorder’ 
as follows: 

““My business in North and South 
Carolina in the last four months is 
something immense. Those who have 
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Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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H. G. Amish Predicts Big Season 


H. G. Amish, representing the Marion 
Shoe Company of Marion, Indiana, in 
New York State and New England, 
looks for a very big season. He has rep- 
resented the Marion Shoe Company for 
the past three years and says that he is 
getting Marion shoes into the best 
stores. He has been out on this season’s 
trip for the past five weeks. 

Mr. Amish belongs to the Rochester 
Association of Traveling Shoe Sales- 
men. He wrote his letter to the “‘Re- 
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of men’s fine dress shoes, Marion, Ind., 
for the past three seasons on the above- 
named territory. 

“T want to say that the general con- 
ditions are very good. I find that, the 
retail merchants are becoming optimis- 
tic regarding their trade, because the 
consumers are buying liberally. Some 
of the merchants have been complaining 
of poor business this season, especially 
through the months of January, Febru- 
ary and March, but they forgot that 
the weather had much to do with this 
condition; on the other hand, the mer- 





THOMAS R. ALLEN 
Travels for Edmonds Shoe Co. 


‘The Edmonds’ Foot Fitter in stock are 
very much pleased with the shoe and are 
placing large orders for immediate and 
Fall delivery. It is a great seller. 
‘‘When it comes to selling, no other 


-shoe can hold a candle to Edmonds’ 


Foot Fitter. It is one of the greatest 
business men’s shoes on the market 
today. I do not miss a city or small 
town. Everywhere I go merchants buy 
without an argument. 

“The Edmonds’ dark, rich mahogany 


-shade in the new Foot Fitter makes it a 
‘splendid looking shoe.” 





H. G. AMISH 
Traveling for Marion Shoe Co. , 


corder”’ from Rochester. It is needless 
to say that the R. A. T. S. have a live- 
wire member in H. G. Amish. 


J. W. Vaughan Selling eth “Bing 
Bang”’ Last 

“I have been a traveling shoe sales- 
man for the past fourteen years, and 
located most of the time on my present 
territory, which consists of the states 
of Pennsylvania, Maryland, Delaware, 
District of Columbia, and the City of 
New York. I have been representing the 
Marion Shoe Company, manufacturers 


J. W. VAUGHAN 
Travels for Marion Shoe Co. 


chants report their business ahead of 
last year for these respective months. 

““My Marion shoe sales are ahead of 
last year, up to the present writing. 

‘‘Among our new styles which we are 
offering for the coming Fall season is our 
new Bing Bang Last, which is making 
a big noise, Bing Bang. 

“I firmly believe that when the 
terms of peace are signed, steel prices 
regulated, and the wheels of export 
trade in full motion, business in 
the good old U. S. A. will be: booming, 
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TAUPE BUCK WHOLE QUARTER 
PATENT KID VAMP 
WOOD COVERED HEEL | : 





DONN D. SARGENT CO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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and that the retail merchants will have 
all the business they can take care of 
when December 31, 1919, rolls around. 
We shall all find that we have had a 
good business for this year, if not better 
than that of 1918.” 


J. E. Call In Charge of Southern 
States 


J. E. Call covers the Southern States 
for the Manss-Owens Company of 


tion regulating the height of spats has 
been removed, the 10%-inch spat will 
be in big demand; and the added con- 
venience of spats for the oxford and 
pump wearers makes this combination 
very desirable, especially in considera- 
tion of the very high prices for leather 
boots. Every shoe merchant looks for 
an overwhelming Fall business on spats 
—a business that will even surpass that 
of the past season. 





J. E. CALL 
Traveling for Manss-Owens Co. 


Cincinnati. Men’s and women’s high- 
grade welts, therefore, is his specialty. 
He is assisted in his work by several 
salesmen, all of whom are gréat believers 
in the South and its continued prosper- 
ous development. 


M. E. Hattenbach Selling Spats in 
Central States 


M. E. Hattenbach is representative 
for William Greilich & Sons, Brooklyn, 
manufacturers of overgaiters. His ter- 
ritory is Indiana, Illinois and Chicago 
market. He has been in the shoe game 
for the past seventeen years—twelve 
years on the road. 

Mr. Hattenbach says: ‘“‘The vogue 
for Fall will be the English costumed 
tailored spat, and will be worn in the 
following colors: tan, dark fawn, pearl, 
taupe and Havana brown. These colors 
have won the approval of all the leading 
merchants and the fashion leaders, for 
they harmonize and blend with the 
colors of the footwear and garments for 
Fall. 

“Fhe featured cloth will be wool 
fabric, commonly known as ‘box cloth’ 
or ‘kersey’ and also imitation leather 
buck finished cloth. Since the restric- 


M. E. HATTENBACH 
With William Greilich & Son, 
Brooklyn 


“The satin and moire spat in colors of 
black, taupe and Havana brown as well 
as white—and white with black trim- 
ming—made a big fashion hit for Spring, 
and without a doubt will be worn 
throughout the Summer and early 
Fall.” 
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News of Cincinnati Sales Managers 


W. T..Dickerson, sales and advertis- 
ing manager of the P. Sullivan Com- 
pany, spent a week in Chicago recently 
with his line of Fall samples, calling on 
the trade. 

H. N. Lape, manager of sales and 
advertising of the Julian-Kokenge Com- 


pany, left this week for the Northwest 


on his semi-annual selling trip. 


W. E. Legg on the Job Again 


W. E. Legg of the Pontiac Shoe 
Manufacturing Company of Pontiac, 
Ill., has recently returned from France 
and has again taken his territory in 
Iowa. He is sending in good orders 
from his Iowa customers, who seem 
pleased to have him back on the job 
again. 


A Unique Sales Dinner of the Hol- 
ters Shoe Company, Cincinnati 


The Holters Shoe Company, Cincin- 
nati, added the finishing touches to their 
sales conference just prior to their men 
taking to the road for the Spring trips 
by banqueting the “boys’’ at Moerlein’s 
Brewery, famous for beer and pitched 
potato steak dinners. This happy wind- 
up to the samples talk occurred on the 
night of March 17, Monday. 

The men shown in the picture are, 
standing, from left to right, B. S. 
McDonald, B. C. Davis, L. A. Holters, 
L. O. Cobler, E. F. Roberts, J. A. Ryan, 
James Donahue, G. A. Neske, D. B. 
Litchfield, M. E. McNaught, C. S. 
Hopkinson. Sitting, left to right, S. E. 
Adams, A. C. White, G. T. Milwee, 
H. J. Hehman, Geo. Aftel, A. Renner, 
J. G. Holters, president; Frank X. 
O’Brien, vice-president, T. G. Thepe, 
E. Speaker, C. N. Richards, J. F. Two- 
hig, J. Jaffe, A. R. Goodwin, A. C. 
Thomas and Jeff Thomas. 





The Holters Co. Sales Conference Dinner 
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MrMorchant: 


Can you say as much 
for the line of womens 


shoes youte handling! 
See opposite page 
oem ommarest 
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“You make b est shoes that can 
be made-well give you higgest 
| Order in Georgias history’ 





125 CLAYTON STREET 
PHONE 717 









455 CLAYTON STREET 
PHONE 621 


MARTIN BROS. 


STYLISH FOOTWEAR 
SHOE REPAIRING A SPECIALTY 




















ATHENS, GA., Mar. 5, 1919 









The Julian & Kokenge Co., 
Cincinnati, O. 






Gentlemen: 






Yours to hand and you can write your 
Mr. Mahar to come to Athens, Ga., and we 
will be glad to give him the largest order 
he has ever had to his credit in Old 
Georgia. ; 

Do not worry about us; we are your 
customers and will say that we intend to 
cut out some shoes that are in your grade 
and BUY YOUR SHOES instead. We must be 
fair to you and say you make the 

BEST SHOES THAT CAN BE MADE 
for we have been buying shoes 27 years. 

Thanking you.in advance and hoping 
you may enjoy the best business in 1919 you 
have ever had the pleasure of having--send 
us some more nice slippers--with kindest 
regards and best wishes, we remain, as 
ever, Your Loyal Friends, 


(Signed) MARTIN BROS. 








































THe JULIAN & KOKENGE co. 


CINCINNATI. 
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TWENTY 
ONE YEARS 


SPATS 
SINCE 1898! 







Twenty-one years of spat mak- 
ing has given us the “know how” 
of production and delivery. 


The fall samples are out. Your 
request brings a man your way. 
He can show you why they are 
what you want. 





WILLIAM GREILICH ¢ SONS 


BROOKLYN, N.Y. 
New York City Office 
Marbridge Bldg.47 W.34 St. a 
KS 
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Two **Constant Comfort’’ Salesmen 


W. C. Olds has, for many seasons, 
represented the Ault-Williamson Shoe 
Company of Auburn, Maine, in greater 





W. C. OLDS 
With Ault-Williamson Shoe Co. 


New York and New Jersey where he has 
built up a large business on this popular 
line of ‘‘Constant Comfort”’ shoes. 

C. A. Bergh is now representing the 
Ault-Williamson “Shoe Company of 
Auburn, Maine, selling “‘Constant Com- 





Cc. A. BERGH 
Selling “Constant Comfort 


” 


fort’? shoes in Washington, Nevada, 
Colorado, Idaho, Oregon, Utah, Wyo- 
ming, and Montana. Mr. Bergh has a 
wide and favorable acquaintance in the 
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West and is meeting with great success 
in his new line. 


**Bill’?’ Groves a Good Last Picker 


“Bill” Groves represents the Roth 
Shoe Manufacturing Company of Cin- 
cinnati. He covers the big cities and 
such states as Michigan, Iowa and Mis- 
souri. Since the Spring of 1916, the 
line of women’s footwear put out by 
Roth has been his hobby; he is said 
to be the “best last picker in the United 
States.””. He has much to do with 
building the Roth sample line each 
season, and now the Roth organization 
will take larger quarters on May Ist 
by moving from their Court Street fac- 
tory to the larger factory at Sixth and 
Sycamore Streets, Cincinnati, the former 
Bering Shoe Company plant. The 
Roth Shoe Manufacturing Company is 





“BILL” GROVES 
With the Roth Shoe Mfg. Co. 


just thirteen years young and coming 
fast with a daily output of 1,200 pairs 
of women’s McKays and welts. 


Memorial Services for St. Louis 


Travelers 


The St. Louis members of the United 
Commercial Travelers of America, on 
Sunday, April 6, held their annual me- 
morial services in tribute to fourteen 
members of the organization who have 
died in St. Louis during the past year. 
Some 500 members of the organization 
attended and the mayor of the city and 
other officials joined with the associa- 
tion in the services. 


E. E. Hesler Recovers from Grip 


E. E. Hesler, representing the Com- 
monwealth Shoe & Leather Co. in lower 


& Co. in Iowa, and C. R. Harper is 
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Michigan and Wisconsin—from Chicago 
headquarters—has just recovered from 
the grip after an illness of ten days. He 
is now leaving for his territory. 





GLEN R. DRISCOLL 


Two Salesmen who have been Suc- 
cessful in Selling Bootie Spats 


Here are two live wire representatives 
of Henry Kleine & Co., Chicago, who 
have caught the spat spirit and are es- 
tablishing record breaking sales on the 
new style spat the Henry Kleine & Co. 





Cc. R. HARPER 


is introducing, called the ‘Bootie 
Spat.” 


Glen Driscoll represents Henry Kleine 





getting big orders in Washington, Ore- 
gon, Montana, and Wyoming. 
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HE snug fit that characterizes all “Horn Fibre” counters 
is not just something we “happened” on—rather it is the 
result of the close study of hundreds of lasts, covering the 
entire range of footwear for both sexes and all ages. 


The call for trim style in both men’s and women’s shoes 
necessitates a superior counter. Upper leather costs too 

much to have it depreciated in a shoe, where an inferior . 

counter destroys the smart lines. 


Specify “Horn Fibre” Counters. 
FIRST WITH THE IDEA, FIRST IN QUALITY, FIRST IN GUARANTEED SERVICE 





This model is used on a 
woman’s high heel oxford. 
Study the length and the 
tapering lines necessary where 
the weight of the foot is 
thrown forward. 


ROGERS FIBRE COMPANY 


MOUSAM DIVISION 
121 BEACH STREET~— BOSTON, MASS. 


CINCINNATI ST. LOUIS 


PHILADELPHIA . 
| WILKINSON & REGER JOHN Cc. RUPP CO. DENNETT & PRINCE 
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- New York City 


Style Notes from Bush Terminal 
Tenants 


.Sam Macomber of D. Armstrong & 
Co., Rochester, New York, who looks 
out for the interests of his firm at 
Room 1524, Bush Terminal Building, 
says: “‘Our factory is running to its full 
capacity. We have no trouble whatever 
in getting all the business that we wish. 
Our customers say, ‘Show us lasts and 
what you can deliver.’ ”’ 

Mr. Macomber also says that he is 
getting ready for the Fall on grays. He 
is looking for a fair business on a dark 
shade of gray. Mr. Macomber says in 
regard to the white shoe situation, 
‘‘White shoes have come tostay. There 
is nothing any prettier than a white 
shoe on a woman’s foot. A white shoe 
combined with a white stocking and 
white costume throughout makes a 
woman look queenly indeed. We are 
taking a great many orders on a white 
buckskin walking shoe; also on white 
pumps.” 


A Call on Arthur I. Benedict 


Acallon Arthur I. Benedict, represent- 
ing Dugan & Hudson, brought out the 
fact that pumps with a long vamp and 
colonials with or without ornaments are 
moving well. 

Mr. Benedict’s motto is, “Sell what 
you talk. The public wears what you 
sell.” 

A. H. Benedict, just returned from 
France, was present in the Dugan & 
Hudson sample room when the ‘‘Reé- 
corder’’ representative called. A piece 
of shrapnel which was removed from a 
large wound sustained by A. H. Bene- 
dict was shown. A. H. was one of the 
boys who recently paraded with the 
27th Division. Previous to going into 
the service, he represented the Knox 
Shoe Company. 


Emil J. Unger Interviewed 


Emil J. Unger, the New York repre- 
sentative of the American Shoe Polish 
Company, spoke most encouragingly on 
the outlook of shoe polishes, dressings 
and blackings. 

“The shipment of polishes during the 
Winter months,” said Mr. Unger, “is 
always somewhat restricted on account 
of possible freezing temperatures, which 
weaken the effectiveness of this com- 
modity. The demand has been espe- 
cially strong during these Spring months, 
even ahead of the usual intensive dis- 
tribution.” 


Spring and Summer Catalogue of 
John Wanamaker 


The Spring and Summer catalogue of 
John Wanamaker features pumps and 
oxfords for women’s wear. Only four 
styles of boots are offered. One is a 
mahogany shade calfskin eight-inch lace 
boot with simulated straight tip and 
military heel for $6.65. At the same 
price is shown a white buckskin finish 
leather, lace boot, 8 inches high, with 
simulated wing tip and perforations, low 
military heel and walking weight soles; 
also a brown kidskin, eight-inch lace 








JAMES J. CURRAN, Lewiston 


On Executive Committee of Maine 
Retail Shoe Merchants’ Association 





boot, with plain toe and high Cuban 
heel, suitable for afternoon and dress 
wear. For $5.95 they offer a black kid- 
skin 8-inch boot, lace, with high mili- 
tary heel and walking soles. This shoe 
is claimed to combine comfort with 
style. 
In White Canvas 


In white canvas shoes they offer 
three styles of pumps, four oxfords and 
one eight-inch boot. A plain pump 
with French heel and turned soles is 
priced at $3.65. A pump with small 
bow, turned sole and covered Cuban 
heel sells at the same price, as does 
practically the same shoe with heavier 
turned sole and covered military heel. 
Two styles of oxfords sell at $4.40. One 
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with a broad comfortable toe, low 
leather heel, welt sole; and the other 
with leather Cuban heel and welted 
sole. For $3.65 there is a dressy shoe 
with French heel and plain toe, or a 
turned shoe with covered military 
heels. The eight-inch lace boot, Cuban 
heels and straight tips, welted soles, is 
priced at $5.25. 


Black Pumps and Oxfords 

All the leather pumps and oxfords are 
in black. An all dull calfskin pump, 
plain toe, French heel, heavy turn sole, 
is shown at $4.90. A dull calfskin pump 
with ribbon bow, military heel, heavy 
turned sole sells at $4.65. Five styles of 
oxfords at $4.65 areshown. A broad toe, 
~glazed kidskin oxford, low heels and 
walking soles; a dressy shoe of dull 
leather, walking soles and leather 
French heels; an all patent leather 
plain toe, leather French heels, walking 
sole; a black calf oxford with leather 
Cuban heel, straight tip, walking soles, 
and a dull calf laced oxford, simulated 
wing tip and perforations and military 
heel are offered. 


At the Edwin Clapp Shoe Company . 


The Edwin Clapp Shoe Company is 
offering for sale its special line of kanga- 
roo skin shoes. The company’s an- 
nouncement sets forth that kangaroo is 
for the man whom fashion follows, 
rather than for the man who follows 
fashion—its scarcity forbidding the pos- 
sibility that it will become common. It 
is pointed out that kangaroo is the 
softest leather you know made softer— 
the smoothest leather made smoother. 
It is kidskin for comfort, calfskin for 
service and patent leather for shimmer. 


A New Factory 


W. D. Hannah Shoe Company, V. W. 
Welker, general manager, is to open up 
a new factory at Dobb’s Ferry, N. Y., 
on the Hudson, a few miles beyond 
Yonkers, in which they are going to 
make exclusively high grade fine turns 
and welts for women’s wear. The new 
plant will not be in operation before 
June 1, and will be operated in connec- 
tion with their present factory in New 
York. 

V. W. Welker of the W. D. Hannah 
Shoe Company, New York City, was a 
visitor at the firm’s factory in New- 
buryport, Mass., this week. 


Advertising Man Changes 
Stores 
H. G. Hall, formerly advertising 
manager of the Carson, Pirie & Scott 
Co., recently became advertising 
man for the Smith-Kasson Company, 
Cincinnati. 
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Branded or Plain 
No. 616 
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No. 615 Mah ae 
" ogany Russia 
DEVONSHIRE Calf English Blu- 
Mahogany Russia Calf eher Oxford 
4 am B, C, D, 6 to 10 MY 
B,C, D, $6.00 » 
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THE GILLIAM NEVERSLIP 
Heel Protector 


The only absolute guaranteed NEVERSLIP heel 
_ protector on the market 
IT WILL POSITIVELY PREVENT ALL LOW 
SHOES AND PUMPS SLIPPING AT THE HEEL 


The narrow piece of soft felt attached to the top of the NEVER- 
SLIP does all the work, and is guaranteed not to hurt the foot. It 
has been tried out and proved right. THE GILLIAM NEVER- 
SLIP has a gummed surface to attach it to the shoe, and when 
it is in, it stays there. Unlike other kinds, it will not pull away 
at each end. Packed each pair in waxed envelope, 12 pairs to a 
carton — $1.60 a dozen pairs. $19.80 a gross, pairs, less 5% trade 
on full gross orders. Terms 2% 10 days. Sells for a quarter and 
practically doubles your money. 


BUCKLES OF ALL KINDS 


This one illustrated is the very:latest creation in metal shoe buckles. 
They come in colors, steel, nickel, bronze, jet and dark brown, in three 
different sizes. Prices are from $5.00 to $6.50 a dozen pairs. Delivery 
at once on receipt of order. Sampléssent on request. 

265" 


“THE H. L. HYMES COMPANY 


aJ9 Bast 17th Street ‘NEW YORK, N. Y. 
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St Louis 


Although the edge has been blunted 
on the Spring season in St. Louis by the 
fact that warm weather prevailed dur- 
ing most of the winter and continued 
into the Spring without any inclemen- 
cies worthy of notice,. the retail shoe 
stores are just now making special 
efforts to draw attention to Easter 
footwear despite the fact that purchases 
for the past month have been along the 
lines of Spring merchandise rather than 
the usual late Winter goods which are 
more often on sale during March thar 
the low cuts and Summer types. 

Retail merchants report that busi- 
ness since early in March has been 
very good with the call running strongly 
to low footwear and colonials, pumps 
and oxfords being in active request. 
Those who are inclined to desire high 
footwear have been buying the pump 
with spats for emergency use, while the 
oxford has been in exceptionally good 
demand both in the Louis and the 
Cuban heel types. 

The aggregate of business on the 
oxford and the pump indicates quite 
clearly that the high boot will scarcely 
be in the running so far as volume goes 
until next Fall, unless there is a marked 
change in the present tendencies of the 
buying public. 


Windows Reveal Much Low 
Footwear 


A survey of the retail stores made 
Monday of this week shows that the 
window displays are almost entirely 
devoted to low footwear with only here 
and there a boot to lend variety rather 
than to indicate a_ definitely large 
demand for the higher type of shoes. 

The lines along which the local shoe 
stores and departments are operating 
are indicated by the footwear which is 
being put forward for the purpose of 
attracting the attention of the Easter 
customers, and here are some examples 
of what is being done: 

The shoe department at Scruggs, 
Vandervoort & Barney’s, in offering its 
Spring lines, is playing pumps and 
oxfords about fifty-fifty, showing the 
new and severely plain colonial, the 
tongued pump and the oxford with 
long drawn vamps. High heels are 
chiefly in the forefront of the showing, 
the leathers being black and brown kid 
and white kid, buck or canvas. The 
price range on these shoes is from $6 to 
$12 per pair, and the style effects are up 
to the minute so far as heels and vamps 
are concerned, as well as the other 
characteristics. 


At Sensenbrenner'‘s for Easter 


Sensenbrenner’s is playing strongly 
for Easter the colonial in patent leather, 
dull kid, brown kid and white kid, 
with buckles, made over the new long 
vamp, with high arch lasts and with 
Louis heels up to 24 inches high. 
Oxfords are being shown in patent colt, 
dull kid, brown kid, gray suede, white 
kid and black satin with slender covered 
or leather Louis heels and either a plain 
toe or a smartly perforated tip. At this 
store the opera pump is also being shown 
as a good leader in patent, dull kid, 
brown and also white kid. In walking 
oxfords a showing is being made of 
black kid, tan calf and white calf, these 
shoes being smartly designed with a 
military heel, perforations around the 
vamp and over the toe imitating a tip 
as well as around the upper part of the 
quarter. The price range at this store 
is from $6 to $9 per pair for these shoes. 


At Nugent Bros. 


At Nugent Bros. Department Store 
the military heel oxford is being put for- 
ward strongly as is also the beaded 
buckle colonial pump and likewise the 
walking oxford with perforations on the 
tip, around the vamp and on the quar- 
ter. The showing includes both military 


‘and Louis heels, the more severely 


plain pump carrying the Louis heel, 
while the oxford, chiefly for walking 
use, shows the military heel. Incidental 
to this showing for Easter demand, 
Nugent’s is putting on a special sale of 
new Spring low shoes of similar design 
to those already mentioned, but in lower 
prices, the lines including black suede, 
dull and brown kid, also white kid and 
canvas. The military oxfords are shown 
in white nubuck, mahogany, tan, pat- 
ent, gun metals or vici. 


At T. J. Reid Shoe Co.’s. 


At the T. J. Reid Shoe Company’s 
store a leader is being made of a dressy 
patent leather oxford in the new model, 
the vamp. being long drawn, while the 
eyelets are concealed and the stitching 
is of the simplest and plainest type. 
Other leathers and colors are found in 
the line at this store as well as pumps in 


which the beaded ornament character- © 


istic is particularly strong. 


Famous & Barr’s Latest Type 


At Famous & Barr the latest type of 
Easter oxford is being exploited very 
strongly and is being shown in suede or 
ooze calf, in black or brown with high 
turned full Louis covered heels. These 





! 
are being priced at $10, while women’s 
oxfords, tan Russia calf, made on an 
English last in Goodyear welt style are 
being presented at $9 and are particular- 
ly attractive. Pumps are not lost sight 
of at Famous & Barr’s, as the line shows 
some very striking examples that are 
snappy in effect and meet the present 
call either in severely plain styles, with 
the tongue or with the beaded buckle. 


At Brandt’s and the Grand Santer 


At Brandt’s the bronze kid oxford is 
being given the center of the stage for 
the moment and this style is shown in 
turn soles with high French heel and 
vanity plates. This is, of course, not. 
the only type that is being pushed 
forward, but it is another evidence of 
the strength which the oxford is showing 
and it is being sold in both the Louis. 
and the military heel, the stitching and 
perforation being determined by the 
character of the heel, the military type 
usually showing perforations around the- 
vamp and upper part of the quarter and 
sometimes over the toe, while the Louis 
heel is severely plain in its stitching 
and general ornamentation. 

At the Grand Leader the slender 
vamp heel oxford and likewise the pump- 
are being put forward for the Easter 
selling and here it looks much like @ 
fifty-fifty break, the decision as to the 
purchase usually resting upon the per- 
sonal preference of the customer after 
the shoe is seen beneath the edge of the 
skirt. These pumps and oxfords are 
both being shown in black satin, black 
suede, fine kid and patent leather, the 
lines being particularly slender and the 
insteps well arched, while the heels 
range up to the highest limit. Here the 
prices are from $7.50 to $12 per pair, 
indicating the character of footwear. 
which is being bought, and it may be. 
added that there is no hesitancy in the. 
consuming trade to buy the higher 
priced goods if the footwear seizes the 
fancy. * 


The Low Shoe for Men. 


In the men’s lines, the low shoe is 
being given dominance by all the shoe 
stores at the present time and practi- 
cally all of the men’s lines that are being 
advertised are of the oxford type, this. 


_ Statement being true of the Walk Over 


Shop, Swope’s, Hutcheson’s, and all the 
other establishments which carry or 
specialize in men’s footwear. 

Generally speaking, the snappiness of 
the lines which are being shown is very 
marked and the reports'ftom the trade: 
are that the selling is very good with 
little or no question raised as to price, 


provided the shoe suits the customer. 
BPP ELIATi TL eh ree 











IN STOCK 


Rigid maintenance of quality is one characteristic of these sturdy 
Pla-Mate Shoes. Goodyear 
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*“*Pla-Mate’”’ 


WILLIAMS, HOYT & CO., | 


3.20 3.65 
Stocked for Misses Also 


Rochester, N. Y. 
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The Boot That S 
—— 
Sportsmen Swear By A 


“Finest thing ever for rough, outdoor wear,” says an 
Oregon sportsman. Nothing like them for wet ground or 
dry—hunting, fishing, trapping or hiking. Easy on the feet, 
but outwear harder, stiffer boots. AS NEAR WATERPROOF 
S LEATHER BOOTS CAN BE MADE. Well advertised. 
ou can bank on them to make friends for you. 


Built the Russell Way 
Quality Always 
Expert bootmakers make ‘Never Leak” boots by hand from black 
chrome cowhide, a wonderfully flexible leather, 
waterproofed in the tanning. Patented Never 
Rip Seams shed the water—there are no “open” 
stitches. Made to measure in any height. Soles 

hobnailed or smooth. 
Write for Dealers’ Prices 
and Catalog S. 


W. C. Russell Moccasin Co. 


Berlin, Wisconsin 
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An IN-STOCK STYLE 


from our line of 


Boys’ and Little Men’s Shoes 


Stock No. 15 


No. 15—Boys’ Tan Bal, Hoody 


Leather Sole, West Point Toe, Sizes 1 to 6. 
Price 


izes 1 to 6. 


“HONEST WEAR IN EVERY PAIR” 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 
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The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


207 South Street 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. 
Foreign Trade Opportunities. 

Advice on Financing Foreign Accounts’ 
Translations from or into any language. 


Mediums for Advertising. 


Boston, Mass. 


Registration of Trade Marks in All Lands. 
Financial Reports. 

Means and Methods for Forwarding Shipments. 
Expert Advice for Exporters. 




















April 12, 1919 





BOOT AND SHOE REGORDER 133 








‘“Recorde®’ Occupational Bureau for Returning Soldiers and Sailors 


Lieutenant in the Royal Flying Corps, having served as 
pilot from 1917 in the Flanders and other big drives, has just 
returned from overseas. Attended Dartmouth College for 
two years but left school to enter service. Would like position 
as leather salesman. Address $28, care ‘Boot and Shoe 
Recorder,” 207 South St., Boston, Mass. 





Having just been released from the U. S. Army am again 
in a position to resume any line of business as a traveling 
shoe salesman. Have covered New Jersey for seven years 
and have an established trade. Am open for a line of good 


shoes, either men’s, women’s or children’s, manufacturers’ 
or jobbers’. Address S27, care Boot & Shoe Recorder, 
127 Duane St., New York City. 





Just returned from overseas. Have had ten years’ ex- 
perience in the retail and wholesale shoe business. I was 
just about to make connections to go out on the road with a 
line when the call toservicecame. I would like to travel for 
some reliable shoe manufacturing concern, but if same is not 
available would take a position in a sample room, or inside 
selling line. Address $26, care of “‘Boot and Shoe Recorder’ 
Publishing Co., 207 South Street, Boston, Mass. 








Logue Sole 


PREMIER SPATS 
Satin and Silk Moires in the latest 
“<=. 


Ask to see our *‘Wooleather”’ 
Greatest Spat Cloth on Earth 


spare when Tefiom CYogue Style Titn 


—_ Cincinnati, Ohio. 
Commercial Tribune Bldg. 


















For World Wide Trade 


THE BOOT AND SHOE RECORDER 


Circulates in The United States 
THE EXPORT EDITION 
= a of the 

: BOOT AND SHOE RECORDER 
= Circulates In Europe and Far East 
EDICION Lara AMERICANA 


BOOT AND SHOE RECORDER 
Circulates In Latin America 


For information regarding markets, rates, etc., address 








Boot and Shoe Recorder 


207 South St., Boston, Mass. 


a HEGUGROROSHRORCCROREEOET: 











OXFORDS 
FOR THE GROWING GIRL 


IN - STOCK 
For At- Once Shipment 


Brown Lotus Oxford, McKay Welt, 214-7 C-D $3.50 
Gur Metal Oxford, McKay Welt, 2}4-7 C-D $3.25 


CON~-ROLLINS COMPANY } 


.CESSOR TO GEO.F. DANIELS Corp. 


LYNN, MASS. 
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page per issue: 


“Recorder” rates for space less than one-eighth 
13 times 
$2.75 


10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


1 7 times 
linch..... $4.00 $3.00 
2inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.98 
4inch..... 15.00 12.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED. Three cents per word for 
vertisemen ive cen w 
‘One Dollar. A 


26 times 52 times amount accepted Ads under this heading will be received 
$2 50 $2 00 up to five o’clock Tuesday P.M. When advertisers desire answers te 
7 ¥ come in care of this office, twelve words must be allowed in each adver- 
4.75 4.00 tisement for address. When advertisers desire SS direct 





7.00 600 | Soa sche: 
9.00 8.00 | under letter 





each insertion 
ted, sixty cents. For other “Want” ad- 
for each insertion. inimum 














SALESMEN WANTED 


SALESMEN WANTED 


WANTED TO PURCHASE 





ANTED RETAIL SALESMEN—An expand- 
ing chain store proposition can place three or 
four young salesmen, must be of small town pets. to 
25,000 pop.) training. Good wages and pros) 
B268, care Boot and Shoe Recorder, 207 
Street, Boston, Mass. 


WANTED AT ONCE—Graduate experienced 
retail shoe salesman, county seat Eastern 
Nebraska. Give full particulars first letter. Fred 
Diers & Son, Madison, Nebraska. 





WANTED Salesmen to carry our line of t- 

shoes and moccasins through the est, 
Middle t and Southern States on a commission basis. 
E. A. Buck Company, Bangor, Maine. 


GALESMAN WANTED—To sell on commission 
as a side line. A line of men’s nailed shoes. All 
*n west of the Mississippi but Min- 
t twelve samples. Six per cent com- 





territory ©) 

nesota. A 
mission. Samples now ready. State experience 
Wis. reference. Monarch Shoe Company, Racine, 





GHOE salesman, wanted to sell shoe laces as a side 
line. beral commission. State territory 
covered. .. required. Address B269, care 
ae and Shoe Recorder, 207 South Street, Boston, 





'WO territories m. One comprises Northern 
Minnesota and North Dakota; the other, the 
Iron Range of Minnesota, Northern Wisconsin and 
the Upper Peninsula of Michigan. Only live, wide- 
awake salesmen with satisfactory references need 
apply. Wire —— | & Chapline Shoe Co., Mil- 
waukee, if interes’ 


GALESMAN WANTED—For Milwaukee, Ra- 
cine, Kenosha and vicinity. Have well estab- 
lished business in this territory on our general line, 
also small business on J. E. Tilt line. Representa- 
tive may have -_ i. both these lines in this 
terri  . shoe man_ preferred. 
R. P. Smith _" Co., 224 South Prranklin 
St., Chicago, Ill. 








HELP WANTED 








A Splendid Opening for a “Quality 
Man” to Superintend the Making of 
Women’s Fine Shoes 


A Middle-West shoe manufacturer de- 
sires to secure the services of a first-class 
shoemaker who can direct the production 
of a line of women’s fine welts and act as 
right-hand man to the superintendent in 
one of the finest plants in the country. 
The salary and opportunity will be ample 
for the man who has had the necessary 
experience and can furnish satisfactory 

Add B267, care Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass. 











urehase entire stooks 

oo Lom sa 
us particulars 

have for sale. 


Short Term Leases Taken 
We pay Highest Cash Value 
VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 


587 Pieeducn, Bow. New as Satins Y. 


























GALESMEN WANTED—Experienced men with 
established trade to carry “Federal Shoes for 
Boys.” Unusual line; in stock; commission only. 
Territories open: Ohio, Wisconsin and Illinois 
without Chicago. Address in confidence, gi 
oom of experience. Federal Shoe Co., Low 


Work SHOE SALESMAN—For high-grade 
“Made in Milwaukee”: line of men’s and 
boys’ work and semi-dress shoes. Have open 
northern half Illinois, Louisiana, Virginia and 








Maryland. Commission 
basis only considered. One hundred per cent gain 
in business 1918. Building new fac . Great 


gpportunity:. Luedke Schaefer Shoe Co., Sales 
. Wis. 





GALESMEN WANTED—Any o one calling on the 
retail shoe trade can earn money as a 
side line on a well-advertised article. Nosamples— 





LINE WANTED 


NAPPY manufacturer’s dress welts and felt _ 
on commission basis. Excellent representa’ 

itory Ohio and Western N. _ 

Address 285, The Arcade, Cleveland, Ohio. 














FOR LEASE 


J hed. ogee in the ingyen tt popular ladies’ 
y store in Soanioun, ee Fifteen 
hunted, pairs ladies’ shoes can be carried in 
mann Ban now co Big opportunity. Will lease on 


pereuntage basis. Write for more ticulars to 
Burstein, 900 Chestnut St., Phila elphia, Pa. 











only 1 photograph to carry. 
Write ker particulars, _ Oscar Onken Co., 11 


Wt. 4th, Chocinnati, 


WANTED 


Efficient and Experienced salesman ac- 
customed to selling the larger local trade. 
Best of references required. Communi- 
cate with MERRITT ELLIOTT & CO., 
INC., 130-32 Duane Street, New York City. 











HUSTLING shoe salesmen wanted in every 
state of the Union to carry on the side a 
staple line of men’s waterproof wood sole 
shoes. 11 per cent commission—no advances. 
An in-stock agi Cas yA og a good 


profit to the retailer. Act = ar 
territory desired, and all 
ourself. ‘gag = WN'S SONS con 


about 
INC., CAMDEN, N 








EXPORT OPPORTUNITIES 


Highest Cash Prices Paid. 
for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 

ire or Phone us 

Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


* we 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 














Boot, Shoe Manufacturers 


who would be willing to 
supply vamps, uppers, soles 
_and heels for Export in large 
quantities, are invited to 
communicate with MEDI- 
TERRANEAN TRADING 
CO., INC., 29 Broadway, New 
York, who have direct con- 
nections with largest con- 
sumers. 


YOuR! Discsa 


WANTED FOR EXPORT 
Slow Sellers 4 
Discontinued Numbers 
pny ee Stocks 
FOR CASH 1 

NEW YORK EXPORT 
PURCHASING CORPORATION | 
815-517 Broadway, New, York City, N. Y. 

















quick and highest price 
ore B- go~ tg .. py 4 
other merchandise. 
vem our specialty. 
Bank and mercantile reference. 
BROO: Pupeaees stuaccate 


“He etry teen 
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No. 229 
WHITE NUBUCK OXFORD 
NEOLIN SOLE, WELT 


WANTED TO PURCHASE 


= 5 Ka ~~ <7 = sn rs NS 

<100:Years.9- Goods 
Our In-Stock Department Is 
at Your Service Every Work- 
ing Day 


Satisfactory merchandise in these 
Medium Grade Women’s Pumps and 
Oxfords. 
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Welts and Turns Now Ready 
Listed in Our Catalog No. 15 


L. B. EVANS’ SON CO., Wakefield, Mass. 


MISCELLANEOUS 


No. 259 


WHITE NUBUCK PUMP 
IVORY SOLE, WELT 





MISCELLANEOUS 








CASH PAID 


fer shee steres or surplus stocks ef shees 
er for ether merchandise. Leases taken 
ever. We will send a representative te 
imvestigate and make offer upen request. 


Max Kalter Mercantile Co. 


591 Broadwa New York City 
tens Spring 4573 














MISCELLANEOUS 
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Milbradt Rolling 
Step Ladders 


yeas 
taht 
pile 
f ine 














Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
ases Taken 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
28 Lispenard St., New York City 
Merchandise of All Kinds Purchased 

















The Influence of the 


Boot and Shoe 
RECORDER 


with retail shoe buyers is. 
the greatest aid your sales 
department can possibly 
have or get. 











Metal Shoe Fitting Stools 
And Floor 
Mirrors 





Ne. 141 


write ter The Chicago 
Catalog and e e 
‘Pres ~=6 Wire Chair Co. 
621 N. LA SALLE STREET, © 
CHICAGO, ILLINOIS 














Statement of Ownership, Management, etc., of 
the “Boot and Shoe Recorder,”” published weekly 
at Boston, Mass., for April 1, 1919, required by the 
Act of August 24, 1912. 


Editor: Arthur D. Anderson, 207 South Street, 
Boston, Mass.; Business Manager: Everit B. 
Terhune, Swam tt, Mass.; lisher: Boot 
and Shoe Recorder Publishin; Company, Boston, 
Mass.; Owners: United Publishers’ Corporation. 

Stockholders: Chas. K. Beidenkopf, 239 W. 
39th Street, New York, N. Y.; Edmund D. Carey, 
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H. “. Swetland, Montclair, N. J.; M. J. Swetland, 
Trustee for Grace Swetland, Montclair, N. J.; 
W. H. Taylor, Upper Montclair, N. J.; Everit B. 
Terhune, 207 South Street, Boston, Mass. 


(Signature of Business Manager) 
Everit B. Terhune. 
Sworn to and subscribed before me this Ist day 
of April, 1919. 


(Seal) Eric O. Hallberg _ 
Notary Public. 











the right wearer, in the 
shoe merchants. The chief i 
which depends the progress of 


Ad. h of the A 








BOOT AND 


THE RECORDER CREED: Gottive More Shoes Sold pnd not only “more” but “right’’; sold oe — ri 


fitting, v3 the my at the ri ae pase. This is the the retail 
f the “Boot Shoe I Recorder” solve it; for is the b ae ae upon 
e entire ‘allied i g to shoes a leather; their production and distribution 





Annual subscription in United States, $3.50; per copy, 25 cents. 
iated Business Papers, Inc. Member of the Root 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


SHOE RECORDER 


Canadian, $5.00. 


Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matter 


me pg spe to 


Foreign, $7.50 
Member of Audit Bureau of Circulations 








Index to “Where to Buy’’ 


BOOTS AND SHOES 
Allen, Foster, Bridgeo Co., Inc., Lynn, Mass. 63 


Allied Shoe Co., Newburyport, Mass........ 96 
Arnold, M. N., Shoe Co., No. Abington, Mass. 9 
Ault-Williamson Shoe Co., Auburn, Me... .. RB. 


Bacon-Rollins Co.. Lynn, Mass............ 
Bancroft-Walker Co., Haverhill, _. ‘ 
Bass, Geo. E., Shoe Co., Wilton, Me.. 
Bates, A. J. Co., Webster, Mass 

Beals-Pratt Shoe Mfg. Co., Milwaukee, Wis.. 62 
Berlow, Elias, New ‘ork Cit err 100 





Berry, ‘A. H., Shoe ie Auburn, Me........ 108 
Beenie TMbas,.. TRONBOM. 6. ccc ccccsccccess 95 
Blum Shoe Mfg. Co., ae N. Y.. 94 


Boardman Shoe Co., TE TS a oa 

Brown Shoe Co., St. Louis, Mo.. 

Cc ambaiige B Rubber Co., Cambridge, “Mass... 100 

Carter, J. , & Co., Nashville, Tenn., and 
hair eames ieee et ae rene Tp 8 

Central Shoe Co., Kansas City, M . 88-89 

es ay & Alden Co. (Campello), ‘Brocton, 


RE he rr Pee over 
Cla Ps Edwin & Son, Inc., E. Weymouth, 96 
Concord Shoe Go., New York City! 2122121: 94 


Cotter Shoe Co., Lynn, aE 
Crosset' som Ass Inc., No. Abington, Mass. 120 
Dalton , Brockton, Mass 1 
pamene “Shoe Co., New York City. ...... 83-100 
Dodge, N. D. Shoe’ Co., Newburyport, Mass. 87 
Duane Shoe Co., New York RSP Get 65 


Edmonds Shoe Co., aweunes. | Wis. .. Front Cover 
Ellis-Eddy Co., Haverhill, a ana 
Evans’ Son Co., L. B., Wakefield, Mass.. - 


Excelsior Shoe Co., Portsmouth, 
E-Z Walk Mfg. Co., New York ‘City Pree 60 
Fox, Inc., Chas. K., Haverhill, Mass.. 1 
Ha town Shoe & ‘Legging Co., Hagerstown, 


Hallahan & Sons, oF a Pa... .. 18-19 
Harney Shoe Co., P. Lynn, Mass........ 31-94 
Holters Co., St. “hee | REAR 61 
Hygrade Shoe Works, New York City...... 62 
Ideal Vogue Shoe Co., Haverhill, Mass.. 95 
Johnson Bros. Shoe Co., Hallowell, Me...... 6 
Johnston & emmy 5» New York 6s oe.0¢ 

Julian & Koke: ‘o., Cincinnati, 0. .124-125 


Juvenile Shoe apenntien of America, St. 
“Serres 25-—26—27-28-29-30 


Kalt-Zimmers Mfg. Co., Milwaukee, Wis.... 65 
Keith, The Preston B. Shoe Co., Brockton, 


SES rrr yyrrrerr te Tere 69 
Kelly, J John, Inc., Rochester, N. Y.......... ll 
Kleine, Henry & Co., oe eee 22-95 
Knipe Bros., Ward RR ccs cccessce 100 


Knox Shoe €o.; Milford, Mass... 








Krohn-Fechh ae Ci ti, O. 102-103 
eae Bree Ca, BIONNO. 3 ccc cs ccccccceccss 

Lilly, Henry, Co., i York City... .. -< 
Marathon hoe Co., Wausaw, Wis.. oan 
Marston & Brooks Co., Hallowell, Me...... 132 


Mayer, F., Boot & Shoe Co., Milwaukee, Wis. 68 
McElroy-Sloan Shoe Co., St. Louis, { “oe 68 


Mitchell-Caunt Co., Lynn, NS a ke 6: 6rncbd 2 
Monitor Shoe Co., New York City......... 95 
Nettleton, A. E., Co., Syracuse, N. Y....... 96 
Nu Baby ag Co., E. ynn, Mass.. gabe 95 
Pa ‘ , Co., Brockton, Mass....... 130 
Peters Shoe - yo SS eee 3rd Cover 
at gt & comes. New York Cit Ns Se nchaaee 
Reed, , & Co., Rochester, N 

Regal Shoe’ Co., is ang aaa “id6-107 
Rhein Shoe Co., St. Louis, Mo............. 94 
Rice & Hutchins, Pe EN «66 <cceeesee 32 


I os oc pa nenetcagy ee 110 
Russell. Sa Moccasin Co., Berlin, Wis.. 132 
Sargent Co., D. D., Salem, Mass........... 122 
Scheiffle Shoe Co., Cincinnati, O........... 

Selby Shoe Co., Portsmouth, 24 
| a Shoe Co., Inc., Lyachbers, Va. ane 


Smith, R. P., & Sons Co., Ch hicago, Ill... ... 
Smith- Wallace Shoe Co., ‘Chicago, eee 112 
Smith, William Sumner, Chicago, Ill....... = 


$tacy-Adams Co., Brockton, Mass. 
3tandard Felt Co., West Alhambra, Cal. ‘ote 
$tetson Shoe Co., So. Seem. Mass. .... 





Stylo Shoe Co., St. Louis, Mo.............. 98 
Thompson Bros., — Reesheen. Mass. 5-96 
limson Bros., _ eames = 





Pe le le lee te eT 


lober-Saifer Shoe Co., St. Louis, M 
United States Rubber Co., New York be 72-73 
Upham Bros. Shoe Co., Stoughton, Mass.... 118 


Vinsonhaler Shoe Co., St. Louis, Mo........ 94 
Weimer, Wright & Watkin = ’ Philadelphia 17 
Whitman & Keith, Brockton,  —" 96 
Williams, Hoyt & Co., Rochester, N. Y..... 132 
Wise, Shaw & Feder Co., The, Cincinnati, O. 119 
Wolf, o“- | Shoe Co., "The, Cincinnati, we 79 
Wright, E. T., Co., Inc., Rockland, Mass.... 116 


LEATHER AND OTHER MATERIALS 





me & Kimball, Inc., Boston............- 97 
& Cobb Co., Inc., I sake 6.400.000 97 

Cas le y, d Company, Car Camden, ye 20 
Creese & Cook Co., Boston..............+++ 97 
Gallun & Som A. F., ee Wis 2 14 
Henwood & Nowak, Inc. ., Boston. . 65 
Hub Gore, Boston and New York. . 97 
Hunt-Rankin “n= Co., Boston. 97 
Jones Co., : SO ROR 97 
Lawrence, A & ” Leather Co., Boston... 7 


Levor, G. & Co., Inc., Gloversville, N. Y.. 13 
New Castle Leather Co. , New York City. -48a-48b 
Ohio Leather Co., Girard, O 6a-16b 
Ru ping, Fred, Leather Co., Fond du Pir 
64a-64) 


cds dha ees GENsduboukacnedsKewes b 
Standard Kid Mfg. Co., Boston............ 3-97 
FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City........ 99 
B-H-K Mfg. Co., New York City.......... 101 
Bicycle Step Ladder Co., Chicago, Ill....... 135 
Chicago Wire Chair Co., Chicago, Tll....... 135 


Coburn Trolley Track Co., i ha _—-- 6 
Dalrymple, Pulsifer Co., Haver! 

Dudley, T. D., Co., Haverhi 
Emery & Beers, Inc., New York City....... 
Federal Overgaiter Co., New York City..... 99 
Goodyear Tire & Rubber Co., Akron, O..... 70 
Gordon Mfg. Co., Providence, R. I......... 97 


Greilich & Sons, Wm. ., New York City.. 126 
Halperin, Simon Co., The, New York City. : 78 
Hymes L., New York > eae 130 
J B. Sales Co., "Worcester, = rere 
Lincoln Co., The, St. Louis, a“. 82 
Milbradt Mfg. Ca, Gt Lows, Mle.......... 135 
Miller, O. A., Treeing Machine Sa. Brockton, 
RE a iE FP, Se ree ae 118 
Myers, F. E. & Bro., Ashland, O........... 135 
Narrow Fabric Co., The, Reading, Daccces 65 
Onken Co., The, Cincinnati, O....... eu 


Ramsay, H. W. & Co., Boston........ 
Rauh, 8. & Co., New York City... . 
Root-Heath Mfg. Co., Plymouth, O 
Schiff Jewelry Co., New York City. 
Scholl Mfg. Co., Chicago, I ‘ 


U. S. Specialty Mfg. Co., Pittsburgh, Kan.. _74 
Vogue ontay Co., * Cincinnati, Moa patacs 133 
Whitcher, Frank, Co. eRe 


MACHINERY, _LASTS, 6 SUPPLIES, 


DRESSINGS, ET' 
Armstrong Cork Co., Pittsburgh, P. 
—— Polish Mig. Co., Inc., New York 
Elliot Machine Co., Grand Rapids, Mich... 74 
Griffin Mfg. Co., New York ea? 10-100 
Panco Rubber Co., Chelsea, Mass.......... 
Rogers Fi ee 128 
United Shoe Machinery Corp., Boston...... 84-85 
Whittemore Bros. Corp., Cambridge, Mass. 76 
MISCELLANEOUS 

American Shoemaking Co., Boston... . . Rusas 
American Trust Co., ead ck 80 
Atlantic Printing Co., 7... Ve ee ae 98 

Pvasewkahec 99 


Boylston National Bank, Bos’ 
poy Purchasing Syndicate, Brooklyn, 


EERE RE hp EE tae re 135 

. Calderwood & Preg, Boston................ 101 
Credit Clearing — New York City..... 60 
Edwards, T. J., — SAE yy Ree MIRA 98 
Everett Press, Boston........-.+..++ss000- 98 


— Mutual Fire Insurance Co., Fitch- 
Glauber & Co., New York City?2°22°5722 135 
= Merchandise Co., at ae Ind... 135 
, Commercial Art Co., Chicago, ti 
tae zoanee Co., Bosto: 





Published Weekly in the interest of the shoe 
merchant, wholesaler and manufacturer by the 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
G. PHILLIPS, 
Treas. 


THUR D. AND 
SWAIN, CARPENTER & NAY, Counsed 
101 Tremont Street 


ARTHUR D. ANDERSON, 


Editor 
WALTER C. TAYLOR 
GEOR acs E. B. ,RUTNAM 


“HELEN M. HANBY 
Associate Editors 


PUBLISHERS’ NOTICE 








FOREIGN SUBSCRIPTION—The ag A 
foreign countries except the above is orae 





per year, 

All subscriptions are payable in ad 
ADVERTISING RATES—Card of Advertising: 

rates furnished on tion. For rates for 

Wants, for Sales, etc., see Want 





OFFICES IN 
BROCKTON Sewnee 8 224 Moraine St., Geo. W. 


R. M ‘ 7. 
CHICAGO OFFI E199 Went Madiooe 8. Tele 
Main 1089. B.C. Bowen, Manager 
- LOUIS OFFICE 1627 Looust St. B. C. 


NeW YORE O OFF FICE: Room 102,Graham Bidg... 
27 Duane di. H. Walter Scott, Manager. 


Telephone 050 
ee 7 ye OFFICE: 929 Chestaut St. H. 
HAVERHILL OFFIC : Chamber of Commeree 
a? Haverhill National Bank Bldg. Geo. 


R. Hill, M 
CINCINNATI OFFICE: 501 First National Bank 
.. B. C. Bowen, Manager. Teiephone 


609 Powers Bldg. 


M 
ROCHESTER OFFICE: 
iter L. ew degen Rep- 


Seward, Western 
ave hy Telephone , ae — 
LYNN OFFICE: Fred A. 
MILWAUKEE OFFICE: B.C. Bowen, Manager. 
Paris Office: 2 Rue des Italiens, Miss Laura 
Hubbard, Manager. 





m, Manager. 
Office: T. C. Verardo, Rivadavia 1160, 
a ~ > Leon cio de Miguel, 20 Fuenearral 
Cuban Office: S. Vidal Vidal, Manager, P. O. Bes 
148, Santiago de Cuba. 
Brasil: Leon Combacau, Ouvidor 71, Rio de 


Janeiro. 
Japanese Office: Yokohama, J. F. Wagem, Mas- 
ager. 








Hooper Printing Co., Boston............... 98 
Hota Wee, Boston: ................000.. 80 
Hotel 4 me A New ¢ OT ee 74 

Manchester, N. H.... 101 


Johnson, 
Kalter Merc. ae Max, New York City.. 135 
Karrer, Bosto: 98 





Merchants’ Rervian, New York City........ 
Corporation, 





New . York 


Van 
Victory 














Oo: AGN ae 





April 19, 1919 BOOT AND SHOE RECORDER 1 


# RRHOCO 





MADE TO WEAR 


aan SIZE 





(LABEL—COPYRIGHTED) 


“Universal Praise” 


HOSE who have seen the new Parker Holmes line of PAHOCO 
all-leather Welts and McKays for boys and girls have nothing 
but praise—enthusiastic praise—for the quality and value. 





They have examined closely the materials, workmanship and style 
of these shoes. The leathers are Pfister & Vogel and A. C. Lawrence, 
with Beckwith Toe Boxes; the Welt linings are Farnsworth, Hoyt 
& Company’s, “Wear Proof’’—in other words, we have bought with 
utmost care the best standard materials in the market today, and in 
making them up have employed the latest, most improved machin- 
ery and methods. PAHOCO Shoes are all-leather throughout. 


The name is stamped on the sole of every shoe. 


We are sole distributors for the PAHOCO line. 


Parker, Holmes & Company 


“The House That Helps’’ 


BOSTON ‘TR MASS. 
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(—SPECIAL!-y 


Three uncommon values at an uncommon price for at 
once delivery. Don’t delay your order. Shoes like these 
can not be kept as floor stock long. Live dealers jump 
at a snap like this. We made them up out of leather 
selected for U.S. Navy shoes. This statement alone 
should be enough to establish confidence in their quality. 
This is a “buy’’ you won’t be able to duplicate. Get 
in your order while there’s a chance of having it filled. 





























**BANKER’”’ 
NUMBER, 
601 
**Navy” Gun Metal leather, 


Foxed Blucher, 1 inch heel, 
11 iron sole, 


PRICE $5.35 





SIZES 6 TO 9 AND 6 TO 10 ONLY, D AND E WIDE 


“NUGGETT’” 
NUMBER 
603 
“Navy” Gun Metal leather, 
Blucher, Navy pattern, 1 inch 
heel, 11 iron sole. 


PRICE $5.35 


‘““MONARCH”’ 
NUMBER 
605 


“Navy” Gun Metal leather, 
Blucher, 1 inch heel, 11 iron ee 
sole. Same style as Nuggett. BAe irae: 2 of 


PRICE $5.35 


INN a cso 





The Preston B. Keith Shoe Co. 
BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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We want each buyer of Standard Kid 
to be satisfied with his purchase 
when the bundles are opened in his 
factory. That is the obligation we 
assume. 


In selling Standard Kid, it is our pride, as much as our business 
principle, to meet our customers’ expectations. 


We leave nothing undone to obtain accurate and uniform grading. 


We try to sense, as he has to, the necessity for evenness in the uppers 
of the shoes as they come through his factory. 


Because we know that upon the retailers’ satisfaction with the 
delivered shoes depends the maker’s satisfaction with Standard 


Kid. 


You should see samples of our Color 18, FIELD MOUSE, and 
Color 8, GRAY. These shades are in good demand for Fall shoes. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. } 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO. 


1. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 
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Fiverything in fabrics for the 
outside of a shoe 1s to be 


found in the Casko line. 


CORKSCREWS 
Both Cotton and Worsted 


of All Descriptions 
Also 


SILKS and SATINS 





We Also Specialize in Cloths 
for OVERGAITERS and SPATS 





We call particular attention 
to our special ability in 
MATCHING ANY LEATHER 
WITH CASKO FABRICS. 











Casko Shoe Fabrics Corporation 


Manufacturers and Distributers 


400 Arch Street, Philadelphia, Pa. 
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“The Warrant of Value 
That Makes You Sure” 









Buying Fine Now 


wy w 


See our offering of 
Fall Boots, all in Good- 
year Welt Process, in 


all obtainable materials 
w Lu) Ww 


A word from you will 
assure attention, and 
without any obligation 











& w 


Williams Clark & Co. 


Lynn Mass. 








—— meme meme me meme mm ee me ee ee 
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Will keep your shoes new 
and comfortable longer 











BECAUSE 








The soles never become damp. 

Therefore, they do not dry out stiff and hard. 
They preserve the innersole in the same way. 
They keep your shoes new inside and out. 


Loxsol does not stretch nor spread. 
It holds its finish. 


IT IS NOT RUBBERY 


Loxsol has all the advantages of leather and © 
rubber with none of their disadvantages. 


ASK TO SEE 


LOXSOL 
H. E. LOCKE & CO., INC. 


Cincinnati 99 Chauncy Street 
St. Louis 
New York Boston, Mass. 


Philadelphia 
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NUBUCK 


Reg. U. S. Pat. Off. 


i? moving conspicuously toward 
suedes, as it is doing today, the 
demand for leathers for fine shoes has 


thrown NUBUCK into remarkable 


prominence. 
The reason is simple: 


Nubuck has a fineness of texture 
and finish that has made it a monu- 
ment in the trade. Its range of shades— 
Col. 1. White Col. 18. Taupe 
‘ 2. Imperial “ 22. Beaver 
“ 3.LightGray ‘“ 25. Mahogany 
Col. 5. Olive Brown 


have come to meet the exactions of 
the most intelligent builders of fine shoes. 


Send for color pad of the genuine 
Nubuck, originated and tanned exclu- 
sively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST. BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 
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VALUE 


inspect these leathers 


J. S. Barnet & Sons, Inc. 


PANAMA SIDES 
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HIGHEST QUALITY 
Our Popular Colors — Smooth and Boarded 
COLOR 404-NUT BROWN COLOR 505-MAHOGANY COLOR 909-DARK COCOA 
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Tanneries at LYNN, MASS,., U. S. A. 
Salesrooms, 75 South Street, Boston, Mass., U. S. A. 
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complete satisfaction to the leading makers in the same shades .as 


ACE CALF 


ACE SIDES 


A colored leather for the moderate priced shoe. 
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CPAs 


SHOES IN STOCK 


“DALTON’’ SERVICE BACKS 
UP “DALTON’’ QUALITY 


590 AND 690 
TWO POPULAR MODELS 


Corsair Last. Cherry Calf Regent Last. AnotherVar- 
Varsity Oxford. Single sity Oxford, in general 
Sole, Broad Heel. A, 7% details a companion shoe 
to 11%. B,6%toll. C, to 590, but made up of 
5toll. D,5to1l. A par- Brown Cordovan instead 
ticularly graceful model. of cherry calf. A, 74% to 
Fore part long and “com- 114%. B, 6% to 11. C and 
fortably” narrow. Tip D, 5to11. Both shoes will 
perforations of neat design. do much to secure you 
There’s a decided air of customers and hold them. 
refinement about the whole 
shoe. 





SEND FOR CATALOGUE 


illustrating and describing other 
styles in black and most in demand 
shades of Calf, Cordovan, Kangaroo 





PLAIN CARTONS — SHOES UNBRANDED 











The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON ; NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Building 1415 Great Northern Building 
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Graceful o¥ design, 
trim fitting and. 
bearing an individ- 
uality of its own, 
each John Kelly? 
shoe finds firm ad 
mirers amond_¢? 
‘aepen hn Kelly 
ashion and Love 
a onn Kelly 


A a asset to— In c. 
ROCHESTER NT 


EW YORK CITY: Room 105Graham Bld g= 
Crourch and Duane Sts. TT John C.Halliwell 





April 19, 1919 BOOT AND SHOE RECORDER 


The Sole that Has Made White Shoes Staple 


HE quality-standard of VAUGHAN'S 
IVORY has so impressed a manufacturer 
specializing in children’s and growing girls’ 

white shoes that he uses no other sole leather 
in his factory. ; 


As a consequence, he has none of the criticisms 
which come to all who still send out white shoes 
with painted heels and edges. 


As a sole leather VAUGHAN'’S IVORY stands 
out distinctively. Its edge is its own—shoes 
equipped with it.are better looking, look better 
longer and make a stronger appeal to fastidious 
mothers. 


Think of this when you are ordering your 
children’s and growing girls’ shoes—insist upon 
VAUGHAN'S IVORY. 


It costs no more than other good sole leather. 


George C. Vaughan 
Tanneries at 
PEABODY, MASS. 
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_| Quick Sales 
| Big Profits 


Dont wish for em! 
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"JK SHOES STAY SOLD” 





‘BETTER 
THAN 
EVER’ 






































505 WASHINGTON STREET 
5S WEST STREET 


























BosTON,..... March 28, _191|9* 























Julian & Kokenge Co., 
Cincinmati, Ohio. 
























































Dear Sirs: 























Sometimes the Retail Shoe Men have to make a vigorous kick 
against some factory conditions and undoubtedly some of these kicks 
are justified even if some of them may be unnecessary, While we are 
all prone to complain, I think most of us are rather lax in saying 
@ word of commendation when same is deserved and it is to overcome 
that laxity that .I was prompted to write this letter to you to say 
a word of praise and encouragement to you regartifing the way your 
shoes as coming in this season are opening up. 
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I have seen a decided. improvement in the past few. seasons sysest| 
which convinced me that you were coming fast, but this season your Toi 
shoes seemed better than ever, and I find this sentiment pretty general 
among our sales force and this attitude of mind is most encouraging 
to me for when men like shoes they sell them with more spirit and 
enthusiasm, ; 
























































At a meeting of our store employees last evening I was pleased 
to hear a general word of praise for the J & K. shoes and one feature 
that was brought out is worthy of more than passing notice and that is, 
that the shoes once sold do ‘stay sold and are rarely coming back to us 
to be exchanged or with some fault to be found regarding fit, material 
or workmanship, and this is indeed most pleasing because it is hard 
enough to sell shoes at the best without having’ to do the work more 
than once, 


A further investigation has convinced me that your shoes are 
standing up and are giving service, because my records for the past 
few ménths show us that we have not returned to you for credit a single 
pair of your shoes that had proven unsatisfactory. This test is the. 
- best that we could have and is most encouragi to us and convinces us 
that we should want more of J & K shoes, and therefore do we think that 
ought to say this kindly word to you as a little bit.of encourage- 
nt and we feel sure that like the rest of mankind you once in a while 
will appreciate getting a "Pat on the Back" and just praise when same 
is due you and should be given you. 


Respectfully. 
m/e SV CRagaae 


THE QULIAN & KOKENGE*®. 


GINCINNATI. 
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To handle our 
increased trade sil 








Use an up-to-date N. C. R. System and 
match your neighbor’s success! 


The merchant who combines a cash reg- 
ister system with progressive merchandising 
is bound to grow. 


The merchant who handles his money and 
accounts slowly by hand instead of quickly 
by machinery, cannot meet competition. 


An up-to-date N. C. R. System protects 
hard-earned profits; increases trade; cuts 
down expenses; makes clerks more efficient; 


stops errors, losses, and disputes; speeds up ° 
the business. , 


Every merchant needs the help of an up- 
to-date N. C. R. System in pandling his 


money and accounts. 


An N. C. R. System is within the reach 
of everybody. The payments are easy and 
the machine will more than pay for itself out 
of what it saves. 


An N. C. R. System is a modern business necessity 


The National Cash Register Company 
Dayton, Ohio 


Offices in all the principal cities of the world 





April 19, 1919 


April 19, 1919 


Original 
Designs 


abound in our latest show- 
ing of 


“Holtershoes” 


Patterns that are exclu- 
sive with us—our own 
creations—and they com- 
pel attention. 


Materials and workman- 
ship are of course up to 
our well known standard. 


Prices are pleasing. 
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HOLTERSHOES” 
» CINCINNATI. 
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“The Holters Company 
—Cincinn nati _ 
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When a White Shoe comes into 
your Store — get down a Case of 














The WHITE CLEANER 


for “Blanco” and White Shoes are 
inseparables; and their friendship 
outwears the Shoes. 


“‘Blanco’ keeps White Shoes White” 


It satisfies your customers because it does 
its work so well. They want “Blanco” and 
only “Blanco” as long as they have a white 


shoe to put it on. 

It Whitens ; it Cleans; it Preserves. Easy 
to use and always ready for use. Applied 
in a moment. No trouble, no “ messiness.” 
Clean and Handy. 

You don’t have to stock “Blanco,” 
ou just sell it—or rather, it sells itself 
Blanco’ means good profits and quick profits. 


Ask your Jobber for Supplies. 






Manufactured by 


JOSEPH PICKERING & SONS, LTD. 
SHEFFIELD, England. 
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are suctt a comfort!” 


Jackie Saunders 


Balboa Star 
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STYLE 435—Soft, tufted sole and 
heel. Patented construftion. Attrac- 
tive hand-embroidered ribbon orna- 
ment on cuff. All shades. 
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The Cosy Toe Guarantee Against Lower Prices 


N our determination to protect our customers we are guaranteeing 
against any lower prices which we may quote before shipment of 
CosyToes orders for the 1919 season. While we believe it improb- 
able that felt prices will decline to former levels, still, we shall exert 
every effort to quote prices that are absolutely right, consistent with quality. 


Our representatives now in all parts of the country report unanimous 
approval of our policy regarding prices. In view of this protection it will 
be to your interest, we feel, to place your order for CosyToes exclusively. 
A factory representative will call at your request and submit the full line. 
Ask for Ready-to-Ship Catalog 
Standard Felt Company 


Faélory and General Offices WEST ALHAMBRA, CAL. 
New York, 117 East Twenty-third St. Chicago, 404 South Fifth Ave. San Francisco, 417 Market St. 
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ALCO-GRAVURE. INC. N.Y. 
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Quality Soft Soles 

Infants’ Moccasins 
Finer Grades Only 
Rochester, N. Y. 


Always a Year 
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GOODGER “Bonita” 
In Stock bo tga ees TURNS 
CATALOG? Children’s First In Stock 
Write , Step Turn Shoes 1-5 3-8 
For Jobbers Catalog Sig 
Exclusively A. H. Martin Co., Makees |} 
89 Allen Street > ee = 






ROCHESTER, N. Y. 

























































ROCHESTER, N. Y. 





Established 1896 iol? : pe 
MANUFACTURER A, ster Sse WP geet 
for the retail trade ; si 
| E INFANTS’ 1B 
)| Levinson. Shoe Mfg. Co., Inc. | /#E Snappy Flexible : F. S. Elam Shoe Co., |f 
Child : = = Nr 2 Incorporated | 
for ‘hlbes eee : — TURNS a Manufacturers for 
| STN = Top Grade Soft Soles Jobbers Only, | 
| Factory in N. Y. State Rochester, N. Y. | Infants’ First-Step Shoes |} 
| Rochester .°. N.Y. |i 
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HOME-OF-INFANTS-FINE:‘SHOES 
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Capitalizing the Oxford 


WO mighty important 
factors lift low shoes to 
the pinnacle of salability 


this season— | 
Style—popularity and—price. 


The comfort and good sense 
of the low-cut for the warm 
season have always been a little 
greater than it got credit for. 


But this year, with leather 
costs aeroplaning, the low-cut 
has come into its own! It has 
the call everywhere. 

We foresaw this long ago. 
We produced a line of Bates 
Oxfords, always moderate in 
price, that is giving trade-pulling 
strength to every store that 
carries them. 


A. J. BATES COMPANY 


Central Distributing House . 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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FALL STYLE 
Black Ooze Whole Quarter, Patent Colt,’ Long 
Vamp, Eight-Inch High Lace Boot, Seventy- 
four Last, Welt Sole, Plain Toe, Blind Eyelets 


Seventeen-eight Wood , Celluloid}. . Covered 
Louis Heel. 


OU are about to begin a new period in our Nation’s 
history. 


You are planning for a greater growth in your 


business, with peace and a League’ of Nations to guarantee its 
progress and prosperity 


Will you include DUTTENHOFER’S, the better shoe, in your 


program? All we ask is an opportunity to show you, 

and we know you will see the dawning light of a 

new day in merchandising 

Our Fall line of women’s welt, turn and McKay 
boots are conceded to be the best values 
offered. Fhey have exclusive merit in 


both high quality of material and high 
standard of workmanship 


THE VAL DUTTENHOFER SONS’ CO 
CINCINNATI 
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meen 7 } ‘HE extent of a market is definitely limited by 

the ability of its manufacturers to ship their 

goods Quickly and Cheaply. Milwaukee is located on a 

‘“‘short haul’’ circuit covering one-half the area of the 

U.S.A. It is served by five rail systems—operating 
transcontinental railways. 


iw has three interurban electric railway systems. Its 
carferry service is the most extensive on the Great 
Lakes. Milwaukee has eleven steamship lines plying from 
its harbor. The harbor of the ‘‘Quality First’’ Market is never 
closed, navigation continuing uninterruptedly winter and summer. 


NUNN, BUSH & WELDON SHOE CoO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 


Albert H. Weinbrenner Co. 
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HE first shoes produced in 


Milwaukee were sold to 
Indians and Lumber Jacks! But they 
were the REAL thing! ‘‘Quality First’’ 
Shoes! 


HE first Milwaukee shoe manufacturer; 


a man of large mold and full of good, 
rich blood, guaranteed “complete satisfaction’’! He 
placed his future in the hands of the users of his 
product. He banked his faith in his “Quality First’’ 
product—he carefully watched every shipment! If 
anything went wrong, he made it right! It speedily 
became known that it was worth while to buy Mil- 
waukee-Made Shoes. 
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TANNED TO STAND 


THE HARDEST WEAR 


n is given a double tannage to 
the strongest, most durable, and softest 
eather possible for Farm and Work 
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Farmuse Grain is chrome-tanned to give it the 
strength, durability, and permanent softness 
characteristic of chrome leathers. It is then 
i extra tannage, in a vegetable tanning 


nia and 



































nd to us for sample of the leather, tags, and 
certificates. 


Pfister & Vogel 
Leather Co. 


Milwaukee, Wis. 
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WEYENBERG 
Boys Shoes 


4 2 B Boys’ Cocoa Brown Bal, double Oak 
Sole, McKay Sewed, English last, 


a ae Re $3.50 


42-Y Youths’ as Boys, sizes | to 2. . .$3.15 


43-L. G. Little Gents’ “Wito” last, sizes 
PGFs cds cS cliikcce sag caeend $2.80 
54-B Boys’ Chrome Side Bal, 14 double 
Sole, wedge shank, nailed, English last, 
sizes 214 to 6. Same style 













ee 
54-Y Youths’, sizes | to 
OSS RRS $2.45 '/\ a ie” 2 
QDNVUVUDULDUNYUOOOOODOAUUOAGSODAADOEAD ALLL ASAT EATALU UU 
57 F c Little Gents’ Gun OW is the time to stock some 
~Lise e Metal Bal, double : 
Oak Sole, McKay Sewed, “Wito”’ last, Weyenberg Boys’ shoes to take 
sizes $2 | 5 care of the Spring and Summer de- 


PUTING «- ----4-5+- +2008 mands and to be fortified when school 


opens in the Fall. 





In selecting Boys’ Shoes, whether they be for 
work, for play or for dress, it is good judgment 
and good merchandising to bear the mother in 
mind, for she is the power behind every purchase— 
the boy’s shoes must please his mother. 


Weyenberg shoes are designed with this idea in 
mind; they meet the mother’s approval because 


ys’ Gun Metal Side they are sturdy, fit well and look dressy. 
32- B tt Blucher, double Oak Sole, 


” Ta 
ror crater <i 





We make Serv- QUAL'TY. A 9 Fos os 


. i d D 2 7 sell and we 
32-B Youths’, sizes yo “fet men iI Ra S . ye = than ‘ 
Mea ny other man- 
DO Be itacencoa $2.45 : ty Yo ve ufacturer in the 
33-L. G. Little Gents’ hear from you. Northwest. 
. ents - ry 
sizes 9 to 1314...... $2.15 =a Ae 
MILWAUKEE 





MUM 
On the Floor for “At Once” Delivery 


Weyenberg Shoe Mfg. Company. 
MILWAUKEE, WISCONSIN 
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Reproductions of Some of the Advertisements in the Greatest Foot Comfort Campaign Ever Conducted 


Dr. Scholl’s Foot Comfort 


(CUCCCORCCERCERRRRECRRCCRSRSSHSSASRERALCRRRRCRRRCRRRRRRRRRERRRRRRCRRRCRRRCRRCRCRRRRCCRRSORRRRRRERDERRRORES 
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The greatest educational campaign 
of its kind ever undertaken 


What the campaign is 
Most foot troubles can be corrected. The 
real problem is to acquaint people with the 
nature of their troubles and the methods of 
correction. Once they know the facts, they 


will go where relief is obtainable just as 


they now consult physician and dentist. 
Accordingly, the Scholl Manufacturing 


Company, manufacturers of foot specialties . 


and orthopedic appliances, has arranged for 
a comprehensive advertising campaign, in 
New Yerk and Boston first, and later in 
other cities, to tell people the facts about 
their feet. 

The advertising will be strictly educational. 
It will describe specifically each foot trouble, 
symptoms that each person will recognize, 
and the means of relief. People seeking 
treatment will be directed, not to so-called 
‘foot specialists,” but to shoe stores. 


Influential newspapers used 

In New York, the Journal; in Boston, the 
Post—the most widely read and influential 
newspapers in their respective cities —will 
be used exclusively. Full pages, half pages, 
quarter pages—a total of approximately 
12,000 lines of space in each city—will be 
used over a period of ten weeks. 

Thousands of foot sufferers will read this 


advertising—and will seek relief at the shoe 
stores handling the Dr. Scholl appliances. 


What the campaign will do 
Week after week, for ten weeks, this cam- 
paign will teach the people of New York 
and Boston how they may obtain relief 
from foot troubles. 
It will convince them that in most in- 
stances neglect of the feet, rather than the 
shoes they wear, is responsible for their 
afflictions. It will tell them how to correct 
their troubles. When they know the facts, 
they will no longer blame the merchant 
who sold their shoes or the manufacturer 
who made the shoes. Instead, they will 
apply the right corrective methods. 


New business ‘developed 
It will open up a profitable avenue of new 
business for the shoe merchant. Every ad- 


vertisement in this campaign will direct 


people to the shoe stores which carry the 
Dr. Scholl appliances—will tell them that 
these stores employ foot specialists. 

Not only will this add to your profits, 
Mr. Merchant, but it will bring you into 
more direct personal contact with your 
customers. It will change your shoe store 
to a shoe-plus-service-store. 


The first page advertisement in this great campaign will 
appear April 20. Be ready—ask us now for facts. The 
Scholl Mfg. Company, 211 W. Schiller St., Chicago, Sole 
‘Makers of the Foot Comfort Appliances Designed, Patented 
and Used by Dr. Wm. M. Scholl 


Week, June 16th to 2Ist 
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The Union Label Marks 
the Union Shoe 


Where the public is concerned, nothing succeeds but the 
Truth ! 

There is no excuse or apology for the absence of the Union 
Stamp on, the shoes you sell. 

For the Union man there is only one TRUE STAMP, the 
stamp of the Boot and Shoe Workers’ Union. 

It is the only mark of the Union made shoes ; it is the only 
mark on the shoe that will satisfy ALL the people AL 
the time. 


Boot and Shoe Workers’ Union 
| Affiliated with the American Federation of Labor 


246 SUMMER STREET - BOSTON, MASS., U. S. A. 
JOHN F. TOBIN, Gen. President CHAS. L. BAINE, Gen. Sec.-Treas. 
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THE LEADING COLOR 
FOR FALL 1919 
LEVOR — N°8& 











OUR OTHER POPULAR SHADES ARC 


‘coLcor | LEVOR WHITEST WHITE 
COLOR 23 LEVOR TRUE GRAY 
coLor 63 LEVOR HAVANA BROWN 


PRODUCED IN THEIR USUAL HIGH GRADE UNIFORINITY BY 
G. LEVOR « CO., Inc. 
CLOVERSVILLE, N.Y. 

NEW YORK- + 88-90 GOLD ST. 


ST. LOUIS LEATHER EXCHANGE BLOG. BOSTON+I45 SOUTH ST. 
ARTHUR S. PATTON LEATHER CO. THE G.LEVOR CO. 


MNILWAUKEE - THE A.R AUVELLER CO. 
258 FOURTH ST. 








_J 











BOOT AND SHOE RECORDER April 19, 1919 





ences 


A THRIFTY LEATHER FOR ALL CONCERNED 


NOVILLA KID 


When a shoe is attractive it secures attention in your window. 


That is the first step towards the sale. Novilla Kid makes shoes that are not only attrac- 
tive, but are soft, comfortable and unusually durable for kid shoes. 


NOVILLA KID DOES NOT SCUFF 


Made from light weight sides, it is more economical and is the ideal leather for moderately 
priced, first class dress shoes. 


For Men’s, Women’s or Children’s. 


Demand it for your own as well as your customer’s sake. 


MADE ONLY BY 
CASTLE KID COMPANY - Camden, N. J. 
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) FINE FACE 


s THOMAS: IAKE & WHITON al 


_ 103 BEDFORD ST., BOSTON — 
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ULTRA SHOES 


WITH OUR LIBERTY LOANS 
WE SET UP THE BANNER OF 


VICTORY 


Now let's all see this Victory to a fruitful 
completion by getting solidly back of the 


Victory Liberty Loan 


There are only two ways that several billions of dollars of notes 
(or bonds) can be sold---to the banks or to the people. 


If they are placed with the banks, industry, commerce, your busi- 
ness will suffer. The banks would be unable to purchase several 
billion dollars of Liberty Bonds and continue to loan money in 
sufficient quantities and at a fair rate to the business man. The 


banks should NOT take this loan! 


It is, therefore, your business and our business to get back of the 
Victory Liberty Loan, and invest as largely as each of us individually 
can---for America’s welfare and for our own! 


MGORE:SHAFER.SHOE MFG.CO 
BROCKPORT «<——_ 9 NY 
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RI CE & HUTCHINS 





Men’ s High Grade Shoes 


distributed by 


The Rice & Hutchins New York Company 
The Rice & Hutchins Atlanta Company 
The Rice & Hutchins Cleveland Company 
The Rice & Hutchins St. Louis Shoe Company 
The Rice & Hutchins Baltimore Company 
The Rice & Hutchins Chicago Company 
The Rice & Hutchins Cincinnati Company 
The Atlas Shoe Company, Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc., 
20 High St., Boston, U. S. A. 


° 














